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Bringing Customers 
to Your Store 


That’s what the advertising of Louisville Slugger bats, 
reaching more than 1,000,000 fans and boys through The 
American Boy, Boys’ Life, The Youth’s Companion, Base- 
ball Magazine and Sporting News, will do. 


They are told to go to the store where they buy their 
Louisville Sluggers for free copies of the attractive booklet, 
“The Knack of Batting.” 


Their coming will be your opportunity for sales and for 
building good will for your business. Let us know how many 
copies of this attractive booklet you can distribute to ad- 
vantage. 


Hillerich & Bradsby Co. Louisville, Kentucky 


¢ SLUGGERS 
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FT ER all, it's the trust 
our dealers have in us 
from past relationships 
that makes them our 
loyal friends. Were we not 
worthy of their trust, 
guaranteeing our products 
would gain naught. 
In your own experience 
you must know that it's a 
mighty poor dealer who 
does not look beyond the 


Frantz Mfg. Co. 
STERLING, ILL. 
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first sale. It's the pro. 
sressive and successful 
dealer who insists upon 
handling only the lines 
which give perfect satis- 
faction. 

Frantz dealers pass on 
Frantz trustworthiness to 
those who use hardware 
of all descriptions for 
homes, garages and barns. 

It gets repeat sales! 
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Dept. HA-5 p 
() x ‘‘That which may be depended upon; \ 
4) worthy of confidence; reliable.” @' N 
4 —Funk & Wagnalls Standard Dictionary. \ 
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| PYREX 





enters the Radio Field 


PYREX All-Weather insulators 


Using leaky antenna _in- 
sulators to collect radio 
energy is like using a sieve 
to collect rain water. 






Distance With 
Leaky Insulators ! 


YREX is the ideal material for an- 
tenna insulators. 


It has a continuous uniform structure 
that does not rely on a glazed surface for 
its insulating properties. 


PYREX has a super-smooth surface 
to prevent the collection of soot and dust, 
and to allow rain to wash them off thor- 
oughly. It does not absorb water, nor 
retain any surface moisture. 


PYREX Antenna Insulators have an 
exceptionally low phase angle difference, 
which does not change appreciably with 
various wave lengths. 


The United States Navy, Coast Guard, 
and other Government Departments use 
PYREX for the insulation of antennae. 








The introduction of PYREX Glass in the Radio field opens up still 
another great avenue of profits for PYREX dealers. 


Radio experts have discovered that PYREX has great insulation 
value. It is the foremost commercial insulator for the conservation 
of Radio energy. 


Radio accessory selling is now at fever heat. 


Don’t miss this chance of getting your share of business from the 
widespread demand for Radio accessories. 


Try a set of PYREX Broadcast Reception Insulators on your own 
Radio. Then you will know their real value. Then you can sell 
them, enthusiastically. 


Right now when Radio selling is at its height is the time to place 
your order—stock and display PYREX Antenna Insulators. 


There is an order blank below. Fill*it out and drop it in the mail 
today. 





PYREX Broadcast Reception Insulator 


For receiving set antennae. Packed 12 in attractive counter display 


box. Size 3) /> inch. 
Packed one in Carton—1z2 Cartons in Display Box—12 Display Boxes 
in Case. Weight per case 27 Ibs. 

Factory List Price each $ .45 

Retails in the West 50 

Retails in Canada 70 


PYREX Amateur Transmission Insulator 


for amateur Transmission Set antennae. 714 inches. 

in Carton, 36 Cartons in Case. Weight per case 33 Ibs. 
Factory List Price each $1.50 
Retails in the West 1.65 
Retails in Canada 2.25 


Advertised in Leadin'g Radio Magazines 


Packed one 


Ready for Immediate Shipment 
PYREX Wholesale Distributors are Supplied 


PYREX Sales Division’ 


CORNING GLASS WORKS 
CORNING, N. Y., U. S. A. 





: : ORDER BLANK 
CorninGc Grass Works, 


Corning, N. Y. Date 
Gentlemen: 


See eae ee eee OCG CO BEeeeeeoe ee Cee w#w sa 


You may ship the following PYREX Antenna Insulators: 


Broadcast Reception........+.e++e+: Amateur Transmission. .......... gece. 


RN i eee ee ei eekwk es eee a Ry hs heen h 36 weenie 
Se ee rr rr rr rrr rrr rere TT rere reer eee eee eee 


You may ship thru........cccccccccccccccsccccecssccecsessssscesescessens 


Give name of Jobber. 
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~-he Wheel's 
the thing 


HE new Millers Falls Glass Cutter wheels cut 
as steel wheels never cut before. 











They are hard and tough and sharp, made of 
special alloy steel carefully machined, carefully 
hardened. They are true and uniform. They make 
a deep cut without flaking. They have a long life. 


We’ve been making glass cutters for forty-five 
years. With all that experience, we put in more 
than a year of intensive plugging to develop our 
improved wheels. 


The wheel has always been the weak spot. We 
tried many steel alloys, different heat treatments. 
Each new lot of wheels was tested rigorously. 


Now we say they’re right, because we have proved 
it to ourselves. The Millers Falls name on them 
proves our confidence to you. 


Get your customers to give them a try-out. They’ll 


This is No. 7 stay sold. 


Improved— 
single wheel; easy grip oa rs 
handle, enameled red. This is No. 300 
Improved— 
. six perfect wheels in turret 


flush with frame. Wheels 
protected from injury by pat- 


“cease ~=© MILLERS FALLS COMPANY 


wood. Millers Falls, Mass. 
28 Warren Street 9 So. Clinton Street 


Millers Falls Improved = NewYork Chicago 


paemeneniine TOOLS 


wheels; hardened by special process; 
uniform; lasting. They make a deep, 
clean cut. Eight styles. 












E Aa oN ay 
> ee 











March 19, 1925 HARDWARE AGE 5 
\ \ 


eos 





“BUCK SAWS 
_ TIME TO THINK OF YOUR SAW REQUIREMENTS 


The Buck Saw is a tool of national re- 
nown. It has been used by some of the 
ereatest men of the times. Getting down 
to “brass tacks,” it is indispensable for 
farm and wood lot use, for cutting cord- 
wood, fence posts and small timber. 


Atkins Standardized Buck Saws 


For over 68 years, we have been manufactur- 
ing these saws and have standardized on pat- 
terns which are favored by the consumers. 
~ Atkins Buck Saw Frames are made of care- 
A “pe ~=sifully selected material, thoroughly seasoned, 
— accurately and smoothly machined, finished in 
~~ : colors or natural wood, blades of “Silver Steel,” 
our exclusive formula, straight or breasted 
. tooth edge of various widths, set and filed 


, ready for use. 
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a rpen paren” 


ee ° napttehions 
Anticipate your requirements; send for 
catalog 19-2 showing illustrations and com- 
WS binations. 


— 


EF. C. ATKINS & COMPANY 


Established 1857 The Silver Steel Saw People 

















Machine Knife Factory: Home Office and Factory: Canadian Factory: 
Lancaster, N. Y. Indianapolis, Ind. Hamilton, Ont. 
Branch Houses: 
Atlanta Minneapolis Portland 
Chicago New Orleans San Francisco 
Memphis New York Seattle 
Vancouver, B. C. 


Paris, France 
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No. 745 
= SAW VISE 


Carpenters and saw filers will welcome the oppor- 
tunity to buy a really first-class Saw Vise. 





snus 
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Such a Vise must eliminate the nerve racking squeal, 
the chatter and the vibration that are the curse of saw 
filing, allow the saw to be held in whatever position is 
sasiest for the operator to get just the right angle on 
the face of the teeth, and clamp solidly without loosen- 
ing to any available table or bench. 


No. 745 has all these features and more. The 10- 
inch double contact of the self-aligning steel jaws 
smothers vibration, allowing a quiet, smooth cut. A 


Self-aligning steel jaws 


with a double contact I0 
inches long. Bull dog jaw 


| grip secured. by Screw and powerful jaw grip is obtained by the knurled screw 
Lever action. © “Aluminum acting through a lever. The ball joint movement al- 
jaw arms and ball and lows great flexibility in the filing position, and the 


| clamp arm for = strength 


large comfortable clamp handle insures rigidity 
and light weight. Powerful | 


clamp to secure _ rigidity. throughout. 
Red and black enamel and 

| apurel clueless, Gaia Aluminum jaw arms, ball and clamp bracket give 
Height above table, 9% light weight with great strength, and easily removable 
inches. Weight, 5 pounds. jaws allow packing in very small kit space. 


The finish is polished steel, natural aluminum and 
red and black enamel. 


A Saw Vise that will help the operator do a better 
job in less time without any of the customary annoy- 
ances 1s bound to sell. 


~GOODELL-PRATT COMPANY 


GREENFIELD, MASSACHUSETTS, U. S. A. 








GOODELL- PRATT 


| Fo) O] OMe 61070) Des 6010) &.” 
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“Jest Bing a Hundred Uses 


tr These Brushes im Your Hon . 
These well-known houses are author- ‘ ¥ i rs Aad 3 


ized distributors of Osborn Blue Pe tp PRA ER EY" “ee 7 
Handle Household and Personal Use 
Brushes. Ask them. 





































Osborn Blue Handle House- 
hold and Personal Use 
Brushes are never gold by 
canvassers or solicitors. 








The W. Bingham Co., Cleveland; 
The Bostwick-Braun Co., Toledo; 
The Bronson & Townsend Co. = New 
Haven; Buhl Sons Company, De- 
troit; Burhans & Black, Inc., Syra- 
cuse; Decatur & Hopkins Co., Bos- 
ton; Eastern Drug Co., Boston; 
Evansville Supply Co., Evansville: 

. & E. §S. Goldberg, New York 
City; L. Gens & Co., Chicago; 
Charles Hubbard Son & Co., Syra- 
cuse; Janney, Semple, Hill & Co., 
Minneapolis ; Kelley-How- Thompson 
Co., Duluth; Lee-Kountze Hdwe. 
Co., Omaha; Logan-Gregg Hdwe. 
Co., Pittsburgh; Minneapolis Drug 
Co., Minneapolis : Morley Bros., 
Saginaw; Northern Drug Co., Du- 
luth; The Philadelphia Wholesale 
Drug Co., Philadelphia; Plimpton- 
Cowan Co., Inc., Buffalo; John 
Pritzlaff Hdwe. Co., Milwaukee ; 
The Salt Lake Hdwe. Co., Salt Lake 
City; Supplee-Biddle Hdwe. Co., 
Philadelphia; H. D. Taylor Co., 
Buffalo; John L. Thompson Sons 
& Co., Troy; Townley Metal & 
Hdwe. Co., Kansas City; Van 
Camp Hdwe. & Iron Co., Indian- 
apolis; The Walding, Kinnan & 
Marvin Co., Toledo; Wyeth Hdwe. 
& Mfg. Co., St. Joseph . 














Osborn Blue Handle House: 
hold and Personal Use 
Brushes are sold only through 
selected retail stores. 


=< 























This window and counter display 
stand will work for you. Ask us, 
or any Osborn distributor. 


Combat House to House Canvassers With 


Osborn Blue Handle Brushes and This Display 


Here is something that the retail business tising—plus the merchandising advantage of 


has wanted and needed for a long time — timely display at a time when the custo- 
A complete line of household brushes and a mer is in your store and ina buying mood. 
merchandising plan supported by a strong There is an Osborn Brush—a better brush—for 


—with which to , a 
pert — ecg et nr comuaenese. every household need. The line is complete. 


Osborn created this line of Osborn Blue Handle Leading distributors and hundreds of stores 
Household Brushes, and the new Osborn Dis- have welcomed the Osborn line. 

play Stand expressly for your use to get the We urge you to get behind this nation- 
business away from the canvassers. wide movement to put the household 
Osborn Brushes have all the advantages of finest brush business back into the stores. 
quality; ingenious design; distinctive appearance; Write now for full details about the plan 
popular prices; national and newspaper adver- and the line. 


The Osborn Manufacturing Company, Cleveland, Ohio 


es ./ 


MAKERS OF QUALITY BRUSHES SINCE 18928 
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Machine Screws 


Stove Bolts 
Tire bolts 





American Screw Co. 


RI, 


PROVIDENCE , 
WESTERN DEPOT 


225 WEST RANDOLPH ST. CHICAGO, 
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No. 44 Home and Farm 


HAND SAW 


THE BEST PROPOSITION ever offered you. 


HIGH GRADE manufacturer's brand, guaranteed Hand Saw to 
sell for $2. 


RAPID TURNOVER. One length—24 inches, 7 or 8 points gives 


you a complete stock. 


GOOD PROFIT. Costs you $16 a dozen. 





he 





Do not overlook this chance to increase your sales and your profit. 


Your jobber can supply you with these saws 


Simonds Saw and Steel Company 


Boston, Mass. Lockport, N. Y. San Francisco, Calif. 
Chicago, III. Memphis, Tenn. Seattle, Wash. 
Detroit, Mich. Fitchburg, Mass. 

New York, N. Y. Portland, Ore. 

New Orleans, La. 
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GRAY-WICK 


SCREEN WIRE CLOTH 


Dull Finish—Multiple Coat 


Galvanized After Weaving 
Extra Heavy Electro Zinc Coating 
and Enameled with White Varnish, 
which Binds Wire together and makes 
a Dull Gray Finish throughout. 
Made from Open Hearth Steel. 
Compare weight of our Screen Cloth 
with other makes. 




























































































































































































































































































12 Mesh, No. 33 guage each way 
14 Mesh, No. 33 guage each way 
16 Mesh, No. 33 guage filler 

No. 34 guage warp 
18 Mesh, No. 34 guage filler 

No. 34 guage warp 






































































































































Our other Brands Screen Cloth 
Cortland Black Enameled 
White Metal Finish 
Wickwire Premier 
Wickwire Bronze 





























































































































Wickwire Brand Hex Nettings | 


Galvanized Before or After Weaving 












































Write your Jobber for Full Information and Prices 


WICKWIRE BROTHERS 


ENTIRE FACTORY AND OFFICES 
CORTLAND, NEW YORK, U. S. A. 


‘' ESTABLISHED 1873 INCORPORATED 1892 
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Plies: 


attached 


by chain 
Customer 
is invited 


Selling 
Pliers 


ne me me ne 


Customer Sells Himself 


It’s like tempting a child with candy! 


Imagine a fellow who loves good tools resisting the muscle twitch of his 
arm toward the plier lying there. His hand itches to grip it and snip the ten 
penny nails and the No. 12 wire in the side pockets. Then he is invited to 
try the parallel wrench grip on that turnable nut. The Bernard feeling of 
strength gets in his system from actual experience and he'll never get over it. 
He’s yours! 


SEE NEXT PAGE 
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5 Cards that 
Sell Pliers 
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Ask Your Jobber 
For Special Price 


Demonstration Offer 
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We have a special demonstration offer 
which includes the demonstrator shown on 


® Lo PLY E eT. ELS ORT BGAN r 
Ora wat at see ITS wR ie Ih i 


the preceding page and these five large 
window display cards—sufficient to make 
a fetching layout for window or interior. 
This is high-grade material built around a 
definite idea that will sell pliers. Write for 
the complete story. 
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Aocks & Hardware 





SARGENT DAY AND NIGHT LATCH 





Makes security doubly sure 
... for homes, stores and offices 


MORE and more, people are 
coming to realize the necessity 
for the added protection that 
a Sargent Cylinder Day and 
Night Latch gives. It can be 
used alone or to supplement 
old-fashioned or less effective 
lock equipment. It is the most 
inexpensive sort of insurance 
against intrusion and can be 
sold with a minimum of effort. 


Display Sargent Day and 
Night Latches on your coun- 
ters and in your windows, 
where they may be seen and 
examined. Explain to cus- 
tomers the sturdy construction 


and fine mechanism which pre- 
vents entry excepting by the 
proper key. Call attention to 
an exclusive Sargent feature 
—the push-button stop to 
dead-lock the bolt or hold it 
back as desired. 


Apartments, homes, stores 
and offices, new buildings as 
well as old, are in constant 
need of reliable night latches. 
You can supply the demand in 
your neighborhood with good 
profit to yourself and entire 
satisfaction to your custom- 
ers with this popular Sargent 
Latch. 


Interesting folders, imprinted with your name, will be furnished 


for mailing or counter use. 


Our Co-operative Advertising 


Service Booklet will also be sent upon request. Write today. 


SARGENT & COMPANY, Hardware Manufacturers, New Haven, Conn. 


New York: 92-98 Centre Street 


Chicago: 221-223 W. Randolph Street 


THE DECIMAL SYSTEM OF PRICING AND PACKING HAS BEEN ADOPTED FOR SARGENT HARDWARE 
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Wheeling 
Products 


Drip Pans 
Rubbish Burners 
Ash Cans 
Garbage Cans 
Coal Hods 

Fire Shovels 
Frying Pans 
Roasters 

Tubs and Pails 
Oil Cans 

Stove Pipe 

Nails 

Barbed Wire 
Fence 

Terne Plate 
Roofings 
Galvanized Sheets 





HARDWARE AGE 


CUSTOMER who has bought 
a Wheeling product, gladly 
turns to other Wheeling prod- 
ucts when the occasion arises; 
is easier to sell on the basis of actual 


merit and service. 


The Wheeling line offers a variety which 
you and your customers both enjoy. Don’t 
wait for a representative to call—tell your 
needs to the nearest warehouse. Do more 
business now by standardizing on the 


Wheeling Line. 


Wheeling Corrugating Company 


Wheeling, W. Va. 
New York Chicago Philadelphia 
St. Louis Kansas City Chattanooga 
Richmond Minneapolis 


15 
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Beats eggs 
and mixes 
mayonnaise 
quickly! 


Non-Slip 
bowl Free 
with each 
whip! 


List of Active Jobbers 


CALIFORNIA 
California Hdw. Co., Los Angeles 





Union Hdw & Metal Co., Los 
Angeles 
Winchester Simmons Co., San Fran 


— ann Commercial Co., San 
Kia 
Holbrook. Merrill & Stetson, San 
Francisco. 
COLORADO 
Tritch Hdw. Co., Denver. 
CONNECTICUT 
Simmons Hdw. Co., New Haven. 
DIST. OF COLUMBIA 
Dulon-Martin, Washington 
GEORGIA 
King Hdw. Co., Atlanta. 


Winchester Simmons Co., Oakland City. 
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No spatter 
No waste! 
Cleaned in 
a jiffy! 


Whips 
eam in 
Iirty 
\nds 


all Stock the 


==. DUNLAP 


CREAM WHIP 


If the one you buy from 
is not on this list, write us 





Whips the 
creamfrom 
top of milk 
bottle! 











OKLAHOMA 
Richards & Conover Hdw. Co., 
Oklahoma City. 
ENNSYLVANIA 
Simmons Hdw. Co., Philadelphia. 
Supplee-Biddle Hdw. Co., Philadel- 


phia. 

American Hdw. & Supply Co., 
Pittsburgh. 

Hukill-Hunter Co., Pittsburgh. 

L. H. Smith Woodenware Co., Pitts- 
burgh, 

Logan-Gregg Hdw. Co., Pittsburgh. 








CC. Morgan’s Sons, Wilkes-Barre. 

Swank Hdw:, Johnson. 

F. Hersh Hdw. Co., Allentown. 

TENNESSEE 

Stratton Warren Hdw. Co., Memphis. 

Keith Simmons & Co., Nashville. 

Phillips & Buttorff Mfg. Co., Nash 
ville. 

C. M. McClung, Knoxville. 

W. W. Woodruff, Knoxville. 


ILLINOIS 
tutler Bros., Chicago. 
Il.. Gould & Co., Chicago 
Hibbard-Spencer-Bartlett Co., Chicago. 
Winchester Simmons Co., Chicago 
C. H. Little & Co., Freeport. 
Tenk Hdw. Co., Quincy. 

IOWA 

Brinsmald & Co., Des Moines 


TEXAS 
Rutler Bros., Dallas. 
Huey & Philp Hdw. Co., Dallas 
Sanger Bros., ~~ 
W. C. Stripling Co., Fort Worth. 
Butler Bros., Houston. 
Peden Iron & Steel Co., Houston. 
John McClellan & Co., Houston. 


for prices and further 
information. 









Sickels & Preston Co., Davenport Monsen Dunnegan Ryan Co., El Paso. 
Brown Camp Hdw. Co., Des Moines. VIRG 

Tuther Hdw. Co., Des Moine Fenton China & House Furnishing Co., 
A. Tredway & Sons Hidw. Co., Dubuque Knapp & Spencer Co., Sioux City INDIANA Roanoke. 


A. Weber & Sons Co., Keokuk Winchester Simmons Hdw. Co., Sioux City. Vonnegut Hdw. Co., Indianapolis. Piedmont Hdw. Co., Danville. 




































Oe SS SS Si ae. Geo. H. Wheelock & Co., South Bend. UTAH 
a : KANSAS Calloway Hoock & Francis, Inc., Salt Lake 
Blish Mize & Silliman Co., Atchison. MAINE City 
A. W. L. Thompson Hdw. Co., Topeka. Edwards Walker, Portland. ISSOURI 
Simmons Hdw. Co., Wichita. McGregor Noe Hdw. Co., Springfield. 
A. J. Harwi Hdw. Co., Atchison. Butler Bros. ooo Richards & Conover Haw. Co., Kansas 
f 1o., Minneapolis. ALY. . . 
KENTUCKY amma A Semple oe Poy Simmons Hdw. Co., Kansas City. 
Belknap Hdw. & Mfg. Hacket-Gates-Hurty, St. Paul. Butler Bros., St. Louis. 
Co., Louisville. Simmons Hdw. Co., Minneapolis. Shapleigh Hdw. Co., St. Louis. 
l’easlee Gaulbert Co., Marshall Wells, Duluth. Simmons Hdw. Co., St. Louis. 
Louisville Wyeth Hdw. Co., St. Joseph. 
NEW YORK MONTANA 
MICHIGAN sutler Bros., New York City. Helena Hdw. Co., Helena. 
Buhl Sons, Detroit NORTH CAROLINA - * mee ee ee Men. 
Standart Bros. Hdw. Smith Wodsworth Hdw. Co., Charlotte. estan & Gallagher Co.. Omaha. 
ee oc Brown Rogers Cos, Winston-Salem. Wright & Whilhelmy Co., Omaha. 


Foster Stevens & Co., 

Grand ~w OHIO 
Leonard & Co., Grand Hardware & Supply Co., Akron. 

_ Rapids. John Van Range Co., Cincinnati. 
Kdwards & Chamber- Arnold Woodenware Co., Cleveland. 

lain Haw. Co., Kal- ww Bingham Co., Cleveland. 
~~ oo Sag- eo. H. Bowman, Cleveland. 

rene “ Kinney & Levan Co., Cleveland. 

ane Geo. Worthington Hdw. Co., Cleveland. 

Smith Bros. Hdw. Co., Columbus. 
Tracy Wells Co. Columbus. Morley Murphy Hdw. Co., Green Bay. 
Bostwick Bran Co., Toleedo. Tausche Hdw. Co., La Crosse. 
Simmons Hdw. Co., Toledo. Wm. Frankfurth Hdw. Co., Milwaukee. 
Stambaugh Trompson Co., Youngstown. John Pritzlaff Hdw. Co., Milwaukee. 
Union Hdw. Co., Marietta. Mohr Jones Hdw. Co., Racine. 


EW 3 
Butler Bros., Jersey City. 
WEST VIRGINIA 
Williams Hdw. Co., Clarksburg. 
J. W. Sparkes Co., Charleston. 
WASHINGTON 
Seattle Hdw. Co., Seattle. 
Schwabacher Hdw. Co., Seattle. 
WISCONSIN 





Columbia Metal Products 
Company 


361 E. Ohio Street, Chicago, III. 


MORE SALES 
Less Sales Effort! 


You don’t have to give a long sales 
talk to sell Dunlap Whips. Put this 
card out on your counter where peo- 
ple can see it. It tells a short, snappy 
story—one that will start the dollars 
rolling toward your cash register. 
Comes FREE with a dozen whips. 
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Beats eggs - No spatter ' Whips the 
and mixes Al fi No waste! AY Korii 
mayonnaise big Loca Cleaned in : . top of milk 
quickly ! Bm) J a jiffy! 4 \ /g bottle! 





, Whips 
bowl Free r eam in 


with each (@re= oe an a 














Perforated Blade 
Does It! 


That's the secret of Dunlap 
success. Flexible, wafer-thin 
blade vibrates as it revolves, 
cutting the cream instead of 
beating it. 


In the past six months 
thousands of dealers have 
® accepted our FREE Trial 


Offer to try the DUNLAP CREAM WHIP in their own home. Without 
exception the DUNLAP CREAM WHIP made good—convinced these 
dealers that it would sell. And the constant stream of repeat orders prove 
that the DUNLAP did and is selling. The DUNLAP CREAM WHIP is 
a real live item for you! Why not accept our liberal 


© Simply write us fora DUNLAP CREAM WHIP 
Yla CLs = totry in your own home. Keep the whip if your 
” : 
wife approves of it and you decide to order a 
dozen or more. Return it at our expense if your wife isn’t delighted with it. Fair enough? 


COLUMBIA METAL PRODUCTS COMPANY 
Don't forget! The Dunlap 361 E. Ohio Street, Chicago, Ill. 


retails for $1.00, bowl in- 
cluded. Your profit, Mr. en ae es oe ee 
t., Chicago 


Dealer, is 50% on cost. 














ieee 
oe oe ; 
Cell Co., 361 E. Ohio S 






a Metal Products 


Good profit—quick turnover Columb vn wwe, vote, tnae 
. = , om ° ' W ip p bs we avs nt you 
—why wait? The harvest = rite en it! —_ BA a = return it within 10 da) 
L - a orde ore, : 
: o . pouch of it to 7 ywalles the Free | 
time for Dunlaps is right expense. said.» Se (best 
rm Also enter our v - ig - jobber. i | 
now! Send the coupon for Pea! Whip) billing through Our TT is desired.) 
one or a dozen today. j éj§§ “B**loSQWmmm  .. sala scughinn nn yemenenene as | 
a pi AREER ORONO eh oo eyes | 
2 I ageeerhes the 
Address a piel calle sie A i er errr i 
FT ead -” 
SESE BEBE BEeBEHeEEeS BSB See eB Jobber’s Name «--++*"" — i. i 1 
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HARDWARE AGE 


TRADE MARK 


REG.IN U.S. PAT. OFFICE 


WIRE SCREEN CLOTH 


A quality product 
which marks the high- 
est recorded approach 
to absolute perfection. 


NEW YORK WIRE CLOTH CO. 


342 Madison Ave. 
New York 


Works: York, Pa. 





March 19, 1925 
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Roanoke Design 






A Pexto Creation 







One of our very popular 
designs appealing strongly to 
the taste of the more discrimi- 
nating people. Such a design 
lends dignity to the home. It 
combines good looks, real pro- 
tection and long wear. 
















Roanoke Design can be ob- 
tained in wrought steel or 
wrought bronze in any stand- 
ard finish and it comes in va- 
rious sizes to meet every door 
need in the home. 











Its attractive construction 
and appearance will lessen 






sales resistance. 







To show it is to sell it. 


Our No. 20 Builders’ Hard- 


ware catalog will be sent upon 






request. 





THE PECK ,STOW & WILCOX CoO. 
Southington ,Connecticut ,U.S.A. 
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Myers Noiseless Cushion Tire Store Lad- 
ders have always been a success because they 
are the only logical go-between the merchant, 
his clerks, his stock of merchandise and the 
trade he serves. And besides, they double his 
display and storage facilities without increas- 
ing rental charges in the least—just another 
reason for their popularity and the general 
adoption in mercantile, manufacturing, storage 
and ,transfer houses. 


lew indeed are the cities, towns, villages, 
with country crossroads thrown in for good 
measure, where Myers Store Ladders will not 
be found satisfactorily serving the public 
through merchant or manufacturer and his 
employees. 


There are places of business in your local- 
ity, perhaps many of them, waiting to be 
served in like manner. Here is your oppor- 
tunity to step in and step up to new business 
without a dollar of investment. You measure 
and specify. We cut and ship direct to the 
customer. The invoice goes to you. 

Spring Time is Building and Remodeling 


Time. Call upon us for literature, informa- 
tion and prices. We are ready for action. 


TH FLE.MYERS & BIRO.so. 


ASHLAND, OHIO. 


urers for over Fif Years of MYERS HONOR-BILT PUMPS for Every Purpose. 
WATER SYSTEMS-H rey rs UNLOADING TOOLS ~- BARN, Toe and 


GE DOOR HANGERS- STORE LADDERS, Etc 


March 19, 1925 
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« LL other things being equal, the best salesman is he who knows most about 
\. the article he sells. But, present-day methods of distribution prevent 
™ close and continuous contact of the manufacturer with the retailer for 


the purpose of teaching the dealer’s salesmen how to sell a specific article. 


Also, the dealer, because of the many lines he carries, cannot afford to give 
every manufacturer the privilege of taking up the time of his salespeople to 
teach them. 


On the other hand, every Retailer wants his salespeople to sell his many lines 
quickly and thoroughly, and realizes that to do this the salesman must know 
his goods. 


American Stove Company believes it has found a solution to this problem for 
Dealers who sell Lorain Burner Oil Cook Stoves. The solution is in the two 
booklets illustrated on these pages. 


‘‘The Lorain High Speed Oil Burner and How to Sell It’”’ is a 32-page, vest-pocket 
size treatise, describing the history, construction, advantages and selling fea- 
tures of this famous Burner together with the many sales-helps offered to the 
dealer. The book is logically arranged and profusely illustrated so that any 
salesman after his first reading will have grasped the essentials of selling Lorain 


ow to Sell More Lorain | 
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Burner Oil Cook Stoves 


Burner Oil Stoves. And, the salesman who will take the time to assimilate all 
that is in the book should be able to multiply by many times his past sales record, 
regardless of how good that record may be. 


‘‘How to Operate the Lorain High Speed Oil 
Burner’ is a 24-page, 41/2x61/4 book that does 
so well the job of teaching ‘‘How to Operate’”’ 
that a school-girl can read it and use a Lorain 
Burner Oil Stove satisfactorily. It is this book, 
which is placed in a metal pocket on every 
Lorain Burner Oil Stove, that keeps the dealer 
from being forced to lose his original profit by 
taking care of complaints caused only by the 
user’s lack of knowledge of the device sold. 























If you sell Lorain Burner Oil Cook Stoves, see 
that copies of these two books are given to 
your stove salespeople with instructions to 
read and re-read. In themselves, these two 
books are a correspondence course in the selling 














Showing Lorain Burner Instruction Book in 


of a high-grade household appliance. Metal Packet at Side of Stove 








Send for These Sales-Helps 


. EALERS who sell Lorain Burner Oil Cook Stoves should make sure 
ww, they have on hand an assortment of the following free sales- 
helps. This material can be obtained through your Jobber or will be 
furnished direct by the American Stove Company Division whose 
stoves you sell. 


: Xe 
v 
+ 


teal 
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Floor-Salesman’s Manual 

Lorain Burner Direction Book 

Window Trim 

Lorain Burner Envelope Inserts 
Outdoor Banners 

Folders Showing Stove Models 
Colored Movie Slides 

Display Card for Demonstrator Stove 
Mats and Electros of Newspaper Ads 


If you do not sell Lorain Burner Oil Cook Stoves, we suggest that you 
write one of the five Divisions listed below for catalogs, price lists, and 
other information regarding the Lorain Burner Oil Cook Stoves. 


Lorain Burner Oil Cook Stoves sell easily and stay sold. A few Lorain 
Burner Stoves sold this season will mean many sales next season. 


/ 
PEED OIL BURNER 
- _ f Fd —_ = r i wl J 


{ os : > : oN * §y33. s % af % es ¥ 

; 5 ? < ~ a a" { " a @&é& ew 
‘ | & , : é % bs > Zs 2 

BN JEASRELIN EEE 





Many famous makes of Oil Cook 
Stoves are now equipped with 


GUARANTEE Lorain High Speed Oil Burners 


Should the inner combus- 
tion tube of the Lorain 
High Speed Oil Burner 
burn out within 10 years 
from date of purchase, re- 
placement will be made 
entirely free of charge. 





including: 

Direct Action—N ational Stove Co. 
Div., Lorain, O. 

New Process—New Process Stove 
Co. Div., Cleveland, O. 

Quick Meal—Quick Meal Stove 
Co. Div., St. Louis, Mo. 

Clark Jewel—George M. Clark & 
Co. Div., Chicago, IIl. 

Dangler—Dangler Stove Co. Div., 
Cleveland, O. 

1925 





AMERICAN STOVE COMPANY 
ST. LOUIS, MO. 
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A New One Inch Mesh 


qThe New One Inch Mesh U. S. Poultry Fence meets, as 
nothing else will, that growing consumer demand for a per- 


























—<— = fect, close-mesh Poultry Netting. — 
g Here is a netting that embodies every U. S. advantage in 
esign and construction. It is made on the farm ee 
SSS sss principle with parallel line wires interlocked with the mesh FeSssy 
wires. The result is a fabric which stretches up perfectly 
without the aid of baseboard or top rail. 
ss qU.S. Poultry Fence is easy to handle. It rolls out flat F2sssj 
f upon the floor or counter like a bolt of goods. It cuts 
without waste. With all its superiorities, it costs less 
a / _ “put up’ ’ for it requires no wood frame and fewer posts to 








erect it. noe 


g Today the U. S. line offers greater Regan for profit 
an ever before. More and more dealers, recognizing these 
“a. “eee - possibilities, are standardizing on U.S. Poultry Fence. Ex- = 
perience has taught them that it pays. 
. QIf you are not getting your share of the — business 
a t 


SS in your territory you should handle U. S. Poultry Fence 
\ | which costs no more, is better and more economical, lasts 














longer, and gives better satisfaction. 


B sssyoisssee Ss \. @ Write us for Catalog and Samples and be your own Pn 
/ \ judge and jury. | 
q \ ; a Indiana _ Steel & Wire Company paassy 
\ f Muncie, - - Indiana 
; la a ; EEE te. 
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Victor 


No. 1024 
Nickel Plated 











Without exception the highest grade flour 
sifter made. Beveled tin agitator that 
always works smoothly and efficiently. Fur- 
nished either plain tin or nickel plated. 


Complete information on, the complete 
Natwire line of wire goods will be sent to 
you upon request. 


Wire Goods Distributors 


H. A. McKinnon, Detroit 

M. J. Geraty, Chicago 

Paul C. Eckhoff, St. Paul 

C. C. Donoghue, Kansas City, Mo. 
Lloyd S. Knight, St. Louis 

C. M. Bollinger, Salt Lake City 
National Sales Co., Denver 
Bubar & Company, Fort Worth 


Chase & Francis, Boston 
Benjamin Factor, Bridgeport 

J. Walter Eckenrode, Baltimore 
Ramsey-Sturgeon Co., Baltimore 
Roy L. Ashcroft, Louisville 
Couch & Jackson, Atlanta 

J. H. Menge Sales Co., New Orleans 
Emil Vutech, Cleveland 


Wickwire Spencer Steel Corporation 


41 EAST FORTY-SECOND STREET NEW YORK 
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_ Its prohtable— 


to stock a Dependable line. A style and 
size of mower for every requirement. Send 
for our window display material which marks 
your store as headquarters for dependable 
merchandise. 


COLDWELL 


DEPENDABLE LAWN MOWERS 


Hand, Horse & Motor 





COLDWELL LAWN MOWER CO., NEWBURGH, N.Y., U.S.A. 


FACTORY BRANCHES 319 South West Fifth St..DES MOINES,IOWA. 4139 West Kinzie St.,CHICAGO, ILLINOIS. 
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’ 
YOU NEED ’EM LET’S TRADE 
Over Fifty Years ‘ 

y . Our Guarantee of 
Handle-Making J -. Value; a Label on 
Experience te 8 TESS Every Handle 

A Z Yj ZZ . 66 79 

ZI ea or TD&W 

coe Stamped 
in Head 

‘since 1855" | TRADE MARK 
Ae sss — 
LOUISVINEKA 
7 wHDE IN VIELE: / 

Registered Brands U- S.A? ~ Registered Brands 
DANIEL BOONE a . PERFECTION 
AMERICAN BEAUTY TRIUMPH 
DAISY 4 ” HERCULES 
SUNFLOWER ° \ . SUCCESS 
EAGLE e bit PEERLESS 
ROYAL OAK —_ (RT Bare BEAUTY 

HICKORY AND OAK HANDLES FOR AXES, PICKS, ADZES, SLEDGES, MAULS, HAMMERS, HATCHETS, 
CANT-HOOKS, PEAVIES AND JACKS 


f 




















Heavy Duty Socket Wrenches 


la! a O Offset Type 
— 24° war 


Extra strong construction with extra depth sockets— 
heat treated. 


Plain lacquer finish—twenty-six standard sizes. 
Ask for Catalog No. 500. 


WALDEN -WORCESTER 


INCORPORATED 
WORCESTER, MASS. 







































Now, More Than Ever Before 


it is essential that you study your 
Market Report carefully and con- 
sistently. Every important price 
change in the trade is recorded in 
these columns weekly. 


The MARKET REPORTS as found 
in HARDWARE AGE are the most 
authentic published. 


Use them as a buying guide. 














Toy Sales 
Bring 
Other Sales 


Little Willie Brown can get a lot of en- 
joyment out of a good sturdy toy, and 
you can get a lot of business out of selling 
it to him. 


It won’t be long before Willie’s father 
will need a few tools and Willie’s mother 
will have to have some new kitchen uten- 
sils. 


Mr. and Mrs. Brown will naturally buy 
more of these things from the hardware 
men who pleased Willie so much with that 
new toy. 


How to please Willie is a problem to 
which the second issue of Hardware Age 
every month is largely devoted. 
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the Tool 


Remember at school how you were given 
mental examinations to qualify for higher 
grades. 





In shops mechanics must qualify for higher 
positions. Unlike our schools our shops 
function along different lines. They examine 
the work—not the individual or operator who 
does it. 


The test of a shop tool is the part it plays 
in the finished product. Work must measure 
up to a certain standard. This is a universal 
law in all good shops. 





mM, 


ida en ele 


When work is questioned, wise foremen do 
not first scrap the operators—-they trace the 
cause and overhaul or replace the machinery 
and tools which prevent perfect work. 


And in looking over machine tools they fre- 
quently come across scored and damaged nuts 
which reflects against the wrenches used. 


But where nuts and bolts with square 
shoulders stay square and where Coes 
Wrenches are found in the shops—it speaks 
well for these tools and dealers who se// them. 


See Your Jobber. 


COES WRENCH COMPANY 


“In Business Since 184]” 


Worcester Mass. 


Selling Agents 
J.C. McCARTY & CO., 29 Murray St., N. Y. 
JOHN H. GRAHAM & CO., 113 Chambers St., N. Y. 
FENWICK FRERES, 8 Rue de Rocroy, Paris, France 
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LUDLOW SANYO 


him—it’s the “ 
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gets the business. 


UMUIT LUA TIN 
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The “Long Distance” Customer 


The fact that a certain station is hard to 
get on his radio makes no difference to 
programme” he’s after 
WIRE CO. | and he’s going to get what he wants. 

The fact that your store may be a little 
further for him to go—isn’t the point— 
“Perfect” Brand Screen Cloth is what he’s 
after and the dealer who has what he wants 


Your Jobber stacks “Perfect.” 


MiLAN 


LUDLOW-SAYLOR WIRE CO. 


DBUMIUULLAAAL Part 


PAINTED scREE 
Wire CLOTP,, 


Serr 





AUT THAQATLHTHET 


St. Louis, Mo. 
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Reg. U. 8. Pat. Off. 
No. 996758 which will 
be strictly enforced. 





DOMES of SILENCE 


A Fast Steady Seller 
ns Highly Profitable— 


Just display the carton 
MADE IN SIX SIZES: 


$% in., % in., * in., 34 in., 7% in. and 1-% in. 


Two Styles of Packing 


Straight Sizes Assortment as illustrated | 
Packed '{ gross sets any one Packed one dozen sets each | 


° — gf »* 5 d . 3 . 7 ) i" 
Size. 2 me “8 In. 24 1n., ‘8 1h., 
—total !4 gross. 


Your nearest jobber carries a complete line. 
Apply the largest size possible. 


DOMES of SILENCE Division 


,Ww a SS }’-2015 
sa Sereet. New York Cay 





She Perfect Furniture Footwear » NEE Ses 


DOMES of SILENCE 4 >< 
Better than Casters’ \s Jb ZO 
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OTH the car owner who knows 

Revere quality, and the Revere 

dealer, will welcome this announce- 
ment— 

The Revere Cord Balloon Tire is 
now ready. 

The Revere dealer can now supply 
full balloon equipment to his custo- 
mers whose cars require balloon tires 
and who want the same famous 
Revere service they have had from 


1790 Broadway 






































































































































REVERE RUBBER COMPANY 


Announcing 


the 
Revere Cord 


Balloon Tire 


Revere Cords for years. 
He can recommend Revere Balloon 


Tires with this assurance— 
They are built for long life. 
The Revere dealer can now meet the 

tire requirements of every car owner in 

the community. His stock includes the 
new Revere Cord Balloon, Revere Cord 

Balloon-Type, regular Revere Cord and 

the “R” Tread 30x34 Clincher Cord. 
This means greatly increased sales for 

1925. 


New York City 
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P1923 
39” 


} 
P1921 HE NEED for standardization of garden 
9 5 hose was recognized back in 1921 when 
25% of all hose manufactured was 58”. Two 
years later and the figures had risen to 39%. 
In 1924 it was 60%. 


There is no good reason why 58” garden hose 
should not be the only size stocked in 1925. 


Garden hose made with 4%” or 34” water 
channel is less practical than 58”. The 4” 
size is too small to accommodate water from 
a house pipe efficiently and 34" hose is need- 
lessly large amd expensive. The 98" size carries 
water with a minimum of friction and waste. 








By ordering the 98" size only the hardware 
dealer helps himself, the consumer and the 
manufacturer. 





MECHANICAL RUBBER GOODS MERS. DIVISION 
THE RUBBER ASSOCIATION OF AMERICA, Inc. 


Acme Rubber Mfg. Company The B. F. Goodrich Rubber Co. Murray Rubber Company 

Boston Belting Company Goodyear Tire & Rubber Company New York Belting & Packing Co. 
Boston Woven Hose & Rubber Co. Hamilton Rubber Mfg. Co. Pioneer Rubber Mills 

Cincinnati Rubber Mfg. Co. Hewitt Rubber Company Quaker City Rubber Company 
Combination Rubber Mfg. Co. Home Rubber Company Thermoid Rubber Company 
Electric Hese & Rubber Co. Mercer Rubber Company United States Rubber Company 
Empire Tire & Rubber Corp. Voorhees Rubber Mfg. Co. 























March 19, 1925 HARDWARE AGE 33 


= E) wT | ay? 
Wi He i 

















] > 


Ht 


LLP 


MH 
he 


hy 


/, 


i 
* 
| 


Ah 


‘i 
‘¢ 


} ‘ 
’ 
' 
V4 | 
” 


Wis 
V/s 
A 


if 
; 1 


Ht 


ad 


} 


,, 
| 


¢; 
'y 


Vas 
Vb 


p 
-— 





Catalogue sent on request. 


NUCCESS ‘is measured in terms of service. 
\J To aid in the protection of the life and prop- 
erty of your community is to render an enduring 
service—a service whose reward is prosperity. 
Smith & Wesson SUPERIOR arms for 73 years 
have brought dependable protection to the home. 
Will you help us teach the sane and proper 
service of this reliable arm, by sponsoring the 
“Protect Your Home — Learn to Shoot’’ idea in 
your community? 


It is a worthy cause. 


SMITH &? WESSON 


Manufacturers of Superior ‘Revolvers 


SPRINGFIELD 
MASSACHUSETTS 





Address Dept. N. 











No arms are genuine Smith & Wesson Arms unless 
they bear, plainly marked on the barrel, the name 
SMITH & WESSON, SPRINGFIELD. MASS. 


Western Representative: 
Andrew Carrigan Company, Rialto Bldg., San Francisco, Cal., Los Angeles, Cal., Seattle, Wash. 


» 7; “ 5 
EiViw WHY ' 
¢ | | . , | : | 

Nl 
rw ' ii 
i“ Ha) 

















> y -) 
i CA | 


i 








34 HARDWARE AGE March 19, 1925 


OVE 


> ~# yy ‘ = . . 
ae sy "Sa “ oe 
(py, Cyrene 
MOT of, ‘ unr a — 
Shr hs SP em, 
















re 
'y eng A Pernt i aeutlity orem Sot ing 
08 the Mecej,, STiiea? og of the. loner 
. Mie 





a 


A Triumph of Design and Workmanship (‘Bioeng 
This beautiful new reel is the result of combining in one harmonious design Actual size 


the thoughtful ideas of a score of famous anglers, who co-operated with us in Price: 

our effort to produce the ideal trout reel. Capacity 30 yds. $7.00 
In this new reel is embodied every essential feature and refinement that can Capacity 50 yds. 8.00 
contribute to its perfect performance under all conditions. Capacity 75 yds. 9.00 


A FEW OF ITS SPECIAL FEATURES ARE: 
A lighter and more compact frame, of smaller size, with increased line 
capacity. 
Silent, smooth action, and instantaneous response. 
Quickly and easily taken apart by removing the single central screw. 
DEALERS find these reels extremely profitable because 


Built in the Shakespeare shop, with the same accuracy and precision of work- ind 

. . ’ . their popularity is very contagious. When once an angler 
manship that characterizes all Shakespeare products, it has already made a senses the thrill of playing a fish with the Shakespeare 
host of friends by its most satisfactory performance. Automatic Reel, he soon gives the fever to his friends, 


SHAKESPEARE COMPANY who are not satisfied until they own one. 
138 Pitcher St. Prone Kalamazoo, Mich. TROUT FLIES 
Shakespeare Iroquois dry flies have DOUBLE divided 
Pp 
i <= 


ye . ‘ leg Se wings. 
( | By / : J} jp //), LALA LAG The new Shakespeare catalog illustrates flies, bugs and 
| /. (qs V/ St, CH/ L/ S Ha baits in authentic, natural colors. It also illustrates and 
i iets —— ~ ee : describes the complete line of Shakespeare rods, reels, 
, (Gine Fishing lines and fishing accessories. 
REELS RODS ( fi a ung ) LINES BAIT > 9 A well chosen Shakespeare stock, sold under the Profit- 
ee ———. Cha kl , =: - WwW Plus Plan, will net you larger and better profits. 
ww JACRAE A . : 
a eta Write for catalog and full information. 
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Coming 
Soon! 


A SERIES of twenty-six con- 
structive, educational and 
sales building articles on tools, to 
be published every other week in 
HARDWARE AGE. These articles 
will deal with the manufacture and 
sale of tools in the same broad way 
that Thomas’ articles on Builders’ 
Hardware dealt with that impor- 
tant hardware line. 

They are written by a man who 
knows tools as few men know 
them; a man who has had years 
of experience in both the manufac- 
turing and the selling ends of the 
tool business; a man who has sold 
tools to the consumer, the retailer 
and the jobber. 

His articles will furnish to 
traveling salesmen, the merchants 
and men behind retail hardware 
counters, a fund of accurate, con- 
structive information designed not 
only to increase their knowledge 
of tools, but to help them sell this 
basic hardware line. 

Read these articles yourself and 
see that your salesmen read, study 
and apply them 
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F you have failed to notice 
the obvious superiority of 
McKinney Hinges, remem- 
ber it is quite likely that 
your competitor is profit- 
ing by that very knowledge. 





MCKINNEY MANUFACTURING COMPANY 
PITTSBURGH PENNSYLVANIA 
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How Do You Train Your Clerks? 


le (ai tiEY say a good executive is one whose business 
vex) or department functions normally in his absence. 
Surely it should be the ambition of every hard- 
ware merchant to be a good executive, so that his business 





will expand, netting greater revenue—permitting him 


greater freedom from details and making his store a more 
important community asset. 


This is only possible with well trained associates. It 


is likely that some of your employees have great poten- . 


tialities. Your delivery boy may have the making of a real 
merchant. Your new clerks may have dormant merchan- 
dising ability behind a modest exterior. 


It is you who must train them! They are no better 
or worse than you want them to be! Give them responsi- 
bility with discretion. Encourage them to trim windows, 
allow them to practice buying minor lines, have them 
write sales letters and newspaper advertisements. Give 
them the opportunity to grasp the general fundamentals 
of retailing and you will soon find you have developed an 
organization worthy and competent to relieve you of de- 
tails, to help you expand and to make your store a greater 
community asset. 
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Our Readers’ Forum 


Make the Guarantee Do Its 
Duty 


KE, have noticed with interest Mr. A. 
J. Klein’s letter published in your 
Feb. 19th issue on the subject of “Making 
the Guarantee Do Its Duty.” We agree 
with Mr. Klein that this guarantee is very 
often taken advantage of, but from the 
point of view of the jobber will say that 
if a customer returns to us a Klein article, 
or an article of any other reputable manu- 
facturer, and says the goods are defective, 
the only thing that we could do is to return 
this article to the manufacturer for his 
inspection. We believe that if the manu- 
facturer receives such an article and he 
finds that it is not defective, then it is his 
duty to say so, and not to replace an article 
that is not defective. We will also admit 
that in a great many cases we believe that 
goods claimed to be defective in reality 
have simply been misused, but in some 
cases it pays to replace and charge to ad- 
vertising. We agree with Mr. Klein 
that something should be done in a con- 
certed way to overcome the misuse of the 
“guarantee.” 
(Signed) Monrcomrry & CrAwForp, 
Spartanburg, S. C. 


On {‘Who Should Supply Retail 
Sales Information ?’’ 


OU bring up an interesting and vital 
subject in the Feb. 26 issue of the 
HARDWARE AGE, when you ask, “Who 
Should Supply Retail Sales Information?” 
It is obvious the more the man behind 
the counter knows of the article he is selling 
so much more will he increase his sales. 
Education mixed with enthusiasm is the 
proper formula for successful retail selling. 
Through’ what channels shall the clerk 
secure his education? ‘There are three 
methods, each leading up to the others. 
First:—The Trade Journals. Every 
employer should insist that his men behind 
the counter read all trade journals to which 
he subscribes. 
Trade journals are edited by men of 
proven experience whose duty it is to keep 





their fingers on the business pulse of the 
country. Local and national conditions are 
systematically investigated, crop and mar- 
ket reports compiled, store methods, dis- 
plays, window trim, the bookkeeping and 
cost and inventory records explained; the 
whole fabric of your particular business 
from every standpoint, in every part of the 
country and the world is reviewed for you; 
the retail store on the Pacific Coast is 
brought to the Atlantic, and vice versa. 
Not bulky tiresome government reports 
but news compiled in clear, concise forms, 
easily readable and helpful. The high 
lights of your business are placed before 
you as a chart and this feature is as neces- 
sary for the successful salesman behind the 
counter as his fixtures. 

It has always been my custom in start- 
ing a young man behind the counter to 
preach one thing: “Take home the trade 
journals and read them carefully.” 

Many articles have been written from 
time to time on the responsibility of the 
salesman calling on the retail trade. I 
believe it is the salesman’s responsibility be- 
yond the mere selling of a commodity, to 
see that it is successfully sold. He owes 
this to the retail store proprietor as well as 
to his own employer. 

He must instruct the clerk in the merits, 
use and superiority of an article over simi- 
lar articles—he must create in that clerk’s 
mind the proper enthusism to push the line. 
Enthusiasm is the one big thing we all lack 
at times. Knowledge of a commodity ‘plus 
enthusiasm can overcome any sales resist- 
ance. Your salesman should criticize in a 
friendly manner and make suggestions in 
such a way it will not only be appreciated, 
but put through. It is a salesman’s duty 
to find out why a certain article doesn’t sell, 
and if necessary spend an hour or two be- 
hind the counter himself, and experience 
what the clerk has to contend with. By 
doing this he also adds instruction to the 
clerk’s daily experience, for most outside 
salesmen are good counter men. 

Take one of our large commodities, 
paints, for example. It is commonly ac- 
knowledged that one of the greatest selling 
impediments today is the lack of knowledge 
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on the part of the retail sales people as to 
what products should be used for specific 
purposes and the method of their applica- 
tion. It is your paint salesman’s duty to 
see that proper and constant instruction is 
given the clerk to better fit him to increase 
his paint sales. 

Last of all, and this is closely allied with 
the whole, you complete your selling educa- 
tion when you visit the factory where the 
article is made. 

Irom my own personal experience I 
‘firmly believe if more retail men were in a 
position where they could go through the 
manufacturing plants of some of their 
larger selling articles they would have no 
trouble to increase their sales. 

In the course of a year I buy and take 
part in the selling of many thousands of 
dollars’ worth of building hardware. Now, 
I believe I knew as much as the average 
buyer of locks, but I knew it on paper only. 
I was familiar with the design, trim, etc., 
different grades and makes of locks, but 
when I encountered real sales experience 
and had to sell the locks I stocked against 
others I was not able in many cases to con- 
vince the builder that our material was as 
good, if not superior to what he had in 
mind. I had no real sales argument. Real- 
izing my shortcomings in this line and the 
possibilities of increased education, I vis- 
ited the manufacturing plant of some of 
our large lock producers and, after spend- 
ing sufficient time there to follow the proc- 
ess from the foundry to the finished product, 
I was ready and willing to meet all the 
sales resistance that came in my way. 

I’or the same reason that factories as a 
rule insist that a new salesman spend a 
certain length of time in the plant before 
going on the road, so should a retail clerk 
familiarize himself as far as possible with 
the process of the manufacturing of some 
of his large commodities to better fit him 
to meet his customers, face to face. 


Summary :—lIst. Trade Journals. 
2nd. Salesman’s responsibility 
to Retail Store Clerks. 
3rd. First hand knowledge of 
the manufacture of a com- 
modity. 


(Signed) CHARLES CRESSMAN, 
J. S. Collins & Son, Ine., 
Moorestown, N. J. 


Mr. Hentges Discusses Distribution 
and Other Topics 


R. NORVELL’S “Forty Years of 


Hardware” is worth a good many 


dollars, as it is written by a man who has 
had the experience, and knows what he is 
talking about. 

His articles on “Distribution” are fully 
as interesting, and will bring good results. 

Here are a few leaks in distribution by 
the manufacturer and jobber, as seen by 
the retailer: 

(1) In 1917, I talked to one Chicago 
jobber about the waste in stamps and en- 
velopes. Postage at that time was three 
cents, and I was receiving two and three 
letters on the same day from the jobber, 
each having a three-cent stamp on it, al- 
though one envelope and one stamp would 
have been sufficient. The firm adopted my 
plan. It must have saved money, as it 
still uses the plan and puts several letters 
in one envelope, even with postage at two 
cents. Some of our large jobbers have not 
looked into this. Other leaks are as follows: 

(2) Invoice larger than necessary. 

(3) Acknowledgment of mail orders, 
when shipment is promised for the same 
day the order is received. 

(4) Acknowledgment of money paid 
on account, where the statements are cor- 
rect. A check is a receipt. 

(5) It is bad to have numbers in the 
catalogs alike as—224 Woodworker's Vise 
and 224 Woodworker’s Clamp. ‘The 
packer does not know the difference in the 
articles and ships the wrong one. Some 
jobbers have articles on one page numbered 
alike, but with different letters attached to 
the number. In this case, the packer gets 
to the number and is not careful enough 
about the letter attached to the number. 
Say that you order 4613-B, a careless pack- 
er is Just as apt to send you 4613-K. This 
could also happen when goods are received 
by jobbers and put in wrong bins. 

It is not good to substitute on sizes or 
makes. Where a dealer orders 11/4, x %% 
S. A. EK. Cap Screws and he is sent 114 x 
%2, if he is overstocked on this size, he may 
return them. 

We are a long ways from market, and 
transportation is $4.50 first class per hun- 
dred from Chicago, and $3.30 from Minne- 





(Continued on page 82) 
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A Bookkeeping System That Speeds Up Collections 


Method Used by Jones Hardware Co. Ends Usual Month’s 
End Scramble of Work on Statements 


PON oe ee ae eee oe 





HIS is the golden age of high pressure sell- 
ing. 
In high schools, commercial schools, 


technical schools and colleges ardent young men 
steep themselves in selling lore. 


Hundreds of glib super-salesmen are travel- 


ing about the country waxing fat through tell- 
ing conventions, sales schools and _ business 
clubs how to fashion a magic wand which, 
properly waved, will make four sales dollars 
grow where one grew before. 


And in every line of business the entire en- 


ergy seems to be concentrated on the one ob- 


jective of sales, more sales, and yet more sales. 

This is, of course, perfectly fitting and 
proper. For sales are rather important in the 
merchandising scheme of today. 

But during this intense concentration on 
selling this question keeps recurring to the 
minds of a great many students of business 
problems—isn’t too much attention being paid 
to selling, and too little to getting paid for what 
one sells? 

Now that may seem like a rather foolish 
question, since, of course, one will insist upon 
getting paid for what one sells. But the fact 
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remains that a great many merchants of today 
get paid for only part of what they sell. 


Collection as Vital as Selling 


Every referee in bankruptcy can cite case 
after case of apparently prosperous retailers 
who went broke because they devoted their 
whole energy to selling, to the neglect of the 
vitally important work of collections. So this 
problem of getting paid for what one sells— 
the collections problem—really is a serious one. 

But it isn’t a problem for the merchants who 
understand that sales aren’t really sales until 
the goods have been paid for, and who watch 
collections just as carefully as they do sales. 
For those merchants know their task doesn’t 
end with selling goods, and they operate their 
business accordingly. 

In that class of merchants are the Jones 
brothers, proprietors of the Jones Hardware 
Company, Long Beach, Cal. The Jones broth- 
ers have permanently ended their collection 
troubles by means of the bookkeeping system 
described in a recent issue of HARDWARE AGE. 
For in addition to the other uses they make of 
that system they employ it as a means of regu- 
lating the amount outstanding in Accounts Re- 
ceivable. 

It will be remembered that on the Daily Dis- 
tribution Sheet described in the first article 
was included the amount of cash received on 
account. That daily information enables Jones 
Brothers to tell every day whether the average 
is right. They know from experience about 
how much it should be: If it falls down they 
get busy on collections. 


Daily Report on Payments 


The daily report on payments on account is 
extremely valuable. Without it Jones Brothers 
would have no accurate facts on one of their 
most productive sources of daily revenue. But 
that’s only part of the story. 

Every day the bookkeeper posts the debits 
and credits to the customer’s accounts. And 
every time an account is posted it is auto- 
matically balanced—that is, the last amount 
shown on the ledger sheet when the posting is 
completed is the total the customer owes after 
payments on account have been subtracted. So 
every individual customer’s account always 
shows exactly how much the customer owes. 

The bookkeeper also posts daily to the Ac- 
counts Receivable account the total of all 
charge sales and the total of all payments on 
account. That account, like the individual cus- 
tomer’s accounts, is automatically balanced 
with each posting so that every day it shows 
exactly the total owing to the firm from all its 
customers. 

Now let’s see how those two features help 
solve the problem of collections. 

Suppose that for several mornings L. R. 
Jones notes a falling off in the daily average 
of payments on account. He turns to the Ac- 
counts Receivable ledger and at one glance 
learns exactly how much is outstanding. He 


doesn’t have to dig out a lot of figures and total! 
them up, for the account is kept in constant 
balance. He sees that the amount due from 
charge accounts is too larg2, so he turns to the 
individual customer’s accounts. 

By simply running through the ledger sheets 
of these accounts and glancing at the balances 
on each, he can tell in five minutes what cus- 
tomers are delinquent and immediately he gets 
out “reminder” letters. 

If he did not use a bookkeeping system that 
kept both the Accounts Receivable and the in- 
dividual customer’s accounts in constant bal- 
ance he could not tell, except at the end of the 
month, the real status of collections. 


Accounts in Constant Balance 


So with a daily report of payments on ac- 
count, and with the Accounts Receivable and 
individual customer’s accounts in constant bal- 
ance Mr. Jones is able to keep the closest of tab 
on the vitally important collections end of the 
business. In that way he keeps down the 
amount of capital tied up in the frozen asset of 
accounts receivable, and prevents loss of profits 
through the leak of bad debts. 

In addition to the big advantage of helping 
collections during the month the system Jones 
Brothers use is of great help at the end of the 
month, when the statements must be made out. 

Since each individual customer’s account is 
balanced for the month with each posting the 
last posting of the month, then, balances an 
account for the month. So when statement time 
comes the bookkeeper doesn’t have to go 
through a weary session of overtime work to 
get her statements in the mail. 

The last amount shown on the ledger sheet 
of each customer is the total owing to the firm, 
for as payments on account are made they are 
credited, and with the posting of the credit the 
account is automatically balanced. So the 
bookkeeper merely runs through the ledger 
sheets, copies off the tetals, slips the statements 
in envelopes, and her work’s over. The state- 
ments are in the mail on the last day of the 
month. 


Eliminates Much Work 


This is doing away with the usual month-end 
scramble of work on statements, and is, of 
course, a feature of great value. 

But the chief advantage of this method of 
handling the statement problem is that it gets 
the statements in the mail on the last,day of the 
month. 

For in these days, when living beyond one’s 
means is the rule, the statement reaching the 
customer on the first of the month, when the 
checkbook is open and the bank balance not too 
depleted by bill-paying, is the statement most 
apt to be paid. 

“The early statement gets the check,” is the 
way the credit man puts it. 

Because of this bookkeeping system Jones 
brothers statements are early statements—and 
every month they’re getting the checks. 
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Make Uncle Sam Your Partner 


Ohe Store’s Birthday 


By Mark McGhee 


HY is it that the interest shown in a 
birthday party of a young person is so 
much greater than the interest which is 
usually manifested in one of an older person? 

Is it not because the younger person is glad 
to have a birthday party and that he or she 
takes more interest—with the result that 
everyone who is invited takes a greater in- 
terest ? 

Yet there are some merchants who seem to 
feel that they are not old enough to have a store 
celebration—that they will wait until they have 
been in business a little longer. Other mer- 
chants who have been in business for a longer 
period seem to feel very much like the younger 
person, that they are too old to have a birthday 
and if they should happen to think about it they 
will put a little advertisement in the paper an- 
nouncing that during the next ten days the 
store will celebrate its fifteenth anniversary 
by giving 15 per cent off on all merchandise. 


What’s the Result? 


“There ain’t none.” Nobody takes any in- 
terest. Mobody knows anything about what’s 
going on. The store is not interested, so why 
should its patrons be? It is very much like 
some letters you’ve seen which were signed as 
follows: ‘“Dictated, but not read.” In other 
words, the writer didn’t think enough of the 
letter to read it over, yet he expects you to 
think more of it than he did. 

The same is true of the merchant who takes 
so little interest in such an important event as 
the store’s anniversary celebration, yet he ex- 
pects his customers to know all about it; that 


they should take an interest in the celebration 
whether he does or not. 

The younger merchant seems to think that 
he must be in business a certain number of 
years before he can hold a store’s anniver- 
sary celebration, when, as a matter of fact, and 
which we have just stated, that a greater in- 


_terest is shown in the birthday parties of the 


younger people than is usually shown in such 
parties of the older ones, because the younger 
people, from the principal to the guest, put 
more interest in the occasion. 


A Big Thing 


As one of our clients writes: “We thought 
you would be interested in knowing that on the 
first day of our anniversary celebration we had 
an increase in business of 200 per cent and a 50 
per cent increase during the remaining ten 
days, so the ideas you gave me and the mate- 
rials used must have been O. K.” 

The ideas were not new nor were the mate- 
rials made up special. But what this client did 
was to inject interest and enthusiasm into the 
campaign. The store is located in the suburban 
district, which made it impractical to use the 
city papers. But the store has a good mailing 
list and uses a monthly store news which is 
supplemented by small folders, broadsides and 
letters. This was their sixteenth anniversary 
celebration for which they used an eight page 
Store News, followed by a letter, then a small 
circular. It being their 16th birthday, these 
two numerals were featured very strongly. 





(Continued on page 80) 
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“Main Street” Merchandising 


Methods 





Article No. 5—Margin on Cut Price Merchandise 


merit. When merchandise of merit be- 
comes so well known that it becomes 
“demand merchandise,” it to some extent 
has to be given different mental treatment 
than is applied to the general assortment of 
merchandise handled in hardware stores. 
The demand of merit supplemented by 
wide spread advertising addressed to the 
user often leads to cut prices by wholesale 
and retail merchants. Often the difference 
between the cost and resale price is so little 
as to cause the merchant who has absorbed 
the “cost of doing business” idea, to believe 
that he will incur a loss on every sale, if he 
meets cut or popular prices. 
To establish the relation of margin on 
well-known and cut price goods to the per- 


Promi TLARITY is usually the result of 


centage of cost of conducting the entire: 


business, one might do well to consider the 
following pertinent elements: 

The net cost of cut price goods ready to 
deliver. 

The value and amount of space required 
to display and sell. 


Time required to handle and make sale. 

The ease of sale with comparatively small 
sales cost. 

The amount of original investment and 
the opportunity to turn it over many times 
during the year. 

The bearing many turnovers at small 
margin have on NET. 

Very few retail hardware merchants are 
price cutters. In fact, in view-of cut prices 
by merchants in other lines on items be- 
longing to the hardware business you will 
often find the hardware merchant maintain- 
ing the supposed to be retail price. 

Their attitude toward cut prices is com- 
mendable, yet many of the leading retail 
hardware merchants thought it desirable at 
times not to “buck the stream.” 

The steady flow of any force, be it water, 
public opinion or inclination, will wear out 
and batter down any dam or obstacle in its 
natural path. Demand for any kind of 
merchandise can be diverted only by attrac- 
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Hot Shot From the Peddlers’ 
Conference 


Keynote Address Suggests What the Glorified Peddler 
Should be Telling the Public 


HE Conference of manufacturers who sell 
their wares exclusively through “Glorified 
Peddlers” met in Cleveland the 11th and 12th 
of this month. 
From all reports it was a real convention. 
The fireworks started in a keynote address by 
Robert E. Hicks, editor of a publication devoted 
to the interests of House-to-House Canvassers, 
entitled “Direct Selling is at the Fork of the 
Road.” After a few introductory remarks, he 
settled down to business saying in part as follows: 


“We are here today to find ways and means of 
meeting and combating the best organized, the most 
widespread and the most dangerous menace that 
our industry has ever faced. The time has come 
when our business has grown to a volume that has 
alarmed the retailers of this country. They have 
organized to put us out of business. And, for the 
first time in the history of that opposition, it is 
assuming proportions that demand real organization 
on our part. 

“I do not forget the little flurries—the license 
laws, the peddlers’ ordinances—that have been here- 
tofore easily beaten in the courts. I do not even 
forget that some of those invited, the men who sell 
through wagon salesmen, have had to combat a 
certain amount of proposed State legislation. But 
that was nothing in comparison with what we must 
now meet. The laws they fought were inspired only 
by one group of merchants, and, often, as vigorously 
fought by other groups of retailers as they were by 
the men who sold through wagon salesmen. This 
is different, and it is different largely because the 
mighty forces of organized propaganda are directed 
against us. : 

“For, after all, the big problem that is here for us 
to solve is the attempt on the part of giant retail 
organizations to prejudice the public against us. 
Propaganda is the thing we must fight. Unfair and 
lying propaganda is our real enemy. For only by 
the misinformation of the public and the develop- 
ment of popular prejudice against us can these huge 
combinations of retailers succeed in their attempt to 
throttle fair competition and establish for them- 
selves a monopoly in the distribution of merchan- 
dise.”’ | 
High sounding words those, and like other high 

sounding words, they overshoot their mark. The 
retail merchant does not want a monopoly. He 
wants only a square deal. If he is forced to pay 
taxes for the service he renders in supplying his 
community with good merchandise, he rightfully 
insists that the peddler pay his proportion of 
taxes for peddling goods in that community. If 
he has to guarantee his wares, and back up his 
guarantee, he wants the peddler to do likewise. 
The only monopoly he now has is a monopoly of 
paying taxes, and that monopoly he is more than 
willing to share with his bell-ringing peddler 
competitor. 

A little further on in his impassioned keynote, 
Mr. Hicks takes a fling at what he calls organized 
propaganda, and suggests certain things which 
he contends the men back of Glorified Peddlers 


should be telling the public. It reads like a small 
boy’s argument for a second helping of pie. He 
says: 

“Organized propaganda is being used to appeal to 
local pride on the following grounds: 

“First. That salesmen pay no taxes and thus con- 
tribute nothing to the support of local government, 
or local safety and development enterprises. We 
should be telling the public the facts, namely, that 
they themselves pay those taxes when they buy 
goods, to the price of which the taxes have been 
added, and that they could better afford to pay the 
taxes direct than to pay an excessive profit on them 
as well.” 


Evidently our friend Hicks never bought a 
peddled brush at $4, and then discovered one 
equally as good in every respect, for sale by his 
local hardware dealer at $2.75. Perhaps he in- 
tends that the facts he refers to should be figured 
out in red ink. He goes on: 

“Second. That salesmen take out of town money 
which would otherwise circulate in that town, and 
help build up the community. We should be telling 
the public that the salesman simply sends out of 
town the same money the retailer sends out of town 
to buy his goods.” 

Again the great problem before him obscures 
the speaker’s attention to details. He forgets 
that the merchant sends out only the laid down 
cost of the goods. The balance of the money 
circulates in the home town while the peddler is 
on his merry way. He continues: 

“Third. That local salesmen do not support local 
charities, local institutions, and local enterprise. 
And we should be telling the public that they can 
well afford to support those enterprises themselves 
if they save the money to do it out of the purchases 
through our salesmen. And I believe we would be 
entirely safe in saying that with the same profits the 
retailers get, our salesmen would be even more 
generous. They are as a class, more public spirited 
than the average retailer.” 

“If they 


What a wonderful word that IF is. 
save the money to do it out of the purchases 
through the peddler.”” We can only remark: It 
isn’t done, Brother, it isn’t done. Again—that 
reference to the retailer’s profit is a joke to those 
who have read the reports of the Department of 
Commerce, on retail merchandising. As to the 
peddler’s generosity—well we haven’t seen any 
roads built or hospitals endowed by the public 
spirited peddlers referred to. Once more he hits 
the ball— 

“Fourth. The plea is made that the local mer- 
chant should be patronized for the reason that he 

is ‘home folk.’ But what about our own salesmen, 


none of whom are obtained from foreign countries 
and all of whom are just as much home folks?” 


From a national standpoint, you’re right, 


Brother Hicks, but unfortunately there are local 
as well as national taxes. Also it would be dif- 
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ficult to convince the citizen of Oshkosh, Wiscon- 
gin, that the peddler who drops in from New York 
to peddle hosiery or hardware is to be classed as 
home folks. 

Be that as it may, the “Keynoter” of the Ped- 
dlers’ Convention has given his hearers an ear- 
full of suggestions which will probably be passed 
on in the near future to the people of your com- 


munities. It’s an indication of what the legiti- 
mate retail merchant must face in his rightful 
effort to hold his place in the system of distribu- 
tion. ‘“‘Fore-warned is fore-armed.’ 


flew 3 Brel 
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The Twenty-five Per Cent 


Tas it ever oceurred 
to ye 
out-of-town concerns se uu hy practically all of the 


lling fri _ 
demand 25 per cent in cron. ery door-to-door by agents 


An Open Letter of 
Appreciation 


DO YOU WANT TO SEE 
YOUR DOLLARS AGAIN? 
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You Can’t Build a City if You 


The Pay Check Lullaby 
Send Your Orders Away 


a story it could 


F A PAY CHECK could only talk! Buy F rom Salt Lake Merchants 
mut community-building and civic rd Rar 
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Dollars are the bricks which ibe your city, and you 
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but when you send it away it works for others 
nen you spend your money with the retail met 
chants of Salt Lake City, you are helping to build the 
prosperity of the city. You are aiding the city's 
growth, and benefiting yourself at the same time 


merchants. This 
material should be of 
service to you in pre- 
paring similar educa 

tional publicity for 
your community, and 
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Trace the journey of the dollar you apend he The 

retail merchant applies it on hia rent, the landl ord 
pays it on his grocery bill, the grocer passes it on to 
the coal man who sapplies his fuel, thi 
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from sample, that transaction, because of 
Interstate Commerce regulations, is not 
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of retail business. 
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, nefits many people somewhere 
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“I LIKE TO GO SHOPPING” 


**My home used to be my castle. When the front door 
bell rang I could expect a friend or a neighbor,” said Mrs. 
Pradent Shopper, dfcussing the house-to-house agent nui 
i sance. “ But that isn't - any more, with solicitors ringing 
my door-bell all hours of the ion. using all sorts of smart 
stories to gain admission to my house 
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A New Stock in Trade 


ONvaae tr concerns, in training their agents to can 


Keep Your Dollars 
in Salt Lake City 


Many citizens are unthinkingly damming th 
stream of retail business in Salt Lake City. 
They are diverting the trade into other channels 
by purchasing from the solicitor of the out-of- 
town concern, buying at the door from sample. 


A part of this traini 
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** They tell me what I need for my home. What T need 


vear, and why I should buy these things from them 
I'm tired of being bothered and I’m & lot wiser than I was 
a year ago,"’ she continued. 


What would happen to Salt Lake City if all the 
wages and salaries of several pay days were 
drained out somewhere else? Isn't that exact- 
ly what is happening when orders are sent to 
out-of-town concerns? 


“Some of my girl friends told me all oes buying from 
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ng to pay two and three weeks in advance of deli avery. ." 
was cheaper at the local store, too! 


on big mistake the agent makes, one which I pene 
is the way he will force a sale. Many 
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sample pours these dollars, your dollars, where 
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our Practical Window Displays 


By Wayne L. Poland, Dresslar Hardware Co., Los Angeles, Cal. 


NHE coming of spring brings with it a long- 
ing on the part of every live person to get 
out in the open. The man who takes pride 

in the appearance of his home and its surround- 
ings, is going to spend what time he has work- 
ing in his garden and lawn. He will need tools, 
and the hardware store that has this merchan- 
dise properly displayed is going to sell him. 

One of the most important things in display- 
ing lawn and garden supplies is to get them in 
early. Don’t wait until the season is here and 
your customers have their work all planned. 
Let your window displays start them thinking 
about beautiful lawns and productive gardens, 
and, when they are ready to begin work they 
will remember your store as the place to buy 
their equipment. 

This class of merchandise sells best when so 
displayed as to stimulate a desire to get out 
and dig in the earth, cut the grass and beautify 
the home in general. The display that places 
before the observer thoughts of warm spring 
days, beautiful lawns, fragrant flowers and bud- 





Display No. 1 shown on this page has 


ding trees will work wonders in the sale of 
lawn and garden tools. 

Some white lattice work, a few vines and 
plants or some pictures of well-kept lawns and 
gardens will help in creating a feeling such as is 
pictured above. The cost will not be much and 
you will be well repaid for the effort and money 
expended. 


Don’t Forget the Merchandise 


A great many times the realistic display is 
carried too far, and the merchandise which is 
for sale is nearly forgotten. Always make the 
merchandise predominate the display, using the 
decorations only to call attention to the goods 
on sale. 

The windows shown in connection with this 
article were used by the Dressler Hardware 
Company of Los Angeles, and produced excel- 
lent results. 

a large 
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Displays That Sold Spring Goods 




















Mr. Poland 
has combined 
avariety of 
spring mer- 
chandise in 
such a manner 
that there is no 
overcrowd- 


ing in any of 


these displays. 
This is possible 
only because he 
studies each 
window display 
before proceed- 
ing with it. 





These dis- 
plays have at- 
mosphere as 
well as attrac- 
tive merchan- 
dise. The trel- 
lis work, back- 
ground and lim- 
ited number of 
show cards fur- 
nish the atmos- 
phere which 
will increase 
the sale of 
spring goods. 
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Mostly About John Marshall 
and Herbert Hoover 


By Saunders Norvell 


OR many years I have been familiar with the 

name, “John Marshall.” I had a hazy idea that 

he was a lawyer and in some way connected with 
the Supreme Court of the United States. He might 
have been a Chief Justice. I also dimly thought he, 
in some manner, was connected with the Constitution 
of the United States. I did not know whether he lived 
in this century or in the last century. Then, after a 
while, I heard now and then about a book written by 
Senator Beveridge of Indiana on John Marshall. I 
heard several lawyers say it was a good book. I sup- 
posed it was a book for lawyers. ‘I imagined it was 
all about parties of the first part and parties of the 
second part and other such dusty, dry stuff, that you 
see in old calfskin volumes on the walls of lawyers’ 
offices. Now and then, somehow, I was just a little 
curious about John Marshall. I even had the impulse 
to look him up in some book of reference and find out 
exactly when he was born and when he died, but in the 
mass of things I have been curious about, John Mar- 
shall got lost. 

About a month ago, I was sitting in a club here in 
New York, having luncheon alone when a man I know 
only slightly came over to me with a fair-sized volume. 
Said he—“I have been reading ‘THE LIFE OF JOHN 
MARSHALL,’ and somehow, the thought came to me 
that if you have not read it, you would like it, so I 
brought this volume down to the club in the hope of 
seeing you here today. I wish to introduce you to John 
Marshall, written by Senator Beveridge.” 

Now all of this is true and I think it is curious. 
If I had known this man well, and if I had talked to 
him about John Marshall, it all might be simple and 
natural enough, but I had not even spoken to this 
gentleman for several months. I never spoke to him 
about John Marshall or any other national hero. Why 
should he bring me the volume about John Marshall? 
This is one of the strange coincidences that happen 
to all of us in life that we can not explain. John Bur- 
roughs wrote a beautiful poem to the effect that all 
we had to do was to wait and that “our own” would 
come to us. Maybe John Burroughs had “his own” 
come to him, but some of us are still waiting. Yet, 
who knows? Perhaps it will come, just as John Mar- 
shall did to me. At least, let us continue hoping! 

Well, boys, I tackled John Marshall and, instead of 
finding it a dry, lawyer-like book, I found it just full 
of life and interest. John Marshall was a soldier in 
the Revolutionary War. He was a younger man, but 
lived at the time of George Washington. This story 
tells a great deal about George Washington and the 
various “sovereign states” that got together and 
formed the nucleus of these United States. After 
reading voluminous extracts from George Washing- 
ton’s letters, I actually formed a liking for him. 

Do you know, the Father of our Country in his 





portraits has a very cold and severe expression? He 
looks like a buyer who has slammed the want book 
shut and said—“That is all I need today!” Now, 
what is the truth about George? He had very bad 
teeth and he kept his lips closed tight to conceal his 
bad teeth. When he was in a party with his own 
friends who knew all of his weaknesses, he could be 
just as jolly as anybody. He must have been one of 
the four who, according to the advertisement of a 
tooth paste, did not escape from pyorrhea! 

Well, well, what George W. did have to say about 
the inhabitants of the various states, about his army 
and even about his officers would make you bust out 
laughing in meeting. 

In one letter he states that most of his officers are 
not worth their board and keep. In another letter he 
refers to the “infamous” inhabitants of the State of 
Pennsylvania. In another he says the whole trouble 
with the Colonists is that they are not honest; that 
they do not wish to pay their just debts and that as 
there is no virtue in them, he very much fears for the 
future of the country. To read all of the correspon- 
dence between Adams and Washington and Thomas 
Jefferson and Alexander Hamilton, one would have 
faint hope that our country would ever survive. 

While Congress was getting started, there were a 
number of incipient rebellions in various states. 
Thomas Jefferson, in writing about one of these rebel- 
lions from Paris, states that he is very glad to see 
that the people value their liberty so highly. He be- 
lieves that a rebellion is a good thing. He goes on 
to say that a few lives of patriots or tyrants lost in 
rebellion make no difference. Then he concludes this 
line of thinking with the statement that the blood of 
patriots and tyrants is the best manure for the tree of 
liberty. 

It is certainly refreshing to read these letters 
vibrating with the life and thought of the founders of 
this republic. 

In those days they were suffering from the lack of 
a centralized government. All the power and author- 
ity was in the states. Washington bewailed the fact 
that this could never become a great nation on account 
of the jealousies and the factional fights between the 
various states, as well as between the states and the 
federal authority. Reading this book, one wonders if 
George Washington can see this country teday. If 
he can not, it is too bad. It would certainly be a 
source of deep gratification to him to see how strong 
the central government has grown. 

George Washington did not have very much confi- 
dence in the people. He believed and wrote to the 
effect that they were a lot of morons, but after all, 
we must admit that the people have done very well 
with the start that George gave them! 

Every now and then some young hardware man 
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writes asking me what to read. Before I forget it, 
let me advise them to read John Marshall. It is some 
job because it is three thick volumes. In the third 
volume, where John gets mixed up with the Constitu- 
tion of the United States, it is a little hard sledding, 
but Volume I, describing conditions in the colonies is 
certainly well worth reading. 

Now the application of all I have written about John 
Marshall is that when I get to studying the conditions 
in the wholesale and retail hardware trade of the 
United States, I become so pessimistic that I almost 
see the finish of the business. I get into the frame of 
mind of George W., Alexander H. arid Thomas J., but 
after all, the country was saved and so let us all cheer 
up. I think maybe the hardware jobbing and retail 
business will continue on just the same!! Yes—but 
there will be changes! 


There is another disagreeable side to study on any 
subject with the view of writing weekly letters. The 
unpleasant conviction is forced upon you as you read 
that if you should simply publish the things you read 
instead of writing the articles yourself, you would be 
doing a big favor to the readers of the magazine for 
which you are an honored correspondent. Every week 
I read articles on the subject of distribution, for in- 
stance, that are so much better than anything I could 
write myself that I feel in common honesty, I should 
start a department in THE HARDWARE AGE, not to 
reproduce my own writings, but to reproduce the good 
things that I read, written by others! The only 
trouble with my making such a suggestion to the 
editor would be that he would immediately decide his 
office boy could conduct such a department and he 
would not be willing to pay me my weekly stipend 
simply to use a large pair of editor’s shears!! 

Now, I am led to these reflections because I have 
just finished carefully reading an address by the Hon- 
orable Herbert Hoover, Secretary of Commerce. The 
subject of this address is: “A Problem of Distribu- 
tion,” and it was delivered before The National Dis- 
tribution Conference, called by The Chamber of Com- 
merce of the United States, in Washington, on Janu- 
ary 14-15, 1925. 

Every hardware manufacturer, jobber and retail 
merchant should read this address. If I were the 
editor of THE HARDWARE AGE, with its large clientele 
of readers, I would seriously consider getting the 
Chambers of Commerce of the United States to supply 
me with copies of this address free, gratis, for noth- 
ing, and I would mail it to every subscriber on my 
list. If I do not do that, then I would copy this 
address in full in THE HARDWARE AGE. To be sure 
I realize I am treading on very dangerous ground. 
This part of my article may be censored. Possibly 
THE HARDWARE AGE has published all or part of this 
address. If they have, it just happens that I have 
had the bad taste to devote all of my time to reading 
my own articles and therefore I have not seen it! 

Laying facetiousness aside, let me seriously advise 
every reader of THE HARDWARE AGE to write to the 
Chamber of Commerce and ask for this pamphlet. I 
wish to say for Mr. Hoover that while his speaking is 
very hard on the ears, his writing is not hard on 
the eyes! 


Mr. Hoover writes in this pamphlet: 


The kinds of waste that cause costly losses may 
be roughly catalogued as follows: 


1. Waste from the speculation, relaxation of effort 
and extravagance of booms with the infinite waste 
from unemployment and bankruptoy which comes 
with the inevitable slump. ; 

2. Wastes from excessive seasonal character of 
production and distribution. 

3. Waste caused through lack of information as to 
national stocks, of production nad consumption with 
its attendant risk and speculation. 

4. Waste from lack of standards of quality and 
grades. 

5. Waste from unnecessary multiplication of 
terms, sizes, varieties. 

6. Waste from the lack of uniformity of business 
practices in terms and documents, with resultant 
misunderstandings, frauds and disputes. 

7. Wastes due to deterioration of commodities. 

8. Waste due to inadequate transportation and ter- 
minals, to inefficient loading and shipping and un- 
necessary haulage. 

9. Waste due to disorderly marketing, particularly 
of perishables, with its attendant gluts and famines. 


10. Waste due to too many links in the distribution 
chain and too many chains in the system. 


11. Waste due to bad credits. 


12. Waste due to destructive competition of people 
who are in fact exhausting their capital through 
little understanding of the fundamentals of business 
in which they are engaged. 

13. Waste due to enormous expenditure of effort 
and money in advertising and sales promotion 
effort, without adequate basic information on which 
to base sales promotion. 


14. Waste due to unfair practices of a small 
minority. 


15. A multitude of wastes in use of materials, in 
unnecessary fire destruction, in traffic accidents and 
many other directions. 


These wastes are not the small change of industry 
and commerce. There is scarcely a step in this ac- 
complishment of squeezing out waste which does not 
interpret itself in millions of dollars of annual 
saving. 


Please especially note Waste No. 13. How many 
concerns will say “Amen” to this paragraph? 


When I read this paragraph, I was reminded of one 
occasion when I wrote our salesmen on the subject of 
mascots. I suggested that each salesman pick out a 
mascot for himself to sell in a certain month. I asked 
each salesman to advise me the mascot selected. Each 
salesman was to keep his own record of his sales and 
then, at the end of the month, he was to report to me 
how many he had sold. Imagine my emotion when 
one salesman wrote that he had selected as his mascot 
for the month left-handed barbers’ shears. I thought 
he was “spoofing” me, so I wrote back to him, appar- 
ently in earnest, congratulating him upon his choice 
and asking how many gross he expected to sell. This 
salesman came back at me with a letter which showed 
that he was not joking. He was in dead earnest. He 
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Merchandising Problems Stressed at 
South Dakota Meeting 


5. W. 


N spite of the fact that only one short year 
ago business in South Dakota was at low 
ebb and State and national banks were clos- 

ing their doors with almost monotonous regu- 
larity, the twentieth annual convention of the 
Hardware 
was one of extreme optimism and good feeling. 
Compared with some of the other State associa- 
tions, the attendance was small, but compared 


South Dakota Retail 


Unforeseen conditions made it im- 
possible for President F. W. Heintz, of 
Brookings, to be in attendance, so all 


meetings were presided over by J. W. | 


Scott, of Newell, the vice-president, 
who also read Mr. Heintz’ programmed 
message on the opening day. 


Heintz in his message sounded the note | 


of optimism and forecast a prosperous 
year for the dealers of the State. 
After the routine business of open- 


ing the convention on the first day | 
with the various reports and appoint- | 
ment of committees, the only speaker | 


on the program was the western editor 
of HARDWARE AGE, D. M. Andrews, of 
Chicago, who spoke on the large store 
in the small town. He gave 
examples of hardware stores in the 
smaller towns that had developed into 
large merchandising institutions and 
urged the dealers to use more aggres- 
sive selling methods to meet the vari- 
ous forms of competition that must be 
met today. He pointed out the fact 
that successful hardware men were 
those who carried items in their stocks 
that were salable when business was 
dull in the so-called hardware staples. 
Such items as radio, electrical mer- 
chandise, incubators, were recommend- 
ed as goods that were salable in almost 
any town the first three months of the 





several | 


Retail tlardware Association 


Association 


Falls. 


calendar year when a good many hard- 
ware men were ordinarily sitting back 
waiting for spring to open up so that 
they might sell nails or builders’ hard- 
ware with their low margin of profit. 
He further pointed out the growing 
tendency of drug stores to specialize in 
more profitable lines of hardware such 
as sporting goods, paints, vacuum bot- 
tles and cutlery and stated that if the 
hardware man would pay as much at- 
tention to his store fixtures and the ar- 
rangement of his store as the druggist, 
his store would attract more business 
and drug store competition would cease 
to be the serious menace it now is in 
the smaller towns. 

Rivers A. Peterson, representative of 
the National Retail Hardware Associa- 
tion at the convention, and B. F. Van 
Kannel, of the American Multigraph 
Company, divided honors as speakers 
on the second day. Mr. Peterson’s topic 
was “Problems of the Day” and cov- 
ered the work being done by the na- 
tional organization in the matter 
simplification particularly along paint 
lines. He spoke of the practice of many 
manufacturers of giving undue pub- 
licitv to exaggerated percentages of 
profit made by the retailers as thus 
creating a very false conception in the 
minds of the public of the hardware 





Scott Succeeds F. W. Heintz as President of South Dakota 


with the attendance at previous South Dakota 
conventions, this year was a record breaker. 
Reasonably good weather prevailed during the 
three days of the meeting, February 24 to 26, 
and every corner of the State was represented 
at the gatherings held in the Coliseum at Sioux 
Forty-two manufacturers and jobbers 
maintained exhibits on the main floor of the 
Coliseum and many sizable sales were made. 


business. He called attention to the 
fact that the National Association had 
taken up with the publishers of school 
books the many glaring misstatements 
of merchandising methods and profits 
arithmetic text-books of today con- 
tained and stated that the National 
office was now engaged in the task of 
compiling revisions of these merchan- 
dising examples for the publishers. He 
called attention to the _ resolutions 
passed at the San Francisco conven- 
tion of the national body last June 
covering these matters and urged that 
the individual dealers cooperate with 
their association by adopting the reso- 
lutions in the conduct of their own 
stores. 

Mr. Van Kannel, whose subject was 
“Merchandising by Mail,” started out 
with the statement that distribution 
costs were too high and that it was up 
to the retailer to sell more goods in 
order to lower the ratio. In support 


of his statement he said that out of 


of | 


each dollar paid by the consumer for 


' merchandise, the cost of the raw ma- 


terial 


was represented by only 20 
cents, the cost of manufacture by 17 
cents, the total profit of the manufac- 
turer, wholesaler and retailer by 14 
cents, while the cost of selling or dis- 
tribution used up the remaining 49 
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cents. He urged direct mail advertis- 
ing on the dealers as the surest way 
to build up business and cited many ex- 
amples of merchants in various lines 
who had greatly increased the volume 
of their sales through the continual 
use of mailing list. 

The convention program on_ the 
third day was crowded with several 
good talks, outstanding among them 
was that of B. Christianson, assistant 
secretary of the Wisconsin Retail Hard- 
ware Association, who spoke on the 
subject “Tomorrow and the Hardware 
Business.” Mr. Christianson’s talk 
was somewhat in the nature of a 
prophecy as to what he saw in store 
for the hardware men if present day 
conditions continued, and he urged the 
dealers to cooperate more closely with 
one another for the good of the fra- 
ternity. He decried the tendency of 
some dealers to consider only them- 
selves and stated the future demanded 
that present day methods of competi- 
tion be abandoned. He urged upon 
the dealers a plan by which a group 
of from ten to twenty stores in ad- 
jacent territory would employ an ex- 
pert whose services would be equally 
divided among the combining stores 
and who would be given complete 
supervision of such matters as adver- 
tising, credit policies, collections, and 
even the buying of the staple lines of 
merchandise. According to Mr. Chris- 
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tianson such a man could be paid by 
a percentage of the increased business 
of the member store in such a combina- 
tion, so that in reality his services 
would add nothing to the overhead of 
the stores. 

Earl S. Hess, general manager of 
the Detroit White Lead Works, De- 
troit, Mich., in his talk entitled “The 
Dealer a Salesman,” urged the dealer 
to pay more attention to the art of 
selling and to use more aggressive 
methods in placing their wares before 
the people of their community. He 
cited examples of the little things that 
make or mar sales in the retail stores 
and quoted figures showing that the 
majority of people entering the retail 
stores of the country leave without 
buying. 

F. C. Wheten, a dealer of Sioux 
Falls who was scheduled to speak on 
radio and its possibilities, was unable 
to appear, but the subject was ably 
covered by Rivers A. Peterson reading 
the paper on the subject which was 
given M. S. Norton at the Minnesota 
convention and which was reported at 
some length by the HARDWARE AGE. 
M. J. Martin, vice-president of the 
Great Northern Railroad, told in a 
short talk some of the conditions that 
were being faced by the railroads and 
pointed out the conditions in the pres- 
ent system of government supervision 
of the railways that affected the hard- 
ware business through the maintenance 
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of the admittedly high cost of distri- 
bution. According to Mr. Martin there 
can be little hope for lesser freight 
rates on hardware items until the 
many and often conflicting government 
regulations concerning wages, labor 
conditions and the like are modified. 

The Reverend L. W. Fifield of Sioux 
Falls was the last speaker of the con 
vention and gave a wonderful in- 
spirational talk entitled the “Golden 
Rule in Business,” in which he pointed 
out the possibilities for the hardware 
men to become real leaders in their 
communities. 

On the last afternoon the annual 
election of the association was held. 
J. W. Scott, Newell, S. D., was elevated 
to the presidency, and W. L. Hartman 
of Aberdeen was elected vice-president, 
while E. L. Morris, Pukwanna, and 
A. M. Anderson, Sturgis, were made 
new members of the board of directors, 
and A. H. Olson, Mount Vernon, and 
A. Refvem, Frankfort, were reelected. 
Owing to the fact that he had recently 
retired from the hardware business, 
F. W. Heintz, president last year, re- 
signed from the board where his re- 
tirement from the executive office auto- 
matically placed him, and H. C. Parker, 
Murdo, for the past several years 
treasurer, .was elected to his place. 
R. O. Bacon, Cresbard, was elected 
treasurer for the ensuing year, and 
C. H. Casey of Minneapolis was again 
made secretary. 


Four Practical Spring Window Displays 


(Continued from page 46) 





variety of lawn and garden supplies in a very 
small space. The background was apple green 
with large sprays of imitation apple blossoms 
in the vase. These sprays were made by fas- 
tening the blossoms to the natural tree 
branches. They are very easily made and pro- 
duce a wonderful springtime atmosphere. 
There are two large cards in the foreground, 
one of which was used for displaying sprinklers 
and the other for small garden tools. 


Price Tag on Every Item 


Every article in this window, as in all Dress- 
lar window displays, has a price ticket. This 
adds to the selling value of any window and 
should never be neglected. With a little practice 
most any one can make good price tickets and 
the amount of extra work is small compared 
with the results attained. 

The background and the vases, in Display 
No. 2, shown at the top of the opposite page, 
were painted light green, with sprays of bright 
colored foliage in each vase. The floor of this 
window was covered with green sawdust, which 
makes a very good imitation of grass at a small 
expense. Three show cards, with pictures of 
people using the goods on display, added to the 
effectiveness of the window. 

Display No. 3, reproduced in circle form 
on the opposite page, was used in a large win- 
dow and shows a wide assortment of lawn 
mowers, sprinklers, hose and garden tools. The 
pillars and the platform upon which they rest 
were made of wall board and painted to repre- 
sent stone. Asparagus fern and long sprays 


of artificial rambler roses were fastened to the 
lattice. Grape vines were used to form the 
arbor over the seat; large potted ferns were 
placed in front of each pillar and imitation 
grass mats were used as a floor covering. White 
wrapping twine, stretched tightly from the 
nozzle to the lattice gave the appearance of 
water coming from the hose on the reel. 


Ferns Help a Display 


A beautiful effect was brought about in Dis- 
play No. 4 by banking ferns at the sides of the 
lattice. This display was at the base of the op- 
posite page. Rambler roses were also used on 
the background of this display and the floor 
was partially covered with grass mats. About 
everything that is needed for the care of the 
garden or lawn is shown here, with small show 
eards calling attention to the features of the 
more important articles. 

Never leave a window display until you are 
satisfied with it. Go outside and look at it as 
the average observer would, and if there is any- 
thing that can be improved upon, take care of 
it immediately. If anything is taken out of the 
window, put something in its place as soon as 
possible. Always keep your windows neat and 
well arranged, as nothing looks as bad as dis- 
play windows which are always in a state of 
upheaval. 

Always bear in mind that the primary object 
of all window display is to sell merchandise and 
that the selling value depends entirely upon the 
thought, care and attention given the installa- 
tion. 
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Oregon Retailers Expect Better Business 


Indorse Free Price Service by Jobbers—Reelect E. P. Lewis President— 


Hear Recommendation for Peddling Ordinance 


teenth annual convention of the Oregon Retail 
Hardware & Impiement Dealers’ Association, held 
March 4-6 at the Multnomah Hotel, Portland, Ore. These 
four facts are: 
1. The rejection by the Oregon Association, by means of 
a standing vote, of the price service resolution offered by 
the National Retail Hardware Association, which opposes 
distributors issuing weekly price lists to retailers free of 
charge. The vote at Portland was taken after a lengthy 
debate, and the Oregon retailers took action indorsing 
the distribution of price lists by jobbers to retailers 
whether the distribution is charged for or is gratis. 


: — facts stand out as the high lights of the nine- 


2. N. A. Bonn, The Dalles, Ore., chairman of the Trade 
Relations Committee, after stating that a peddling ordi- 
nance had been passed by The Dalles requiring a license 
for peddling of $250, recommended individual members 
of the association to encourage similar ordinances in their 
respective communities. The Dalles ordinance is similar 
to the Portland ordinance, which is now before the United 
States Supreme Court. 

3. The expression of confidence on the part of several 
speakers that general business conditions during the bal- 
ance of this year will show a steady improvement. 

4. The reelection of E. P. Lewis, Marshfield, Ore., as 
president of the association. 


The association was welcomed to 
Portland by the Hon. Geo. L. Baker, 
mayor of the city. It was also 
addressed at the opening session by 
Orno Dale Strong, editor of the New 


charts prepared by that association to 
illustrate his points. Mr. Miles talk 
was the same that he delivered at 
Spokane, part of which was reported in 


In the question box discussion led by 
Mr. Miles, it was asked: What per- 
centage of mark-up should be shown on 
the average article sold in the hard- 
ware store? 





a recent issue. 


West Trade, Spokane, Wash. Mr. 


Mr. Miles said it should average 





Strong stressed the importance of the 


33 1-3 per cent on the selling price or 





rural retailer developing individuality. 
He also spoke at length about the 
development of hydro-electric power in 
the Pacific Northwest. 


Approaching Hydro-Electric Age 


“We are approaching the hydro-elec- 
tric age,” he said, ‘There are fixed 
amounts of coal and gas and oil in the 
earth, but water power if it is reason- 
ably conserved will go on forever. 
Forty-five per cent of the potential 
waterpower of the United States is to 
be found in Washington, Oregon, 
Idaho, Montana and Wyoming. One- 
third of the potential water power of 
the nation is to be found in Washing- 
ton, Oregon and Idaho. 

“During the next fifteen years we 
will see the greatest development in a 
business way in this country that the 
world has ever seen. In the future 
the Orient will provide our markets. 
Europe has about reached the peak.” 

W. O. Munsell, manager, Mitchell, 
Lewis & Staver Co., Portland, in 
speaking on the agricultural implement 
outlook, predicted better general agri- 
cultural conditions with a _ resultant 
increase in the sale and production of 
implements. Mr. Munsell said that 
many manufacturers are expanding 
their production schedules for the first 
time since the war. 

In an address on store management was 
A. L. Jameson, president Jameson 
Hardware Co., McMinnville, Ore., and 
ex-president of the Oregon association, 
dwelt on various phases of modern mer- 
chandising and of the related problems 
involved in buying, selling, display, 
advertising and financing. In speak- 
ing of the financial end of the retail 
business Mr. Jameson said that the 
retail merchant should take his banker 
into his confidence and establish close 
relations with him. 

Mr. Jameson’s address will be pub- 
lished in full in an early issue of are: 
HARDWARE AGE. 

S. R. Miles, manager store arrange- 
ment department of the National asso- 
ciation in his talk on Expense-Margin- 
Profit told of the work that the na- 


Emil Peil, 


Molala. 





P. Lewis, 
PE nt: President 


The Officers 


P. LEWIS, Marsh- 

field, Ore., was re- 

elected president, Geo. 
O. Knowles, Cottage Grove, 
elected vice-president, 
and E. E. Lucas, Spokane, 
Wash., was re-elected secre- 
tary-treasurer. 

Newly elected members of 
the executive committee are: 
E. A. Franz, Hood River; 
Ashland; Frank 
Gillian, Heppner; G. R. Mc- 
Nair, Bandon; L. W. Robbins, 
Hold over members 
C. G. Bracher, Pilot 
Rock; J. M. Lakin, Prineville: 
A. L. Jameson, McMinnville; 
A. F. Stearns, Oakland. 


a mark-up of 50 per cent on the de- 
livered cost. 

Is it a good plan to give a bonus on 
sales? 

The tendency is to get away from 
this and to work out practicable 
methods of profit sharing. 

Does newspaper advertising pay? 

The majority favored it, especially 
for bargain sales. 

Why are so many of the drug stores 
taking on hardware lines? 

Mr. Miles stated that it is because 
the drug store has to carry so many 
nationally advertised lines in which 
there is little or no profit, that it has 
been forced to take on lines which 
could be sold at a reasonable profit, 
and on a quick stock turn. 

Is radio profitable? 

Those who stock radio stated that it 
is, although it was generally conceded 
that it is necessary for the proper 

development of the line to have some- 
one in the department thoroughly 
familiar with radio. 

What is the average salary paid to 
clerks? 

The average for Oregon is $125 a 
month. 

Committee chairmen appointed by 
President Lewis were: Guy Bennett, 
Vancouver, Ore., membership; Geo. O. 
Knowles, Cottage Grove, resolutions; 
Edw. Simon, Salem, legislative; N. A. 
Bonn, The Dalles, trade relations; F. 
M. Sexton, The Dalles, nomination. 


Banker Expects Business Increase 


E. H. Sensenich, president, West 
Coast National Bank, Portland, in an 
address on financial conditions enumer- 
ated the following points as indica- 
tions that business conditions are im- 
proving and that they are sound. 

1. Low retail stocks. 

2. Continuance of easy money for 
legitimate loans. 

3. Continued activity in building and 
construction work. 

4. Improved agricultural conditions. 

5. Increased railroad buying. 

6. Stability in the political situation. 

7. Probability of tax reductions. 

8. Improvement of European condi- 








tional association is doing and used 


tions. 
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Battle Royal Promised Over Repeal of 
Pullman Surcharge 


Commercial Travelers’ and Businessmen’s Association to Launch Vigorous 


Movement in New Congress—Important Railroad Legislation Planned 


WASHINGTON, March 16, 1925. 

TNLESS the majority leaders in 
g the new Congress go promptly 

to the front in a movement to 
repeal the Pullman surcharge, which 
the Sixty-eighth Congress refused to 
rescind, the minority will make a party 
issue of the question, and with a tre- 
mendous popular support will put the 
Administration’s spokesmen in a very 
deep political hole. Very frank intima- 
tions to this effect have been heard in 
the Senate since the short special ses- 
sion of that body began a few days 
ago. 

It is also understood that the na- 
tional organizations of commercial 
travelers and a large number of busi- 
ness associations that took part in the 
campaign to wipe out the surcharge 
will gird up their loins and prepare to 
cooperate heartily with any party in 
Congress that will take the lead in this 
important movement. The fight for 
repeal, while lively enough, was not 
undertaken on a. very comprehensive 
scale for the reason that even the most 
experienced observers were under the 
impression that the surcharge would 
be abolished without any great amount 
of effort. 


Beaten by Big Lobby 


The repeal movement was beaten by 
a railroad lobby that descended on Con- 
gress very late in the session—so late 
in fact that no time was afforded the 
proponents of repeal to reach Washing- 
ton to offset the work of the railroad’s 
legislative agents. In the new Con- 
gress no chances will be taken, and 
the organizations demanding repeal 
will keep a sentry on post until their 
object is accomplished. 

The Congressional Record frequently 
contains spirited debates punctuated 
with frank, not to say pointed, lan- 
guage. It would be difficult, however, 
to find a more peppery statement than 
that made by Senator Joe Robinson, 
minority leader, in his castigation on 
the railroad lobby that beat the sur- 
charge repeal. He said in part: 

“In my judgment the amendment has 
not been defeated on its merits. Its 
rejection in the other body was ac- 
complished by one of the most power- 
ful lobbies that ever assembled in the 
city of Washington. Not only were 
hundreds of special representatives, 
legislative agents and railroad attor- 
neys brought here for the purpose of 
defeating the measure, but powerful 
influences were employed to induce 
newspapers and other publicity agen- 
cies to publish misleading information 
and statements concerning the purpose 
and effect of the amendment which had 
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no foundation in fact, and which some 
of those publishing them must have 
known were untrue. 


Members Voted Against Their Own 
Bills 


“No action was taken on the amend- 
ment until the lobby had satisfied it- 
self that it was powerful enough to 
cause the defeat of the amendment, 
and when that condition arose, a vote 
was taken and the amendment was 
rejected, as I recall it, by a vote of 123 
to 255. The singular and interesting 
feature of the matter is that many of 
those who had introduced the identical 
bill incorporated as an amendment to 
the independent offices bill voted 
against it—voted against their own bill. 

“T have said there were 22 bills in- 
troduced by Representatives from 16 
States. Ten out of the 22 introducing 
the bills to which I have referred voted 
for the amendment. It may be inter- 
esting, although perhaps it is not im- 
portant, to state that of the 10 voting 
for it, 3 were Republicans and 7 were 
Democrats. Five of the Representa- 
tives who presented the identical pro- 
vision rejected were absent and one 
had passed away. Five voted against 
repeal of the Pullman surcharge, when 
in the files of the body in which they 
sit were bills introduced by themselves 
identical in language and purpose with 
the amendment against which they 
voted.” 

The advocates of the repeal of the 
Pullman surcharge are not the ene- 
mies of the railroads. Senator Robin- 
son made that clear, declaring that he 
wanted to see the railroads prosper in 
every possible way, but he pointed out 
that $20,000,000 of the $37,000,000 col- 
lected on account of the surcharge in 
1924 “goes to the railroads that are 
already earning the standard rate and 
which, therefore, do not need the reve- 
nues in any sense.” 

It is also the opinion of experts that 
the repeal of the surcharge will enor- 
mously increase the use by the public 
of the Pullman equipment and thereby 
the revenues of the railroads hauling 
it. It would appear, therefore, that 
no question of “starving the railroads,” 
so often discussed during the recent 
fight, is really involved in this issue. 


Railroad Laws Will Be Amended 


ENERAL railroad legislation of 

far-reaching consequence is al- 
most certain to be enacted in the Sixty- 
ninth Congress. Senator Cummins of 
Iowa, who served as president pro tem- 
pore and as chairman of the Judiciary 
Committee during the closing session 
of the recent Congress, has declined 





further service as temporary presiding 
officer and will go back to the chair- 
manship of the Senate Committee on 
Interstate Commerce. 


The Iowa Senator, who is the leading 
authority on railroad legislation in 
Congress, announces he will devote the 
entire summer to a study of the rail- 
road problem and the drafting of a 
general railroad bill. Members of the 
Senate Committee on Interstate Com- 
merce have been notified to hold them- 
selves in readiness to attend meetings 
during the summer, and it is Chairman 
Cummins’ hope to have a perfected bill 
ready for introduction on the first day 
of the special session, which the Presi- 
dent is expected to call during the com- 
ing autumn. 


While the Cummins program is still 
in rather a vague form, it is under- 
stood it will involve important modifi- 
cations of the Esch-Cummins law. It 
will make comprehensive provisions 
regarding consolidations of railroad 
systems, and it is believed that it will 
provide for the appointment of a tri- 
bunal to take the place of the so-called 
railroad labor board for the settlement 
of disputes between carriers and their 
employees. 


Will Leave Freight Rates Alone — 


The new Congress will not attempt 
to fix freight rates. That function will 
be left to the Interstate Commerce 
Commission. 


Notwithstanding the pressure upon 
the Administration to provide for re- 
duced rates on various commodities and 
especially on the products of the farm, 
neither the President nor the Republi- 
can leaders in Congress will yield to 
this influence. There is a strong feel- 
ing in Administration circles that such 
troubles as the farmer has today would 
be emphasized rather than eliminated 
by any provision for preferential 
freight rates that would burden one 
class of commodities for the benefit 
of another. 

Statistics now available show that 
the railroads made a wonderful rec- 
ord in 1924. They handled more freight 
than in any previous year, even in- 
cluding the war period, while at the 
same time operating expenses were re- 
duced in many directions. 


Earnings for the year, however, were 
below those of 1923 as a result of cuts 
in the individual and group rates by 
the Interstate Commerce Commission. 
Large sums spent on improvements and 
betterments to meet the requirements 
of increased business were a factor in 
the drop in net earnings, which de- 
clined from 4.49 to 4.35. 








54 
An Extra Session Before October 


YONGRESSMAN HENRY T. 
RAINEY, an [Illinois Democratic 
member of the Ways and Means Com- 
mittee, has let the cat out of the bag. 
There has been much curiosity on the 
part of business men in all sections 
concerning the probable date of the 
summoning of the extra session of Con- 
gress that is to be convened for the 
purpose of framing a tax reduction 
bill, but Mr. Rainey in a belated “leave- 
to print” speech, published in a sup- 
plement to the Congressional Record 
declares that the members of the Ways 
and Means: Committee have been noti- 
fied that they will be called to Wash- 
_ October 15 to prepare a revenue 

ill. 

Mr. Rainey, who is a hard-boiled op- 
ponent of most of Secretary Mellon’s 
fiscal plans, declared that the notice 
given to the House committee mem- 





tion. 


bers “means that the Mellon plan is | 


the bill which will be reported.” 
the project of the Secretary of the 
Treasury goes through, he says, it will 


crime of the Sixty-ninth Congress.” 


Inasmuch as practically every busi- 
ness man in the United States will be 
the victim of this crime to the extent 
of having his income taxes substantial- 
ly reduced, it is to be feared that Mr. 
Rainey’s declaration will not create 
much of a sensation or provoke much 
opposition to Secretary Mellon’s proj- 
ect. Of course, what Mr. Rainey is 
driving at is Secretary Mellon’s deter- 


If | 
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mination to again press an amendment 
to existing law, reducing the maximum 
surtax from 40 to 25 per cent. 


Merely Something to Chew On 


Demagogues in Congress love to 
chew on this gutta-percha ring. They 
have not yet learned that the average 
voter is perfectly willing that the sur- 
tax in large incomes shall not exceed 
25 per cent, provided the reduction will 
result in the rich men of the country 
paying their fair share of the taxes 
instead of escaping all of the burden 
by putting their money in tax-exempt 
securities. 

The Farmers’ National Council is out 
with a proclamation requesting the co- 
operation of the members of President 
Coolidge’s agricultural conference in 
the effort to induce the President to 
call an immediate special session of 
Congress to enact farm relief legisla- 
The President made a determined 
effort to secure the passage of such 
legislation at the recent session, but 


the legislative jam with which Con- 
_gress closed prevented action. 
be referred to in future years as “the | ° 


_ tion. 
_dent Coolidge is probably right in his 


The farmers’ council declares if no 
legislative relief is provided until the 
regular session next fall, it will come 
too late to affect the 1925 crop situa- 
This is unfortunate, but Presi- 


opinion that it is better to permit the 





situation to crystalize during the next 
few months than to keep Congress in 
session through a hot Washington sum- 
mer trying in vain to develop a panacea 
for all the farmers’ ills of which com- 


Big Increase in Aluminum Production 


TS new aluminum produced in the 
United States in 1924 had a value 
of $37,607,000, which is an increase 
of almost one-third over the value of 
the output in 1923, according to a 
statement just issued by the Depart- 
ment of the Interior, prepared by 
James M. Hill of the Geological Sur- 
vey. Aluminum of 99 per cent grade 
was quoted at 27 cents a pound dur- 
ing the first week in January, but the 
price rose to 28 cents and remained 
stationary until the middle of March. 

During April, May, June and July 
the price was 28-29 cents, but in 
August it was 28 cents, where it re- 
mained until the end of the year. The 
price of metal of 98 per cent grade 
was steadily 1 cent under that of the 
purer metal. 

The domestic demand for aluminum, 
much of it for automobile parts, was 
somewhat less in 1924 than in 1923, as 
the production of automobiles was 
smaller, and some manufacturers are 








E. E. Morton Will Represent 
Wooster Brush Co. 


Eugene E. Morton will represent the 
Wooster Brush Co., Wooster, Ohio, in 
the New England territory. Mr. Mor- 
ton was formerly sales manager of the 
Carpenter Morton Co., Boston, and is 
weil known in the paint and brush in- 
dustry. 


Clement Joins Fada Staff 


Lewis M. Clement has joined the en- | 
gineering staff of F. A. D. Andrea, Inc., | 








He has held various important tech- 


now using pressed steel instead of the | 
higher priced aluminum. | 


Imports Decline While Exports Increase 


The imports of aluminum in 1924 
were nearly one-third less than in 1923, 
whereas the exports in 1924 increased 
25 per cent over those in 1923. The 
total imports in 1924 amounted to 30,- | 
588,525 pounds, which comprised 29,- | 
394,155 pounds of crude metal from | 
scrap and alloy, 790,130 pounds of | 
manufactured plates, sheets and bars, | 
and 404,240 pounds of hollow ware. | 

The total exports amounted to 13,- | 
126,752 pounds, which comprised 3,- | 
356,786 pounds of ingot, scrap and al- | 
loys, 2,986,726 pounds of plate, sheets, | 
bars, strips and rods, 3,574,427 pounds | 
of tubes, moldings, castings and other | 
shapes, 1,026,593 pounds of _ table, | 
kitchen and hospital utensils, and 2,- | 
182,220 pounds of all other manufac- | 
tures. | 





New York City. He was formerly con- | 
nected with the Western Electric Co. 


nical positions with radio and telephone 
companies. His work with the Fada 
staff will be that of experimental and | 
development engineering. 








Clark with Trico Fuse | 


William T. Clark has joined the en- | 
gineering staff of the Trico Fuse Mfg. 
Co., Milwaukee, Wis. This company 
manufactures renewable fuses, plug 
fuses, auto fuses and special fuses. 





March 19, 1925 


| plaint has been heard during the pres- 
| ent Administration. 


| High Water Mark of Motor Registra- 
OTOR vehicle registrations in the 


tion 

N United States reached a total of 
17,591,981 at the end of 1924, accord- 
ing to the Bureau of Public Roads of 
the United States Department of Ag- 
riculture. Mother Shipton’s prophecy, 
made in 1641, that “carriages without 
horses shall go” has indeed been ful- 
filled to all the people, for at the pres- 
ent time there is one motor vehicle for 
every 6.4 persons, one passenger car 
for every 7.3 persons and one motor 
truck for every 69.0 persons. 

The reports received from the 48 
States show a net gain in registration 
of 2,501,045 for the year, or 16.6 per 
cent. Passenger cars increased 14.7 per 
cent in number, while motor trucks 
increased at more than double this 
rate, or 32.9 per cent, indicating rapid 
development of commercial use of the 
highways. Truck _ registrations in- 
creased 54.4 per cent in Kansas and 
42.4 per cent in North Dakota. 

The greatest increase in total regis- 
tration is shown in the South Atlan- 
tic group of States where the increase 
was 21.5 per cent, while the minimum 
is shown in the West North Central 
group, amounting to 10 per cent. The 
total gross receipts from license fees 
amounted to $225,492,000. Of this 
amount $184,393,000, or 82 per cent, 
is applicable to highway work under 
the State highway departments. 








Forty Years 0 


Hardware 
By William Ludlum 


ORTY Years o’ Hardware 
K Pages full o’ pep 
Boostin’ sales 0’ hardware 
By a feller hep 
To its facts an’ fancies, 
An’ its ways an’ means 
Told in forceful language— 
From behind the scenes. 


Forty Years o’ Hardware— 
Loads of inside tips 

Worth a heap o’ hard cash, 
Saves a feller slips 

He might oft encounter 
In this vale o’ care 

If he wasn’t wised up— 
They were lurkin’ there. 


Forty Years o’ Hardware— 
Forty years o’ thrift, 

Just to read its chapters 
Gives a sort o’ lift 

To a feller craftsman, 
Cheers him up an’ more— 

Brightens up the corners 
Of his hardware store. 


l'orty Years o’ Hardware— 
Text book o’ the trade; 

Puts all those before it— 
Miles back in the shade; 

To the author-salesman, 
Knight o’ Pen and Grip, 

We extend a hand-shake 
An’ our lids we dip. 
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For Your Garden 


Rakes- Forks- Hoes. 
Cultivators - Plows, 
-Wheel Barrows, Hose 
Lawn Mowers, 
Hedge & Pruning Shears. 
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Show Card Writing for the 
Beginner 


By Joseph Bertram Jowitt 


HE queer looking characters at the bot- 
tom of the alphabet plate are the primary 
basic strokes which all beginners must 
first learn before attempting to produce perfect 
letters. These nine simple strokes are the key 
strokes to the entire Roman alphabet and are 
explained as follows: 
Stroke No. 1 is a left oblique stroke and is 
the first stroke used in making the letters A, 


ine psi: eg. 


Bath Room 
Fixtures 





M, N. Stroke No. 2 is a right oblique heavy 
stroke. It is the second stroke in the letter A. 
the third stroke in the letter K, the second 
stroke in M and N, the first stroke in V, the 
first and second in W, and the first in X and Y. 
Stroke No. 3 is a horizontal stroke and the 
eenter stroke in the letters A, E, F, H, P and 


Pte ies 


gins MRE EE 


eRe 


R. Stroke No. 4, upright, is the first and basic 
stroke used in making the letters B, D, E, F, 
H, I, J, K, L, P, R, T and Y. Stroke No. 5 is 
known as a loop stroke and is made from left 
to right; starting at the top guide line, the 
brush is brought around with a quick sweep. 
The width or shaded portion of stroke is gov- 
erned by a slight pressure on the brush. This 
loop stroke is the first and second stroke in the 
letter B, and the second stroke in the letters 
P and R. The circular strokes 6 and 7 are the 
basic strokes in the letters C, D, G, O and Q. 
Stroke No. 8 is the finishing stroke used in the 
letters J and S. Stroke No. 9 is the center or 
basic stroke of the letter S. 

Many people remark, “I wish I were able to 
do show card writing; how long would it take 
me to learn?” These questions and many others 
similar have been addressed to the writer. To 
answer these questions generally, anybody of 
average intelligence can learn to write plain, 
legible show cards in three months time if the 
desire to learn is strong enough to prompt the 
beginner to practice one-half an hour every 
day. It is not sufficient for the beginner to have 
just a line of letters before him. He must have 
before him a copy of each elementary stroke 
showing just how they are connected and in 
what rotation they are made. Then he must 
have a number ten or twelve genuine Red Sable 
show card brush and a small bottle of regular 
water color show card ink. The height of let- 
ters for practice work should not exceed three 
inches. The horizontal marginal lines should 
always be drawn first before attempting to do 
lettering. There is no secret way in which to 
hold the brush. It should be held in precisely 
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the same manner you would hold a pencil or 
pen, keeping the thumb and first two fingers 
well down on the handle and touching the metal 
ferrule. Do not just dip the brush in the ink 
and immediately apply it to the surface to be 
lettered without first wiping it out on a piece 
of card. This for two reasons: First, to thor- 
oughly distribute the ink evenly through the 
hairs, and secondly to bring the brush to a 
point. 

To obtain the best results in learning show- 
card writing, the writer suggests if possible 


, that the beginner either build it himself or have 


a carpenter build a regular show card writer’s 
table, which may be built out of ordinary box 
lumber. Place over the top a piece of beaver or 
composition board; this will give a smooth sur- 
face to work on. The length, of course, will 


vary according to the space you have at your 
disposal. A table from four to six feet long and 
about 36 in. wide will answer every require- 
ment. The top should have a slope of from 40 
to 45 degrees. This may be accomplished by 
making the top about 44 in. high and the bottom 
legs about 38 in. high. Another method, which 
is more simple, is to make a portable top about 
the size of a full sheet of cardboard 22 x 28 in. 
This may be moved about and placed on any 
flat table or counter wherever the light is good. 
Give this top an elevation of 6 or 7 in. at the 
back and one or two inches at the bottom, in 
fact any degree of slant according to the in- 
dividual’s requirements. Fasten a yardstick at 
the left side about 1 in. from the edge; this will 
eliminate a great deal of time in measuring 


and laying out show cards. A “T” square will 
(Continued on page 78) 











Single Stroke Roman Alphabe 
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The Nine Basic Strokes 


/\~: 












OS 


The nine basic strokes in showcard writing are illustrated in this chart prepared for HARDWARE AGE by Mr. 
Jowitt. The student, following this series of articles and conscientiously carrying out Mr. Jowitt’s recommenda- 
tions should make rapid progress 
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Efficient Lawn Mower 


Sharpener 


The Berghman Lawn Mower Sharp- 
ener, made by Berghman Co., 5428 
Fulton Street, Chicago, has a number 
of unique features calculated to make 
it a popular item with householders 
every where. 

The sharpener is adjustable to all 
types and makes of lawn mowers and 
is guaranteed by the maker to sharpen 
correctly and give good service. 

he abrasive stone in the Berghman 
is made of alundum, and is said to be the 
finest grinding element which long ex- 
periment and careful trial could produce. 
The body of the sharpener is stamped 
from heavy 18-gage steel and finished 











in handsome black japan or _nicke) 
plate. The wing nut and bolt are of 
forged steel, and the springs are of 
the high quality oil tempered wire. 

To secure a fresh cylindrical sur- 
face, abrasive may be easily released 
and rotated; when full of steel, it may 
be removed and cleaned in gasoline or 
soap and water. 

The original stone of the Berghman 
sharpener should last the life of any 
ordinary lawn mower. However, should 
customers desire new stones at any 
time, they may be procured at small 
cost. 

In operation, the lawn mower is 
placed on a bench in a position which 
permits easy access to the blades, and 
the guide flanges of the sharpener ad- 
Justed by means of a thumb screw. The 
sharpener is run along each blade in 
a sweeping motion. The sharpening 
of the stationary blade is not absolutely 
necessary. but where desired it may be 
removed from the mower and placed 
in a vise, where it may be easily given 
a keen edge. 

The illustration shows a handy way 
to use the Berghman. It is well made 
and durable and should last indefinitely. 


AC Air Cleaner Has Impor- 


tant Features 


The AC Spark Plug Co., Flint. Mich.. 
has recently placed on the market an 
air cleaner, known as the AC Air 
Cleaner and designed for various makes 
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and models of cars. The principle of 
operation is similar to that of the or- 
dinary cream separator in that cen- 
trifugal force is used to separate two 
substances of different specific gravi- 
ties. In the case of the AC Air Cleaner 
it is air and dust. 
be eliminated as follows: 

(1) Suction stroke of motor draws 
dust-laden air through cleaner’s direct- 
ing vanes, which gives it a_ rapid 
spirally rotating motion. (2) Centrifu- 





gal force separates the dust particles 
from the air, throwing them against 
inside wall of cleaner. (3) The spiral 
movement of the dust along inside sur- 
face of cleaner wall brings it to rear 
circular end. (4) Dust is forced 
through small outlet. (5) Dust collects 
in removable container. (6) Clean air, 
indicated by white arrows, rotating 
spirally in center portion, strikes di- 
recting plate (6) and screws itself out 


of cleaner. (7) Straightened current 
of clean air leaves cleaner to enter 
carbureter. 


It is stated than an amount of dust 
which will fill the small removable col- 
lector (the accumulation af about 20,- 
000 miles of driving) if allowed to pass 
into the engine would cause an average 
of .0010 in. wear on parts such as 
pistons, rings and cylinder walls. 


Jeffery’s Marine Glue Has 
Wide Use 


Jeffery’s Marine Glue, made by L. 
W. Ferdinand & Co.. 152 Kneeland 
Street, Boston. Mass., has a number of 
distinctive features, which have led to 
its wide use on marine craft of all 
descriptions. It is said. for example, 
that over 16,000 lbs. have been used on 
the S. S. Leviathan and on other well- 
known steamers. 

Jeffery’s Marine Glue was indorsed 
by the officials of the United States 
Coast Guard, the Committee on Pur- 
chases, and was the choice of the 
builders who finally received the con- 
tracts for construction. In addition to 
the use of Jeffery’s Marine Glue in the 
deck seams. many of the builders have 
also used Jeffery’s Waterproof Liquid 
Glue, C Quality, for laying and attach- 
ing canvas to house tops and hatch 
covers. 


Dust is claimed to | 








56a 


New Auto Scoot Coaster 


The Auto-Wheel Coaster Co., North 
Tonawanda, N. Y., has placed on the 
market the new Auto-Scoot or scooter 
said to be of sturdy construction with 
all metal parts except the handle and 
foot-board which are of hard maple. 
It has double disc wheels, with retained 
roller bearings and has a rear wheel 
stand which permits it to stand up 
anywhere just like a bicycle or motor- 





cycle similarly equipped. Two sizes 
with and without rear wheel stand are 
available. 

The Auto-Scoot is finished in bright 
vermilion baked on enamel with con- 
trasting yellow stripes for the metal 
parts. The wooden parts are in natural 
finish. 





Combination Clothes Line 
and Reel 


An entirely new specialty is being 
manufactured by Erik J. Mordt & Co., 
20 West Austin Avenue, Chicago, in the 
Smooth Manila Reel-Line, a combina- 
tion clothes line and reel that they are 
just putting on the market. 

The clothes line part of the combina- 
tion consists of 100 ft. of smooth manila 
line with a tested strength of over 500 
lb. and which, through a special proc- 





ess, is rendered free from all hairs and 
slivers. 

The reel is constructed of galvanized 
steel enameled and is rust-proof. It 
is fitted with two wooden handles, one 
in the center on one side of the reel 
and one toward the end on the other 
side. To operate the reel, the center 
handle is held in the left hand and the 
other handle turned with the right. 

Reel-Lines are also furnished equip- 
= with cotton sash cords and hemp 
ines. 
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CURRENT NEWS 








Grafenstadt Reelected President Brooklyn 
Dealers’ Association 


A. H. Grafenstadt was reelected 
president of the Brooklyn Hardware 
Dealers’ Association at its regular 





A. H. Grafenstadt 


monthly meeting held in the Johnson 
Building, March 12. The other officers 
were also reelected for another term. 
They are: William H. Gresler, first 


India Tire New Plant 


—— 


Completed and Occupied | 


An addition to the plant of the India 
Tire & Rubber Company of 


Akron, | 


Ohio, has been completed and the new | 


building is now in use. 

The new building increases the ca- 
pacity of the factory about 30 per cent. 
The new building forms the main en- 
trance to the plant and the general 
offices are now located in it. 


Hall Now Cleveland Manager 
for Carborundum Co. 


W. W. Sanderson, general sales man- 
aver of the Carborundum Company, 
Niagara Falls, N. Y., announces the 
appointment of Farrand P. Hall as dis- 
trict sales manager in charge of the 
Carborundum sales organization and 
branch warehouse at Cleveland, Ohio. 
Mr. Hall succeeds John MacArthur, who 
has been district sales manager at 





vice-president; Edward P. Daily, sec- 
ond vice-president; Robert Pearsall, 
secretary, and Henry F. Bond, treas- 
urer. 

In his annual report, Secretary Pear- 
sall announced a membership gain of 
10; he expressed for the organization 
appreciation to H. A. Cornell for his 
splendid supervision of the question 
box, his general help and interest, and 
for his excellent work in conducting 
the recent Metropolitan dinner. It 
was also learned that Mr. Cornell and 
R. J. Atkinson, director of the N. R. 
H. A. and past president of the New 
York State Association, have each 
missed but one meeting in 12 years. 
The secretary also expressed apprecia- 
tion to Hardware Age for its continued 
interest. 

Observation of the recent State con- 
vention were reported by R. J. Atkin- 
son, H. Brown, P. J. Tarzian and A. H. 
Grafenstadt. It was generally agreed 
that the State convention was very edu- 
cational, and that the small amount of 
the trip’s cost was really a profitable 
business investment. 

In the question box conducted by Mr. 
Cornell, the peddler, five-and-ten-cent 
goods, window displays and other perti- 
nent retail problems were discussed. 


tail hardware business and returned to 
the Carborundum Company in 1922. 

Mr. MacArthur has been a member 
of the Carborundum sales force since 
1909, having been appointed to the 
sales staff of the Boston, Mass., branch 
warehouse of the company in February 
of that year. In January, 1919, he was 
made district sales manager at Cleve- 
land. 


Turner Mfg. Co. Will Erect 
New Plant 
The Turner Mfg. Co., Kokomo, Ind., 


will erect a large new plant to facili- 


—————————EEee——————e—————EE 


Cleveland during the past five years. | 


Mr. MacArthur has been assigned to 
special sales service work and will be 
located at the main office of the Car- 
borundum Company at Niagara Falls. 


The appointments are effective April 1. | 


Mr. Hall joined the Carborundum 
sales force in 1914 as salesman, cover- 


ing the territory in and about Montreal | 


and the Maritime Provinces. From 
1916 to 1922 he was engaged in the re- 


tate necessary production expansion on 
the company’s line of automobile ac- 
cessories. The new plant will be a 
two-story structure, brick and _ steel 
construction, and will provide 20,000 ft. 
of floor space. 
cludes a number of specialties for Ford 
cars and Fordson tractors. 


A. J. Kieckhefer Elected Pres- 
ident Nat’] Enameling & 
Stamping Co. 

At the meeting of the directors of 
National Enameling & Stamping Com- 
pany, held at the company’s offices at 
411 Fifth Avenue, New York, Alfred J. 


Kieckhefer was elected president to 
succeed George W. Niedringhaus, who 





The company’s line in- | 





retired to become chairman of the 
board. George V. Hagerty, treasurer 
of the company, was elected first vice- 
president and will also continue to act 
as treasurer. 

Mr. Kieckhefer, the new president, is 
a son of F. A. W. Kieckhefer, one of 
the founders of the company, and after- 
ward its president. The elder Kieck- 
hefer held this office at the time of his 
death in 1919. 

Alfred J. Kieckhefer is thirty-nine 
years of age and has been associated 
with the company for over seventeen 
years. He has been a member of the 
executive committee of the company 
for the last five years, and for the past 
year has been managing director of 
factories. 


Devoe & Raynolds Conven- 
tion Held in New York 


The 1925 sales convention of the 
Devoe & Raynolds Co., Inc., New York 
City, was held at the Waldorf-Astoria 
Hotel, New York City. The convention 
was attended by branch managers, 
traveling sales managers, retail store 
managers and salesmen from all over 
the United States. 

President E. S. Phillips spoke on the 
recent reorganization and on plans for 
expansion of the company’s business. 
He discussed general business condi- 
tions, the new Devoe plan and the 
financing of painting contract and 
other matters of general policy. Vice- 
president and general manager E. D. 
Peck outlined new sales ideas and cam- 
paigns. 

The detail work of sales managers 
was outlined by vice-president and di- 
rector of sales P. LeB. Gardner. Vice- 
president and director of administra- 


tion A. C. Stephan spoke on branch 
administration and other matters of 
business operation. Production and 


plant matters were discussed by E. 8S. 
Blackledge, vice-president and director 
of plants. Other talks were given by 
A. F. Adams, secretary; FE. Bruce 
Prindle, vice-president and director of 
purchases; F. W. Benedict, R. A. 
Church, F. W. Vogel, T. E. Damm, ad- 
vertising manager, and Emery Wil- 
liams of C. J. Williams & Co., Brook- 
lyn, N. Y. °* 


Merritt Elected Chairman 
Yale & Towne Mfg. Co. 


Schuyler Merritt of Stamford, who 
is a Representative in Congress, was 
elected chairman of the board of the 
Yale & Towne Manufacturing Co., 
Stamford, Conn., at the annual meeting 
of the board held March 12. He suc- 
ceeds Henry R. Towne, who died on 
Oct. 15, 1924. Gabriel S. Browne of 
Easton, Pa., was elected director in 
Mr. Towne’s place. The other officers 
were reelected, except that J. Henry 
Towne declined reelection as treasurer 
and was succeeded by Addison Boren 
of Stamford. 
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Searles Addressed Nutmeg- | 


gers on Vital Salesmanship 
Angle 


The vital angle of salesmanship is 
not stopping when the order is secured 
but thoroughly instructing every mem- 
ber of the firm and every employee 
in one’s goods so that they in turn can 
can intelligently sell the same, Fred- 
erick A. Searles, vice-president Lan- 
ders, Frary & Clark, New Britain, 
Conn., told the Nutmeggers at their 
regular meeting March 11 at the Hotel 
Burritt, New Britain. President Leon 
Schwartz of Patterson, Sargent Co. 
presided, with 25 members present. 

At this meeting the entertainment 
committee reported that the organiza- 
tion will hold a sheep roast party early 
in the summer. 

The next regular meeting will be 
held at the same place April 8. Re- 
spective members and others wishing 
further information may communicate 
with Secretary Linford C. White, P. O. 
Box 1029, Waterbury, Conn. 


—_——-—-—-- -—- 


H. D. Taylor Co. Appointed 


Osborn Distributors 


L. C. Thompson, district manager in 
northern New York and western Penn- 
sylvania of the Household Brush Divi- 
sion of the Osborn Manufacturing 
Company, Cleveland, announces the ap- 
pointment of the H. D. Taylor Com- 
pany, Buffalo, N. Y., as authorized dis- 
tributors of Osborn Household Brushes 
in that district. 

As distributors, the H. D. Taylor 
Company will carry an adequate stock 
of all Osborn brushes, including assort- 
ments. 

In cooperation with Mr. Thompson, 
H. D. Taylor Company salesmen will 
work very closely with the hardware 
trade in the development of the market 
and in promoting the widest possible 
sale of Osborn brushes. 

The Osborn line is distributed 
clusively through retailers. 


ex- 


C. W. Pitt Co. Moves to 
Larger Quarters 


C. W. Pitt Co., Inc., Philadelphia, 
Pa., manufacturers’ agents, handling 
Philadelphia distribution for hardware 
manufacturers, have moved into larger 
quarters at Fifth and Arch Streets, 
where the company will occupy the en- 
tire building at the northwest corner. 

C. W. Pitt Co., Inc., represent the 
Evansville Tool Co., Evansville, Ind.; 
the E. T. Fraim Lock Co., Lancaster, 
Pa.; the Reading Knob Works, Reading, 
Pa.: Sands Level & Tool Co., Detroit, 
Mich.; Pittsburgh Shovel Co., Pitts- 
burgh, Pa., and United States Sales 
Corporation, San Francisco, Cal. 





North Jersey Dealers Favor 
Small Accounts Bill 


At the regular meeting of the North 
Jersey Hardware & Supply Association, 
held Tuesday, March 10, at the Down- 
town Club, Newark, N. J., members 
present went on record as being in 
favor of proposed bill No. 115 which 
relates to the collection of small ac- 
counts by New Jersey courts without 
the necessity of a lawyer or collection 
agency. It is understood that the court 
clerk will handle this matter for 
amounts not exceeding $35. The mer- | 
chant will pay $1 fee and will be re- 
sponsible for any postage necessary. 

President Arthur Manser, Summit, 
N. J., presided. | 

Louis Schilling took charge of the | 
question box discussion which em- 
braced such subjects as would be of | 
interest to retail merchants. It was 
generally agreed: that windows should 
be changed weekly, if possible, and 
that window displays are very valuable 
as a sales asset. Mathias Ludlow was 
very keen in urging members to change 
windows every week. On the subject 
of guarantees there was much discus- 
sion as to the dealer’s responsibility in 
exchanging abused tools. The consen- 
sus of opinion was that such an ex- 
change must often be done as service, 








even though it is often unjustified. In 


American Cable Co. Opens 
Chicago Sales Office | 


With the opening of a district sales 
office at 160 North La Salle Street, | 
Chicago, the American Cable Company | 
announces the appointment of : 
Slingluff to handle sales of the com- | 
pany’s Tru-lay wire rope, Tru-loc fit- | 
tings and other wire rope products in | 
the midwestern States. Mr. Slingluff | 
has been actively identified with the 
wire rope field for more than 26 years | 
and is known in both the production | 
and selling divisions of the industry. 


Miller Elected President of | 
Federal Telephone & | 
Telegraph Co. 

W. W. Miller of Wellsboro, Pa., has | 
been elected president of the Federal | 


Telephone & Telegraph Company and | 
of the Federal Telephone Manufactur- 


ing Corporation, Buffalo, N. Y. He —- | 
Mr. | 


ceeds the late Burt Gage Hubbell. | 
Miller recently was president of the | 


Birkett Mills, Penn Yan, N. Y., and of | 


the Larrowe Buckwheat Flour Corpora- 
tion, Cohocton, N. Y. 


ee 


Leveene Purchases Store 

Henry Leveene has purchased the re- 
tail hardware business of C. R. Hart- 
sock, Fulton, Ohio. 


| Range 


the training of new clerks Mr. Ludlow 
suggested giving responsibility to the 
new clerk and turning him loose in the 
store so that he might acquainf himself 
with the stock and principles of retail- 
ing. Mr. Ludlow said that if the new 
clerk were given the opportunity to act 
on his own resources and was watched 
closely and guided properly he could 
be trained for a useful position. Presi- 
dent Manser cited his own experience 
some years ago, saying that whenever 
he had a spare moment he investigated 
the stock to familiarize himself with 
all the lines carried. 

C. Ludwig of Richfield Springs said 
that when making change at his store 
it was a rule to put the customer’s 
money ona shelf of the cash regis- 
ter, so that there could be no discussion 
as to the amount given by the customer 
when the change was delivered. He 
also recommended counting back the 
change to prevent misunderstanding. 

Combating the “Glorified Peddler” 
was discussed at great length. It was 
learned that Elizabeth, N. J., had 
measures which necessitated a license 
and tax by all peddlers. In Richfield 
Spring's it was learned that the police 


department regulate peddling very 
strictly. 
Engman-Mathews  Reorgan- 


ized as Engman Range 
Eternal Co. 


It has been announced that the Eng 
man-Mathews Co., Goshen, Ind., manu- 
facturer of the Range Eternal line of 
stoves, has been reorganized and nor- 
mal preduction has been resumed. The 
firm has reorganized as the Engman 
Eternal Co. and will continue 
under the same management, under the 
direction of Harry A. Engman, Jr. The 
reorganization plan provides facilities 
for expansion of production and distri- 
bution. 


Decatur & Hopkins Appointed 
Ferdinand Distributors 


Decatur & Hopkins Co., 93 Berkeley 
Street, Boston, Mass., has been ap- 
pointed New England distributor for 
L. F. Ferdinand & Co., Boston, Mass., 
manufacturer of Jeffery’s marine glues, 
and Ferdico products. Decatur & 
Hopkins Co. will carry a complete 
stock to permit prompt shipment of 
orders, 


John J. Mapp Dead 


John J. Mapp, New Orleans manager 


of the National Enameling & Stamping 


Co., died Monday, March 9. Mr. Mapp 
was buried in Norfolk, Va., which was 
his home town. 
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Handy Ironing Board Is 
Different 


The Menominee Box & Lumber Co. 
of Menominee, Mich., are the manu- 
facturers of a rather unique household 
appliance which they are calling the 
“Handy Ironing Board.” 

One end of the board is slotted so 
that it will fit the edge of any table 
or shelf, while the other end is sup- 
ported by an adjustable leg. This leg, 


which can be made any height from 25 
connected 


to 33 with the top 


In., is 




















in such a way that by setting the board 
in position and dropping the leg to the 
floor, the slot tightens. This not only 
makes it impossible for the board to 
slip from the table but also holds it 
absolutely rigid. 

In the construction of the ironing 
board each working joint is put to- 
gether with bolts, which can be easily 
tightened if they become loose through 
long service. : 

The comnany supplies also a pad and 
slip-on for the board if desired at an 
additional price. The whole outfit was 
tested for nearly a year by the Good 
Housekeeping Institute and a certificate 
of approval has been issued. 


Remington Knife for Radio 
and Electrical Use 


The  Electrician’s Radio Knife, 
4548, has recently been placed on the 
market by the Remington Arms Co., 
Inc., 25 Broadway, New York City, with 
u view of meeting the demand from 
electricians, radio tinkers and handy 
men around the home for a practical, 
sturdy knife designed to meet and 
stand up under exacting requirements. 

The knife is equipped with two 
blades. One is a combination screw- 





R 4548 


driver and wire-scraping blade equipped 
with a locking device to prevent it 
from closing on hand when in use. 
The other is a sheep-foot blade with 
keen, durable cutting edge. This knife 
is just the right tool to use on a hook- 
up or on the occasional wiring job 
around the house. 

The handle is genuine English coco- 
holo; the bolsters 18 per cent nickel 
silver; the lining brass. Length, closed, 
3% in. This knife conforms in every 
way with Remington’s uniform high 
standards of quality. 
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New Electric Vacuum Cleaner | 


Marketed by George Worth- 
ington Co. 
The George Worthington Co., Cleve- 


land, has brought out an electric vacu- 
um cleaner known as the G W C clean- 


Qa 





er which is shown in the accompanying 
illustration. While this does not differ 
in general design from other cleaners 
of this type, it has a number of new 
features that are regarded as improve- 
ments. While substantially built, it 
is light in weight, weighing less than 
12 lb. It has a 13-in. nozzle. Beneath 
the motor housing is a swiveling rear 
caster which helps to make the cleaner 
easy running. The machine has four 
attachments that include an 8-in. flex- 
ible hose, an aluminum coupling for 
diverting the suction from the nozzle 
to the hose, an aluminum tool for use 
on upholstery, cushions, mattresses, 
etc., and an aluminum tool with brush 
for use on clothing, shelves and wood- 
work. 


Insulated Tree Trimmeér 


The Bartlett Mfg. C., 428 East La- 
fayette Avenue, Detroit, Mich., has 
placed on the market a new insulated 
tree trimmer, known as No. 1 Power 
Insulated Tree Trimmer. 

The insulated tree trimmer is made 
with the pull lever 4 ft. from the head 
and 30 in. of hard fiber insulator % in. 
in diameter, which is used in place of 
the solid Bessemer rod as is the case 
with their other tree trimmer. To each 
end of the hard fiber insulator is at- 
tached a piece of %-in. Bessemer rod 
which in turn operates the compound 
lever attached to the blade. The in- 
sulator has been placed on this pole 
to insure absolute safety in trimming 
around high tension wires, and par. 
ticular stress is laid upon the fact that 
this tool is now being used as standard 
equipment by several of the largest 
power companies which do all of their 
trimming close to high voltage. In ad- 
dition to the insulator, this tool is sup- 
plied with a wooden pull lever handle to 
which is attached a rope to operate the 
trimmer at its full length. 
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New Washer Has Unique 


Features 


Vortex is the name of a new washer 
which Haag Bros. Co. is introducing to 
the trade. 

This new model consists of an at- 
tractively designed frame with an espe- 
cially clean-cut underneath appearance 
and supporting an extra heavy gage 
circular copper tub of 23 in. diameter, 
the tub being covered by a rust-proof 
domed lid. Surmounting this tub is the 
new Haag all-metal wringer with soft 
rubber rolls. 

The cleansing action of the -nachine 
is produced by a cast aluminum agi- 
tator which is to be known as the 
“Vortex.” This “Vortex” rests at the 
bottom of the tub, on a center shaft, 
and whirls in a semi-circular swirg 
that creates a tremendous disturbance 
in the suds. The load is thus whirled 
through the suds (or the suds through 
the load, if you like that better) at a 
rate that results in a remarkably quick 
cleansing speed. 

There is a minimum of wear on the 
garments, since they are practically 
floating in the water that is moving so 
swiftly. The sides of the tube are 
polished smooth, so there is no “rub- 
bing” against the sides of the tub. 

This machine, while new to the trade 
and public, has been most thoroughly 
tested out for over a year, the Haag 
Brothers being very reluctant to put 
anything on the market that might 
—e show up some unanticipated 
faults. 


Hoge Making New Reel— 
New Name Given Old Model 


The Hoge Mfg. Co., Ine., 215 Fulton 
Street, New York Clty, has changed 
the name of its Eveready Dustless 
Clothes Line Reel to the Lowell Clothes 
Line Reel. It is said that the metal 
container of the reel has been improved 
both in construction and appearance 
and will be finished in green enamel. 
The company is putting a new reel on 
the market, which will be finished in 
white enamel with solid brass trim- 
mings, heavily nickel plated. The new 
white enameled reel is designed to ap- 
peal to the housewife for use in white 
bedrooms, kitchens and _ bathrooms, 
where the green reel might clash with 
the color scheme. 


National Rifle Day Will Be 
Observed June 6 


A second annual observance of 
National Rifle Day will be observed 
Saturday, June 6, under the auspices 
of the National Rifle Association. of 
America in cooperation with the Na- 
tional Board for the Promotion of 
Rifle Practice in the United States. 
Every rifle club in the country will be 
urged to participate in this observance 
with contests and other events to de- 
termine contestants for the American 
championship. Programs and other 
data will be available later. 
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General Market News 








Spring Hardware Active; 
Collections Favorable; 
Western Dealers Busy 


Spring goods are moving actively in all hardware mar- 


kets. 
in several centers. 


ware are requesting immediate delivery. 


An early demand on screen wire has been reported 
Retailers placing orders on spring hard- 


Weather condi- 


tions have not yet been favorable for steady spring sales. 
A few good days in various cities are reported to have been 
reflected in improved consumer demand. 

West of Pittsburgh general hardware business appears 
more active than in the section east of that city. Reports 
from the smaller towns are very encouraging, though city 


trade has lagged somewhat. 


Hardware firms are preparing for a banner selling season 


on spring hardware. 


Chicago Prices Are Firm 
with Sales Fair 


While there is somewhat of a ten- 
dency on the part of retailers to wait 
for warmer spring weather, sales in 
the Chicago market continued in a rea- 
sonably satisfactory volume this past 
week, The demand for summer goods 
was slightly dormant but this was 
largely overbalanced by the increasing 
demand for all items of builders’ hard- 
ware. Building permits for the first 
two months of this year in this terri- 
tory are running approximately 35 per 
cent over the same period last year and 
while the activity so far has been con- 
fined largely to the cities, operations 
are now beginning in the smaller 
towns and rural districts. 

Prices have remained practically sta- 
tionary this week, but there continues 
to be a strong advancing tendency and 
there are several predictions of higher 
prices to come due in most cases to 
already advanced cost of raw materials. 





Spring Goods Moving in 
Pittsburgh District 


The Pittsburgh district hardware 
trade continues to report quiet busi- 
ness, but if there is any definite ten- 
dency one way or another it is in the 
direction of improvement. There is a 
somewhat freer movement from _ job- 
bers’ stocks of spring lines such as 
farm and garden tools, poultry netting 
and wire cloth. The dullness is chiefly 
in the staple lines. Price tendencies 
still are higher. One maker of lawn 
mowers has just announced advances 
from $2.25 to $4 apiece with no change 
in the discounts. Higher prices also 
are noted for blow torches in a new 
list recently issued. Sheet steel prices 
have eased off at the mills and this 
may mean some downward revision in 





Collections appear very satisfactory. 


prices of sheet steel products. Collec- 
tions are irregular in this district, run- 
ning good in some localities and poor 
in others. The general average is fair. 





Good Spring Trade Expected 
in Twin Cities Area 


This is the period when the trade is 
awaiting the breaking up of the winter, 
and looking forward to the spring trade 
which will start as soon as there are 
signs of the change in the seasons. 
Dealers in general have placed their 
orders, have their initial spring stocks 
in place, and are ready for business. 
Some dealers are filling in the time 
with special sales of materials for the 
early house-cleaning time, and are 
finding that it pays. 

Collections are about norma! for this 
time of the year, and the outlook is for 
a very good business in all lines. 
Building promises to be very good, both 
in residence and in commercial work. 


U. S. Gold Stock Declines 
$58,505,229 in February 


The gold stock of the United States 
decreased $58,505,229 during February, 
according to an announcement made 
recently. The country’s total stock on 
March 1 was $4,423,602,079. 

A decline of $65,299,706 took place 
in the gold stock during January and 
in December there was a decrease of 
$22,660,361, so that the total decline 
for the three months was $146,465,296. 

J. P. Morgan & Co. last month com- 
pleted shipments of $50,000,000 of the 
precious metal to Germany, made out 
of the proceeds of the $110,000,000 
loan. Shipments, however, have been 
resumed to Germany this month and 
the present movement may also reach 
$50,000,000, according to present indi- 
cations. 





Improved Weather Helps 
N. Y. Hardware Sales 


At press time the metropolitan area 
had experienced two or three very 
pleasant, springlike days. This im- 
provement in the weather was quickly 
reflected in a better buying tone by 
consumers. Retailers say that the 
continued good weather should help 
create an active hardware market. 
There are few price changes given else- 
where on this page. Prices generally 
are firm. There do not appear to be 
as many advances as were expected. 
Spring goods continue to be the most 
active feature in the market. 

Collections are very satisfactory in 
the New York territory. 


Cleveland Jobbers Shipping 
Spring Goods to Dealers 


Cleveland jobbers are making heavy 
shipments of orders for spring mer- 
chandise and are booking a fair vol- 
ume of new business. Considerable 
additional spring buying is expected. 
Retailers are carrying good stocks and 
look for a good spring trade. While 
the retail trade has experienced the 
usual seasonal lull, many retailers re- 
port that their sales the past few 
weeks were larger than during the cor- 


responding period a year ago. The 
market is firm with few important 
price changes. Bolts and nuts have 


advanced, reflecting the advance made 
by a manufacturer some time ago. 


Hardware Price Trend Up- 
ward in New England Market 


Based 6n changes reported the past 
week in the Boston wholesale hardware 
market, the trend of prices is still up- 
ward. There are exceptions to the rule, 
to be sure. The most important ones 
uncovered the past week were a de- 
cline of 40c. each in rubbish burners 
and lc. a lb. in sheet lead. 

On the upside, half patent axles, 


builders’ hardware, halter, hammock 
and tire chains, stake irons, chain pipe 
vises, drop forged and chain pipe 


wrenches, copper, brass and annealed 
wire have been advanced by jobbers on 
fresh lists issued by makers; bolts have 
gone up on manufacturers’ lists but 
not on jobbers; while jobbers have 
made belated advances on crowbars, 
ammunition, heavy hammers and picks 
and mattocks. 


—_—_— 


Spring Weather Helps 
Business 


“A week of spring weather has found 
reflection in a moderate increase in job- 
bing and retail trade and some expan- 
sion in building operations and in buy- 
ing of construction materials,” states 
Bradstreet’s. 
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Spring Lines Moving in Pittsburgh— 
Prices Tending ‘Toward Higher Levels 


(Pittsburgh office of HARDWARE AGE) 
HE hardware trade here is experiencing quiet times, 
but it seems to be largely a seasonal condition. 

the past few days there has been a very fair move- 
ment of spring goods from jobbers’ stocks and the expec- 
tation is pretty general that with the arrival of perma- 
nently good weather business will expand appreciably. 
Price changes in the past week have been few but usually 
One change is an advance of $2.25 
to $4 a piece in lawn mowers by one large maker, came 
as a good deal of a surprise to the trade, since usually 
advances do not come until about the end of the season, 
and this one comes just at the beginning of the season. 
advance has been made 
These constitute the week’s most important changes, but 


toward higher levels. 


A substantial 


AUTOMOBILE ACCESSORIES.—Busi- 
ness still is slow in this district and 
jobbers do not know the reason. It is 
probably a seasonal condition, and as 
weather conditions favor the use of 
pleasure vehicles it is probable the de- 
mand will be larger. 

BLOW TORCHES.—Materially higher 
prices are noted in new prices in a new 
list just issued by the Clayton & Lam- 
bert Co., Detroit. Jobbers here now 


are quoting No. 210 at $6.30 each, and | 
No. 146, | 


No. 32, $6.30; No. 144, $5.25; 
$4.90. 





BUILDERS’ HARDWARE.—The ap- | 
proach of spring and more favorable 
weather for building is bringing in 


demands upon the jobbers for finished 
goods. Building activities in this im- 
mediate district are pretty extensive, 
and it looks like a good year. 
show no change. 
CONDUCTOR PIPE.—Business has 
been a little slow, but there are signs 
of betterment as spring approaches. 
Prices show no particular change. 


We quote out of Pittsburgh ware- 


houses: 

Galv. sheets, steel pipe, No. 2s 
gage, 3-in., $5.25 per 100 ft.; Copper 
pipe, 2 to 5-in., 16 oz., 32 per cent off 


list on direct mill shipments and 28 
per cent off list out of jobbers’ 
FARM AND GARDEN TOOLS.—Job- 
bers here report some quickening of 
the movement of these lines to the 
retail trade and in view of the fact that 
the sun is getting higher daily they 
believe that it will be the beginning of 
the real spring movement. The Cold- 
well Mfg. Co., Newburgh, N. Y., has 
just issued a new price list which 
showed an advance of from $2.25 to $4 
a piece in its line of lawn mowers. 
There seems to be an expectation that 
other manufacturers will follow suit. 
This is an important change, seeing 
that the manufacturers no longer write 
blanket orders and in case there are 
large demands a little later on forcing 
repeat orders, this advance will become 

effective. 














has dropped 
Prices | PP 





In 


the discard. 


reasonably well. 


in blow torches. 
become effective. 


LEAD WASHERS.—Prices have fur- 
ther declined in keeping with the pri- 
mary market. The new prices recently 
announced by the Raymond Lead 
Works, Chicago, show a drop of 50c. 
per 100 lb., as compared with the re- 
cent peak prices. This company now 
quotes as follows: 


In bulk in 50 Ib. boxes, $13.65 per 
100 Ib. In bulk in 100 Ib. boxes, 
$13.50 per 100 Ib. In 5 Ib. paper car- 


tons in 50 lb. boxes, $14.40 per 100 Ib. 


In 5 Ib. paper cartons in 100 Ib. 
boxes, $14.25 per 100 Ib. Less 10 per 
cent jobber’s discount. F.o.b. Chi- 
cago, Ill. Freight equalized with St. 


Louis and Cincinnati. Terms: 30-2-10. 


ROOFING PAPER.—A new price list 


just issued by the Barrett Co., makes 
an advance of 5c. per roll in all grades 
of roofing paper. 


PAINTING MATERIALS.—White lead 
Yc. per lb. Lead and 
turpentine are holding at recent prices. 
Ready mixed paints and painting ma- 
terials generally are moving with a 
little more freedom than recently, and 
it is believed that this marks: the be- 





ginning of the real spring demand. 
Prices to retailers: 
tendy mixed paints, best grades, 
$3.10 per gal. Lower grades, $2.50. 
White lead, l6c. per Ib. in 100 Ib. 


3; 10 per cent less in lots of 500 Ib. 
or more and an extra 5 per cent less 
in lots of a ton and more; turpentine 
$1.10 per gal. in barrel lots: linseed 
oil, $1.29 per gal. in barrel lots. 


SHEET METAL.—Sheet copper has 
declined slightly, but sheet zinc is hold- 
ing at recent prices. Jobbers report 
a fair demand. 


We quote sheet copper at 23%c. 
per Ib. from jobbers’ *stocks and 
23%ec. per Ib. on direct mail ship- 
ments; sheet zine, 12%c. per Ib. in 
loose sheets: 11%c. in 100 Ib. casks; 
114c. in 300 Ih. casks and 10%ec. in 
(00 Ib. casks. 


SOLDER.—The market has eased off 
slightly in keeping with the component 
metals. Jobbers here are quoting half 
and half at 35%c. per Ib. out of stock. 


STOVE PIPE AND ELBOWS.— Manu- 
facturers in this district are finding 
advance orders for fall delivery to be 
quite satisfactory. Prices are holding 


low prices, especially on attractive tonnages. 
advance on wire products does not yet appear to have 








increase rates of postage. 
_been made a special order of business 





there is a possibility that recent developments in the steel 
market may have considerable bearing upon the future 
course of hardware items into which steel enters. 
most recent advance in sheets of $2 a ton never found 
much basis in sales and now is definitely regarded as in 
Manufacturers of sheets produced very 
heavily in December and January and apparently not 
only worked off a large percentage of their business but 
by the same token filled up a good many of their cus- 
tomers, and lately there has been a good deal of a 
scramble for enough business to keep the mills running 
This, of course, has meant some pretty 


The 


The last 


at the levels announced several weeks 
ago. 

We 
stove 
houses, 
100 =joints; 


polished blue nested 
from Pittsburgh ware- 
28 gage, 6 in., $15 per 
elbows, $1.48 per doz. 

Nickeled stove pipe, 4 in., 85c. per 

joint; elbows, 75c.; collars, 40c. 
WINDOW GLASS.—Some disappoint- 
ment is expressed that business has not 
yet shown improvement common to 
this time of year. Prices also are un- 
satisfactory, as there is considerable 
competition for business. Single 


quote 
pipe 
No. 


strength A and B is quoted at 84 per 
cent off list, double strength A 86 per 
' cent off list and B 87 per cent off list. 





Sterling Expects Postal Salary 
Bill to Pass 


(Washington office of Hardware Age.) 

Chairman Sterling of the Senate Post 
Office Committee expresses great con- 
fidence that the present Congress will 
pass the bill raising postal salaries and 
This bill has 


but can be laid aside at any time on the 
vote of the Senate. 

A series of amendments have been 
prepared by influential Senators, the 
adoption of which would emasculate 
those features of the bill providing for 
increased postage rates. Senator Oddie 
of Nevada expects the vigorous support 
of publishers of newspapers, maga- 
zines and trade journals for his amend- 
ment to eliminate the one-cent-a-pound 
increase proposed on second class mail 
matter subject to first and second zone 
rates. Users of third class mail are 
protesting against the section of the 
bill under which the weight limit in 
that class would be reduced from eight 
to four ounces, while the mail order 
houses and the big department stores 
are making a desperate fight against 
the service charge of two cents on each 
parcel post package. 

The pending bill is designed merely 
as a stap-gap to provide revenue to de- 
frav the postal salary increases until 
the Congressional postal committees 
can agree upon a bill for rate increases 
based on further and more intensive 
study of the operation of the rates in 
the various classes. 























March 19, 1925 HARDWARE AGE 


or 


0% 


























\ ee LAY 
Su A ss 


7 









ys | 
AU} | 


2A 











Used and recommended by a number of the world’s largest manufacturers of sterling 
silver, silverplate, and other bright polished metal merchandise 


TOP-TARNISH” absorbs from the air ‘Stop-Tarnish’’ performs just as efficiently in 
all the gases which cause tarnish, cor- the household as in the store. Housewives 
rosion and rust. Its action is constant, rapid, | who place “‘Stop-Tarnish” in their buffets, 
positively retentive and automatic. etc., will put an end to the drudgery of clean- 
ing silverware. Every woman is eager to pur- 


Stop-Tarnish” economically eliminates the 4°. “Stop-Tarnish.” 


costly and annoying operation of continually 
polishing bright metal merchandise on display.  ‘“‘Stop-Tarnish” is packed in very attractive 
Thus by placing “‘Stop-Tarnish” inyourshow and convenient white containers of two dif- 
cases, etc., you insure the original factory fin- ferent sizes. One size for store use and one 
ish on silverware and other bright polished size for household use. These containers are 
metal merchandise. known as the Store and Consumer Units. 


The Consumer Units are packed in attractive counter-display car- 

tons containing one dozen units. Net profits made from the sale of the 

Consumer Units will greatly exceed the cost of installing “Stop- 

Tarnish in your cases, etc. Therefore, by both using and selling 

‘‘Stop-Tarnish” you immediately replace a costly overhead expense 
with constant profit 


If your jobber cannot supply you with “Stop-Tarnish” 
write to us for prices and descriptive literature 


eesteuines WOOLWORTH CHEMICAL COMPANY A 
ae LITITZ, PENNA.., U. S. A. Cunt dite Ont 


‘ mn containing one dozen 
Patent applied for Consumer Units 
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Wholesale Business Consistent in Cleveland 


Market—Retail Sales Ahead of Last Year’s 


(Cleveland office of HARDWARE AGE) 


HOLESALE business is fair and about equal in 
volume to that in February. is i 


as rather 


retailers stocked up heavily. 
complaining of business, 


for a more active buying. 


AUTOMOBILE 
SORIES.—tTire sales have picked up 
quite a little but retailers are not 
stocking ahead. Accessories are slow. 


We quote from jobbers’ stocks, 
f.o.b. Cleveland: Miller Falls, No. 
145 jacks, $4.75; Reliable jacks, No. 
1, $2.33; No. 2, $3.33, in lots of 12; 
Derf. spark plugs, 96c. each for all 
sizes in lots of less than 50; Cham- 
pion X spark plugs, 45c. each for 
less than 100 and 41c. each for over 
100; Champion regular, 53c. each for 
less than 100, all sizes; 50c. each for 
over 100; Reliable jacks, No. ~~ $1; 
No. 1, $1.25; Nos. 2 and 3, $1.7 


AXES.—A fair volume of aeetaiee is 
being booked for fall shipment. Prices 
are firm. 


Jobbers quote f.o.b. Cleveland: 

First grade single bitted rustless 
black finished, handled, $20.20 per 
doz.; unhandled, $15.20 per  doz.; 
bronze finished, handled, $19 per 
doz.: unhandled, $14 per doz.; double 
bitted, $5 per doz. additional for all 
types; 60c. increase for dozen lots 


and similar ad- 


weighing 42 to 48 Ib. 
lb. additional 


vance for each 6 
weight increased. 
BATTERIES.—The demand for radio 
batteries is holding up well but there 

is no change in prices. 


Jobbers quote f.o.b. Cleveland: 
No. 766 B batteries, $1.30 each for 
unit packages and $1.40 for small 
lots, 

No. 6 ignition type dry cell bat- 
teries, 29c. each. 


BOLTS AND NUTS.—Some of the job- 
bers have advanced prices about 5 per 
cent on most items outside of large 
machine bolts. When the manufac- 
turers advanced prices a few months 
ago jobbers had contracts at the old 
prices and made no change in their dis- 
counts. However, their low priced 
stocks are getting well cleaned out and 
they are marking up prices to conform 
with the present market situation. 
Sales are fair. 


Jobbers quote f.o.b. 

Large machine bolts, cut threads, 
50 and 10 per cent off list: small 
rolled threads, 60 and 5 per cent off 
list; carriage bolts, large and small 
cut threads, 45 and 5 per cent off 
list; stove bolts, 75 and 10 per cent 
off list; hot pressed nuts, 


$3.90 off 
list; small rivets, 65 and 5 per cent 
off list. 


BINDER TWINE.—While prices have 
not yet been named for the season, 
manufacturers have issued prices for 
immediate orders only which represent 
a sharp advance over a year ago. 


Cleveland: 


This is regarded 
satisfactory in view of the fact that 
jobbing business was unusually good in January and most 
While local merchants are 
many of them say that their 
sales during the past few weeks have been better than 
during the corresponding period last year. 

When spring opens up both jobbers and retailers look 
Jobbers are now sending out 


TIRES AND ACCES. | 


| 











and steel goods. 


on wrenches. 
sharply. 


changed. 


Cleveland for 


$7.25 
$7 


Jobbers quote f.o.b. 
immediate shipment. 

First quality binder’ twin, 
per 50 Ib. bale; second quality, 
per bale. 


CIDER MILLS AND PRESSES.— 
Manufacturers have announced that the 
prices that prevailed last year have 
been reestablished for 1925 and jobbers 
have commenced to take orders for 
early fall delivery. 


COPPER RIVETS AND BURRS.—A 
sharp advance has been made on copper 
rivets and burrs. Jobbers now quote 
rivets separately or rivets and burrs 
together at 30 and 5 per cent off list 
and burrs alone at list plus 15 per cent. 


HANDLES.—tThere is a fair demand 
for tool handles for early spring ship- 
ment. Prices are unchanged. 

Jobbers quote f.o.b. Cleveland: 


Axe Handles.—No. 1 hickory, $4.25 
per doz.; No. 2, $2.90 per doz.; finest 
selected white hickory, $6 per doz.; 


special white second growth hickory, 


$5 per doz. 

Hatchet and Hammer Handles.— 
No. 7, 90c. per doz.; finest growth 
hickory, $1.50. 

Hay Fork Handles — Straight, 
chucked and bored, XX, t., $3.75 
per doz.: 5 ft., $4.50 per doz.; bent, 
4%, ft., $4.15 per doz.; 5 ft., $5. 10 per 
doz.; X, bent, 4% ft., $2. 90 per dbz. ; 


5 ft., $3.20 per doz. 

Manure Fork Handles.—Bent XX, 
4 ft., $3.90 per doz.: 4% ft., $4.25 per 
doz.; X, bent, 4 ft., $2.80 per doz.; 
4% ft., $2. 90 per doz. 

Garden Hoe Handles.—XX, 4% ft., 
$3.30 per doz.; No. 1, 4% ft., $1.50 per 
doz. 

Garden Rake WHandies.—XX, 6 ft., 


$6.25 per doz.: No. $2.65 per doz. 
~seare Handles. tegular pattern 
XX, 4% ft., $5.90 per doz.; X, 4% ft., 
3.75 pe r doz. ; D handle, $5.60 per 


doz. 
: Spade Handiles.—X grade, $5.40 per 
oozZ. 


INCUBATORS AND BROODERS.— 
Although it is getting rather late in the 
season, there is still a very good de- 
mand for both incubators and brooders. 


NAILS AND WIRE.—The demand 
continues rather slow. Retailers have 
good stocks and their sales are not 
heavy as the building work has not yet 
got under way. 


Jobbers quote as _ follows from 
stock: 

Nails, less than car lots, $3.35 per 
keg: No. 9 galvanized wire, $3.70 
per 100 Ib.; No. 9 annealed wire, $3.25 
per 100 1lb.; cement coated nails, $2.60 
per 100 Ib.: polished fence staples, $4 
per 100 Ib.; galvanized fence staples, 





spring merchandise such as lawn mowers, garden hose 


A fair volume of spring buying has 


developed in washing machines and vacuum cleaners. 
Fishing tackle and baseball goods have commenced to 
move for early shipment. 

The market generally is firm with a few price changes. 
Locally advances have been made on bolts and nuts and 
Copper rivets and burrs have advanced 
Some manufacturers have marked up manila 
rope 3c. a lb. but the Cleveland jobbing price has not been 
White lead has declined %c. a lb. 


$4.15 per 100 lb.; miscellaneous nails 
and wire brads, 70 and 10 per cent 


of list. 
Barbed wire, 100 lb. spools,’ gal- 
vanized, $4.05; 80-rod spools, Lyman 
same, hog 


4 point cattle wire, $3.61; 


wire, American special hog 
wire, $2.70. 
OVENS.—Spring buying has_ been 


heavy but the demand has quieted 
down. Prices are unchanged. 
Jobbers quote f.o.b. Cleveland: 


Security ovens, two burners, plain 
door, 21-in., $2.85; same with single 
or twin glass door, $3; 13-in. for 
oe burner, $2.15; with glass door, 

35 


Boss ovens, plain door, 21-in., 
$2.75; with glass door, $2.95; 13-in. 
single burner, plain door, $2.15; with 
glass door, $2.35. 


PAINTS AND OILS.—A price reduc- 
tion of % cent per lb. has been made 
on white lead. Linseed oil has ad- 
vanced 3 cents per gal. The paint 
market is quiet, most retailers having 
already filled in their stocks for spring. 

Jobbers quote f.o.b. Cleveland: 

Mixed paints, regular shades, best 


grade, $3.10 per gal. for 1 gal. cans. 
Outside white, $3.30 per gal., in 1 gal. 
cans. 

Turpentine in bbls., $1.08; 
bbls., $1.28 per gal. 

Linseed oil in bbls., $1.25; less than 
bbl., $1.40. Boiled, 3c, extra per gal. 


less than 


White lead, in 100-lb. kegs, 16c. per 
lb.; in 50 and 25-lb. kegs, 16\4c.. per 
Ib. ; in 12%4-lb. kegs, 16%c. per Ib.; 

in 500-lb. lots, 10 per cent discount ; 


other prices are net. 


RADIO EQUIPMENT.—Tubes are in 
good demand and there is a shortage 
of some of the dry battery tubes. The 
demand for radio sets has become 
rather quiet. 

ROLLER SKATES.—Sales which have 
been good for several weeks continue 
fairly heavy. 


Jobbers quote f.o.b. Cleveland: 
Union ball bearing, extension roller 


skates, Nos. 4 and 5, $1.45; No. 6, 
$1.55; No. 3, children’s sidewalk 
skates, 78c. 


ROOFING.—There is not much activity 
either in asphalt or steel roofing. 


Jobbers quote f.o.b. Cleveland: 

Heavy weight asphalt roofing, $1.40 
to $2.40 per roll; medium weight, 
$1.30 to $2.10 per roll; light weight, 
medium grades, 98c. to $1. 50 per roll. 


ROPE.—Some manufacturers have ad- 
vanced prices 3 cents a Ib. on manila 
rope. This advance has not yet effected 


Reading matter continued on page 58 
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R-W Industrial Door Hangers for fire doors 
and vertical and horizontal shop doors, 


i 
-~ = < 
=~ — >= 


R-W IDEAL 
Elevator Door 
Hardware for 
silent, safe and 
speedy service. 


A Hanger for Every 
~ Door that Slides! 


There is an R-W Door Hanger suitable for every 





















door that slides—from great round house and car ll y/™ 
shop doors, large enough to admit a locomotive or R-W'Barn Door (i /AM@OL\ 
box car, down to the light sliding doors of show cases ability and eat yj o \ 
and pantries. We are America’s foremost makers of —— Vi 
door hangers for elevators, for factories, for ware- uf aM Y a 


houses and pier sheds, for garages, for barns and for 


use in the home. 

Every R-W Door Hanger is made with painstaking 
care to give a lifetime of care-free service. In fact, 
the extreme durability, ease of operation and perma- 
nence of adjustment of R-W Door Hangers has long 
since made them standard equipment of their kind. 


No matter how puzzling the door hanging problems of your 
customers may be, don’t hesitate to put them up to this fa- 
mous organization of door hanger specialists. We'll gladly 


uo iy 
i ity a Ht % 


—— SLI] DETITE 
equipped gurage 
4 doors slide and 
“4 fold inside,away 
sa] from the wind, 
m 6ice and snow. 


























solve them for you. R-W Vanishing 
° : . P Door Hardware 
Write to Department A for particulars of this free service, he aten 


as well as for literature describing the complete line of R-W 
Door Hangers. 
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the local market. However, jobbers 
will probably advance prices shortly. 
Cleveland jobbers quote Manila 
rope, 24%c. a Ib. from mill and 25c. 
from stock; Sisal rope, 18c. from mill 
and 18%c. from stock. 
SHOVELS.—While these are not mov- 
ing very well, the demand is about 
normal for this time of the year. 
Cleveland jobbers quote: 
Fourth grade shovels, full bundles, 


$10.75 per doz.; less than full bundles, 
$11 per doz, 


SKATES.—A good volume of business 
is being booked in shoe skates, sales 
of which are larger than at this period 
a year ago. 


Cleveland jobbers quote standard 
Alumo skates at $7.25 per pair, an 
advance of 25c. and special at $5.50, 
the same as last year. A new De 
Luxe model is quoted at $10. 


SLEDS.—These have quieted down as 
most of the fall buying has been done. 
Sales have been heavy. 
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Cleveland jobbers quote: 

Flexible Flyers, No. 1, $3.75 each; 
No. 2, $4.75 each; No. 3, $6 each; 
Junior racer, $5.25 each; Racer, $6.50 
each, Jobbers’ discounts are 33% per 
cent, f.o.b. Cleveland, for stock ship- 
ment and 35 per cent, f.o.b. factory, 
for factory shipment, 


STOVE ACCESSORIES.—These are 
quiet at present. Most have already 
placed their orders. Prices are un- 
changed. 

Jobbers quote f.o.b. factory: 


Stove pipe in crates of 25 joints, 
Security blued, 28 gage, 3 in., $3; 
4 in., $3.16; 5 in., $3.37; 6 in., $3.60; 
7 in., $4.20. 

Elbows, Security blued, corrugated, 
28 gage, 3 in., $1.02; 4 in., $1.14; 5 in., 
$1.26; 6 in., $1.38; 7 in., $1.88, all per 
doz. 

Coal hods, galvanized, 17 in., $5.25 
per doz. for open models. Same size 
closed with funnels, $6.50 per doz. 

Stove boards in full box lots, paper 
lined, square, 26 in., $7.35 per doz.; 


28 in., $8.30; 30 in., $9.70; 32 in., 
$11.45; same, wood lined, 24 in.; 
$11.20 per doz.; 26 in., $13.25; 28 in., 
$15.50; 30 in., $18 and 33 in., $21.30; 
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oblong, wood lined, 18 x 24 in., $9.95 
per doz.; 18 x 30 in., $1 : 

in., $15.10; 24 x 36 in., $16.65; oblong, 
paper lined, 18 x 24 in., $6.45; 

30 in., $8; 20 x 30 in., $9.45; 24 x 36 
in., $10.10. 


TACKS.—These are in fairly good de- 
mand and the recent price advance is 
being maintained. 


Jobbers quote f.o.b. Cleveland: 


American cut carpet tacks, No. 6, 
blued, % lb. packages, 27c. per doz. ; 
Nos. 8 and 10, 26c. per doz.; same 
in % lb. packages, 45c., 44c. and 43c. 
per doz., res ectively : wire carpet 
tacks, No. 6, 15c. per doz.; No. 8, 15c. 
per doz.; No. 10, 14%c. per doz.; 
double pointed tacks, % lb. packages, 
No. 10, 29c. per doz.; No. 11, 27c. per 
doz. ; No. 12, 26c. per doz. 


WRENCHES.—Manufacturers have 
advanced open end drop forge wrenches 
about 15 per cent and jobbers have 
marked up their prices accordingly. 
These are now quoted by jobbers at 55 
per cent off list. An attempt is being 
made to establish resale prices. 





A Tip About Demonstrating 


Vacuum Cleaners 








OR every person who specifically asks about a 

vacuum cleaner there are twelve who do not ask, 

but who are inclined to be interested, or who are 
at least potential customers. Acting on that theory 
Charles Brown & Sons, 871 Market Street, San Fran- 
cisco, Cal., have a vacuum cleaner demonstration every 
afternoon in their store, to the right of the entrance, 
where it cannot fail to be seen. 

Persons entering the store, however, very often 
fail to see this demonstration, but the demonstrator 
and the management of the store do not care particu- 
larly whether or not the demonstration is seen by cus- 
tomers as they enter. The demonstration booth is 
situated in such a position, however, that nobody can 
fail to see it as he leaves the store. 

The psychology of this is interesting. Incidentally, 
we had noticed that the demonstrator never attempted 
to attract the interest or curiosity of a person that 
was entering the store, but that he consistently made 
efforts to catch the eye of individuals as they were 
about to leave. We took the liberty of asking Max 
Brown the reason for this. 

“Persons entering the store,” he told us, “invariably 
had something on their minds. They come into the 
store to get something. Consequently, we have in- 
structed our demonstrator to consistently attempt 
to attract the interest of any and all persons leaving 
the store, but under no circumstances to attempt to 


stop a person that was entering the store. It is also 
easier to attract a person’s attention when he is leav- 
ing than it is when he is entering. There are two 
reasons for that. In the first place, his mind is free, 
he has bought what he entered the store for, and in 
the second place, he is in a more observant mood. 

“People seldom think of things they do not see, 
or which they are not at the moment personally 
interested in. We have figured out that for every 
person who comes in here to ask for a vacuum 
cleaner there are at least a dozen who are interested 
in cleaners but who would never think of asking about 
one, unless they happened to fall over one or had it 
directed to their attention. Our clerks are always 
busy. They have many things to sell and to keep in 
mind. It would be asking too much to have them sug- 
gest vacuum cleaners every day, because if they 
aroused a customer’s interest sufficiently it would re- 
quire a demonstration. In order to obviate that we 
have the demonstration continually on display, or at 
least on display on regular intervals, and as a result 
we have been able to get more people interested in 
cleaners than we ever have by any other method.” 

That is why the firm also has a separate section for 
washing machines and vacuum cleaners just across 
the aisle from the rest of the electrical department. 
By grouping certain associated articles in this way 
it has found that customers’ interest was better and 
sales materially larger. 








A Thought for Today 


If it’s not on the shelves you can’t sell it 
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Disston No. 3 Bevel 


This bevel sets easily, 
and it stays set. A quar- 
ter turn of the thumb- 
screw locks it. No slip- 
ping of the blade. Nickel- 
plated iron stock, tempered 
Disston-Made Steel blade. 





Disston No. 1 Try Square 


Genuine rosewood _ stock. 
Tempered Disston - Made 
Steel blade, blued. Brass 
face plate. <A_ carefully- 
made, dependable tool. 





“The Saw Most 
Carpenters Use”’ 
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igh praise 
for a Plumb and Level 


Carpenters tell us that we 
are making a Plumb and Level 
that is as dependable as the 
Disston Saw. 

‘‘And,”’ they add, ‘‘that is 
the highest praise we can pay 
to any tool.’’ 

The name DISSTON will sell 
a plumb and level—or any 
other tool—as surely as it will 
sella saw. Sell it—-with more 
profit for you and better ser- 
vice for your customer—than 
will any name that goes on 
tools. 

For the Disston Saw sets 
Disston Standards which every 
Disston tool must meet. 

Bear this matter of quality- 
standards in mind as you note 


Disston No. 16 
Plumb and Level 


Has the Disston Ad- 
justment. Operated by 
screws working in 
wood. No springs to 
get out of order. Se- 
lected stock. Disston 
Corrugated Grip. 





the special features of the 
plumb and level shown: 

Hardwood stock that is cho- 
sen and seasoned with unusual 
care; | 


The Disston Corrugated Grip 
which makes this tool easy to 
hold under all conditions; 


Arch plate, end plates, level 
glasses, and all other details 
made and assembled to meet 
the highest standards; 


An adjusting device in ad- 
justable models that is the 
last word in simplicity and re- 
liability; 

And, above all, a name that 
stands for a world-standard in 
tool quality. 





Disston No. 16 Adjustable Plumb and Level 


Stock thoroughly seasoned hardwood, stained and polished. 
Arch top plate, two side views, very heavy brass end plates. 
Made in 26” to 30” lengths. A popular tool at a medium price. 
See the Disston catalog for the styles and sizes of Plumbs and 


Levels you need for stock. 


Henry Disston & Sons, Inc. 
Makers of ‘‘ The Saw Most Carpenters Use’’ 


Philadelphia, U. S. A. 


DISSTO 


SAWS TOOLS FILES KNIVES 





STEEL 
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N. Y. Collections Good; 
Spring Goods Active; 
Few Price Changes 


Satisfactory collections, active movement of spring goods 
and improved consumer demand following the improvement 
in weather are three outstanding features of the Metro- 
politan hardware market. Price changes are few and rela- 
tively unimportant, as practically each one represents an 
adjustment which had been expected. An extra early de- 
mand for screen wire is reported from all sections. This 
early sale in this item is considered by many as the opening 
of a prompt and profitable spring hardware selling season. 

Retailers are requesting prompt service on all spring 
orders, and are also placing moderate business in staple 
lines. Average retail stocks appear to be in a healthy con- 
dition. Retail sales records computed daily appear to have 
a larger number of individual purchases, yet in many cases 
the dollar and cents volume is no higher, and in some cases 
has fallen below a normal point. This condition is con- 
sidered temporary, and due largely to adverse weather con- 
ditions. 


, , : , 50¢. 
March-April Rope Prices in | cade Seabee ite Be each, 


Pyrex insulators, list price 45c. 


Metropolitan Market each; dealer’s discount 33% per cent. 

; ; Hiead phones, list price $6; deal- 
Prices given here represent offerings at gga te 33% =, so : 

. . . adio plugs, n carton ots only, 
on —— and sisal rope for the 20 plugs to a carton; list price 65c. 
March-April period, and according to each: dealer’s discount, 40 per cent. 
general understanding, these prices are Spartan head phones, list price $5; 
not expected to be revised prior to May dealer's discount 40 per cent, 

1. Shipping companies have been in Loud Speakers 
the market for a fair quantity of rope. ee $18; deal a 

. : -E, list price, ; dealer's s- 
General trade is fair. count, 36 per cent. 

Jobbers’ quotations to retailers, Spartan, adjustable, list price $10; 
f.o.b. New York: dealer’s discount, 40 per cent. 

Rope, No. 1 Manila’ standard Phonograph attachment, adjustable 
brands, 28c. per Ib.; No. 2 Manila loud speaker unit, Spartan brand, 
standard brands, 26c. per Ib.; No. 1, list price $7.50; dealer’s discount, 40 
sisal standard brands, 19c. per Ib.; per cent. 

No. 2 sisal standard brands, 18c. satiated 

per Ib. 

; — . <4 wrapping twine, No. 

, 23c. per Ib.; No. 2, 21c. per Ib. . . v ' tt : 
India hemp twine, No. 8, l6c. per Spring Goods Active in 


Ib.; BB twine, fine dark, 22%c. per . 
Ib.; fine light, 24c. per Ib. Metropolitan Market 
. > Jobbers are making deliveries on 
a 4 € , » , . . 
New York Radio Prices from spring goods orders placed during the 
Hardware Jobbers last three months. The volume of 
business booked is far ahead of vol- 
For the guidance of the retail hard- | umes reported for previous years. Re- 
ware trade in the Metropolitan area, we | tail trade, while only moderately active 
quote prices which are representative | at the present time, is expected to be 
*, a on standard equipment in | exceptionally good this spring. 
is section. 


Dw} Ta} 2 
JOBBERS’ PRICES TO RETAILERS Prices are steady. 
Po a Saws JOBBERS’ QUOTATIONS TO RE- 
Radio Receivers TAILERS, F.O.B. NEW YORK: 
Grebe Synchrophase, M.U. 1, 5-tube , 
storage battery receiver, or same Lawn Mowers: 
type M.U. 2, 6 tube dry cell receiver Three-blade, plain bearings, 8-in. 
either model less accessories, deal- wheel, 12 in., $4.85; 14 in., $5.15; 16 
er’s net price $100.75. List price ms $5.50, = ~ —. 
$155. Same, with ba earings, 12 in., 
Gilfillan Neutrodyne, GN 1, 5 tube $6.65: 14 in., $7; 16 in., $7.35, and 18 
model, list price $150; dealer's dis- in., $7.70 each. 
count, 40 per cent. Same, GN 2 Four-blade, 9 in. wheel, ball bear- 
model, list price $120: dealer’s dis- ing, 12 in., $8.25; 14 in., $8.55; 16 in., 
count, 40 per cent. Same, GN 3, 4 $8.85, and 18 in., $9.25 each. 
tube model, list price $65; dealer's Same, with 10%-in. wheel, 14 in., 
discount, 40 per cent. $9.50; 16 in., $10; 18 in., $10.50; 20 in., 
Freshman Masterpiece, 5 tube list $11.15 each. 
price $60; dealer’s discount 35 per Five-blade, 10%-in. wheel, ball 
cent. Dealer’s net price $39. ——s,, 5 ee = 18 in., $12.70; 
“ 20 in., $13.35 each. 
Radio Accessories Same, with 10 in. wheel, 16 in. 
15.35; 18 in., $16, and 20 in., 75 
Tubes, U.V. 200 or U.V. 201A, Ist — oon om vee 
price $3 each; dealer’s discount 26 ; 
per cent. Dahlia Poles 
Gold Seal, battery chargers, list rat 
price $18.50; dealer’s discount, 33% . Dahlia poles, 2 ft., 3d%ec. to 5%c.; 





per cent. 3 ft., 7 to 8&e. 
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Few Price Changes 
in N. Y. Market 


Metropolitan jobbeers report very 
few price changes in the past week. 
Among those of general interest are the 
following: 

Galvanized pails have advanced 10 
per cent. 

Steel wool has advanced 5 per cent. 

Tacks have been advanced. It is said 
that the new list shows advances which 
vary from 20 per cent up to almost 100 
per cent over previous New York 
wholesale prices. 

Linseed oil declined 2 cents. 

Common carriage bolts now take a 
discount of 33 1/3 per cent off list. 

Kester solder has been reduced 1 
cent, and is now quoted at 67c. 

It is reported that snow shovel prices 
for fall delivery are not guaranteed. 

Eagle-Picher Lead Co. announces a 
decline of % per cent, effective March 
4. This applies to white lead, dry prod- 
ucts and kindred items in this classifi- 
cation. 





Wheelbarrows 


Canal barrows, steel wheel, $3.45 
each. 

Wheelbarrow. steel tray, wood 
frame, steel wheel, $5.60 each. 

Same with steel frame, $7.35 each. 

Dutchess garden barrow, body 
width, 191% x 15%, $5.60 each. 

Same, 21% x 19, $6.30 each. 

Same, 25 x 21%, $7.25 each. 


Pruning Shears 


Pexto prunning shears, 9-in. blade, 
California pattern, black finish, volute 
spring, 68c. each. 

Same, polished, $1.05 each. Same, 

with ratchet nut, polished, $1.23 
each. 
S. Smith No. 0 Spiral spring, 9 in., 
$4.70 doz.; No. 21 Flat spring, 9 in., 
$8 doz.; No. 30 Volute spring, 9 in., 
$8.35 doz.; No. 40 Volute spring, 9 in., 
N. P., $14.70 per doz.; No. 130 Volute 
spring, ratchet nut, $9.70 per doz.; 
No. 140 Volute spring, 9 in., N. P., 
ratchet nut, $16.35 per doz.; No. 4770 
Volute spring, 6 in., N. P., $12.70 per 
doz. 

Disston’s Extra Quality. — No. 150 
Volute spring, full pol., 8% _  in., 
$24.75 per doz.: No. 250 Volute spring, 
half pol., 8% in., $21.50 per doz.; No. 
152 Hinge spring, full pol., 8% in., 
$24.75 per doz.: No. 252 Hinge, half 
pol., 8% in., $21.50 per doz.; No. 153 
Leaf spring, full pol., 8 in., $24 doz.; 
No, 253 Leaf spring, half pol., 8 in., 
$20.75 per doz. 

Disston Pruning Shears. — No. 1, 
Heavy, 27% in., $2.25 pr.; No. 2 Med., 
27% in., $2.17 pr.;: No. 3 Heavy, two 
curved jaws, 27% in., $2.17 pr.: No. 5, 
handles 9 in., pol. blades, 3% in., 
$1.65 pr. 

Standard Tree Pruners. — 6-ft., 
$1.30; 8-ft., $1.40; 10-ft., $1.55; 12-ft., 
$1.70 each. 

Disston’s Extra Quality Tree Pru- 
ners.—6-ft., $2.80; 8-ft., $3.05; 10-ft., 
$3.35; 12-ft., $3.50 each. 

Little Giant Pruning Hooks and 
Saws, $2.15 each. 

Orchard Pruning Hooks and Saws, 
$2.10 each, 

Pruning Saws. Disston’s 3 x 16, 
9c. each: 4 x 16, $1.19 each: 5 x 16, 
$1.25 each; 7 x 16, $1.43 each; 40 x 16, 
Sie. each. 

Pruning knives, 62c. each. 


J. T. Henry Manufacturing Co. 
Pruning Shears 


No. 6 spiral spring 9-in.$ 4.50 per doz. 
No. 1 Henry’s genuine 


flat brass springs.... 8.25 per doz. 
No. 4665, 9-in. California 
D,: cvéeeenenee ses 8.00 per doz. 


No. 4666, 9-in., polished. 12.00 per doz. 
No. 4671, 9-in. ratchet 
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A Real Good Stock 





HE dealer who buys a supply of Columbian T'ape-Marked 
Rope, is the man whose store will be Rope Headquarters. 
The red, white and blue T'ape-Marker, running in one strand 


throughout the entire length of the Rope, contains a signed guarantee 
which means absolute protection to you and your customefs. 


Columbian T'ape-Marked Pure Manila Rope is an easy Rope to 
sell and both the Dealer and his trade become very enthusiastic about 
the Tape-Marker guarantee. 


Let your Spring supply be Columbian. We will be glad to for- 
ward a sample showing the T'ape-Marker and give you the name of 
our distributor in your vicinity. 


Coa) | 
Columbian Rope Company 


352-80 Genesee Street 
Rice Leaders Auburn, ‘‘The Cordage City,’’ N. Y. 





Branches:— New York Chicago Boston New Orleans 
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March 19, 1925 


Warmer Weather Starts Public Buying 
of Hardware in New England Territory 


(Boston office 


retail hardware field. Real 


T 


seeds, 


watering pots, roofing material, 


desire to own same. 
in for its share of public attention. 


Business is fair with the retail dealer and is so much 
it was a month ago that optimism is evident 

The betterment in retail circles naturally 
is reflected in the wholesale shelf hardware market, where 
in most instances, 


better than 
everywhere. 


real life is evident. Jobbers have, 


ALUMINUM WARE.—Jobbers have 
made an adjustment in prices on the 
Universal line of aluminum ware. It 
applies to about 10 per cent of the 
company’s line and _ represents ad- 
vances and declines, mostly the latter. 
It is somewhat belated, manufacturers 
having notified the wholesale trade of 
the changes some time ago. 


BICYCLES.—Orders for bicycles con- 
tinue to be booked, say jobbers. One 
of the leading Massachusetts manu- 


facturers has the following to say 
regarding business conditions. “The 
prospects for business seem good. 


From anything we can see the tendency 
of prices is not upward, nor do we 
expect to see them go any lower than 
they are. We are operating 75 per 
cent to 80 per cent of capacity. Our 
stocks are reasonably large, but the 
stock carried by the trade is small. 
Labor is well satisfied and the wage 


situation will not change. Our cus- 
tomers are buying’ conservatively. 
The last four months of 1924 were 
good.” 

We quote from Boston jobbers’ 
stocks: 

Bicycles—Men’s, 20-in., $28.50 each 
net; 22-in., $28.50; arched bar, $29.50; 
motor bike type with double bar, $31. 
Women's, 20-in., $30.50. Girl's, 17-in. 
$28 

Boycycles.—No. $9 each net; No. 


2, $10; No. 3, 313: ‘No. 4, $15. 


BLACKSMITH SUPPLIES. — Half 
patent axles are now quoted by the 
jobbing trade at list, contrasted with 
15 per cent discount heretofore. Other- 
wise prices on merchandise required 
by the blacksmith trade remain as 
heretofore. It may be said the demand 
for horseshoes is on the increase. 


BOLTS AND NUTS.—Bolt manufac- 
turers have issued new lists on bolts, 
but jobbers have not changed their 
prices because practically all of them 
are covered on first quarter require- 


of HARDWARE AGE) 

HINGS are looking brighter in the New England 
spring weather has 
started public buying of things that will be needed 
in the garden, on the lawn and in the house. 
ing, which fell off seasonably in February, is taking on a 
new lease of life, and builders’ hardware sales in volume 
are looming up for the retail hardware dealer. 
lawn mowers, galvanized ware such as ash cans, 
poultry supplies, 
and any number of things are engaging the attention of 
the retail merchandiseman because of the growing public 
Even the lowly mouse trap is coming 





New build- 


Paints, 


glass 


in months. 
pro- 


ments. The new manufacturers’ lists 
indicate an average advance of about 7 
per cent in prices. It runs consider- 
ably less on smaller sizes, but much 
more on the larger. 

We 
stocks: 

Bolts.— Machine, 

H. FP. nuts, 40 and 5 per cent dis- 
count; square head, C and T square 
nuts, 35 per cent discount; bolt ends 
40 per cent discount; tap bolts, list 
plus 20; common carriage bolts, 30 
and 10 per cent discount. 

Nuts.—H. F., square and hexagon 
and C.P. C. & T., square and hexa- 
gon, less ie. per Ib.; others, list 
Semi-finished hexagon nuts, *-in. 
and smaller, 60 and 10 per cent dis- 
count; larger, 50 and 10 per cent 
discount; finished case hardened 
nuts, 50 per cent discount. 

BUILDERS’ HARDWARE. — Builders 
hardware makers are out with new 
lists, which, while showing a general 
advance, is more in the nature of a 
readjustment of values. The last pre- 
vious advance, coming around Jan. 1, 
had much of the characteristics of the 
new uplift. The cost to the jobber on 
some makes of competitive locks is 
more than $1 higher than they are 
quoting today. For instance, locks 
being sold by the jobbers today at $6, 
cost them, under the new schedule, 
7.12 landed in Boston. 


quote from Boston jobbers’ 


square head, 





We quote from Boston jobbers’ 
stocks: 

Hinges.—Heavy strap, 4-in., $1.10 
per doz. pair net; 5-in., $1.53; 6-in., 
$1.87; 8-in., $3.12; 10-in., $4.78. Extra 
heavy T. 6-in., $2.27: 8-in., $3.88; 
10-in., $5.53; 12-in., $8.04. 

Hasps.—Common hinge, 3-in., 76c. 
single per doz.; 4%-in., &8c.; 6-in., 
$2.20. Safety hasps, with screws, 
3-in., $1.25 single per doz.; 4%-in., 
$1.55: 6-in., $2.20. 

Butts.—Steel, dull brass and an- 
tique copper, case lots, 3% x 3%, 
24c. per pair net: 4 x 4, 7. In less 
than case lots, 3% x 3, 4x 4, 
37¢c. 

CROWBARS.—Jobbers have made a 


belated advance of 1% cents a pound 
on crobars heavier than ten pounds. 
Makers anounced a corresponding ad- 
vance some weeks back. 





vided themselves with a liberal supply of such merchan- 
dise they believe will sell and make dollars for the retail 
dealer, as well as the staple lines of hardware. 
they are keeping up with shipments, and express confi- 
dence in their ability to continue to do so. 
competition in hardware circles will be just as keen as 
it is in other merchandise and that quick deliveries, per- 
mitting the retail merchant a chance for quick turnover, 
is the thing that will count this year. 

Mill supply sales, according to wholesale firms, which 
fell off last month, are picking up. 
of a conservative nature, but the individual is ordering 
more frequently. 
heavy hardware jobbers. 
and steel and other large items is better than it has been 
There is nothing at the moment that indi- 
cates an upward revision in jobbing prices on iron and 
steel, the better feeling in mill circles notwithstanding. 


So far 
They feel that 


The buying is still 


Good reports also are had from the 
They say the movement of iron 


We quote from Boston jobbers’ 
stocks: 

Crowbars.—Under 10 lb., 67c. each; 
10 lb. and heavier, S8%c. per Ib. 


FENCING.—Jobbers have at last ad- 
justed prices on gates. At the time of 
the recent advance on fencing, some 
doubt existed as to the statis of gate 
prices. The matter has not been 
cleared up. 
We 
stocks: 
Fencing.—-Square 
rolls, 11 gage, No. 
net; No. 635, $3.40; 
1047, stays 6-in. 


quote from Boston jobbers’ 
Deal, in 10-rod 
832, $5.50 per roll, 
No. 845, $4.40; No. 
apart, $7.10; stays 
12-in. apart, $5.12. All prices net, 
Cyclone, from store, 40 per cent dis- 
count. From factory, 52 per cent 
discount. 


Gates.—36-in. x $5 each list; 
42 x 3, $5.20; 48 ay tes tO: 36 xX +t 
$5.20; 42 x 3% ex 40: 48 x 3%, $5.6 


Discount 30 and 10 per cent. 


GUNS AND AMMUNITION.—Last 
month a change was made in manu- 
facturers’ lists on loaded shells and 
cartridges, but only recently have job- 
bers adjusted their prices to the new 
schedule. Heretofore such merchan- 
dise sold at list less discount, while 
today it sells as net prices. 


We Boston 
stocks: 
Ammunition. 


quote from jobbers’ 
Loaded  sheels,' 12 
gage, No. 0 buckshot, $37.60 per 
1,000; goose, No. 2, $35.29: heavy 
duck, Nos. 4, 5 and 6, $35.29; rab- 
bit, No. 6, quail, No. 8, 
$32. 45: 16 gage, duck, Nos. 5 and 
6, $31.27; rabbit, No. 6, $29.24: quail, 
No. 8, $30.42: 20 gage, du ck, Nos. 
5 and 6, $30.08: rabbit, No. 6, $28.90; 
quail, No. 8, $30.08. 

Rim Fire.—Lesoke powder, 22 
short, $3.36 per 1,000; 22 long, $4.03; 
22 long rifle, $4.70; 22 long’ short, 
$7.38. Black powder, 25 Stevens, 
$11.07; 32 short, $7.88; 32 long, $9.06. 
Smokeless powder, 
22 short, $3.59; 22 long, 
long rifle, $5.87; 22 Winchester, $7. 58. 

Center Fire.—Black powder, 25- 
20, W M, $21; 32 S & W, $14.44; 32 
long S & W, $15.75; 38 W, $24.94. 
Smokeless powder, 30-30 W, $54.19; 
32 S & W, $15.75; 32 long Colt, $17.63; 
33 W, long point, $71.75. 


HALTER CHAINS. — Manufacturers 
and jobbers have marked up halter 
chains about 2% per cent. 





Reading matter continued on page 64 
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‘Cut yourself a piece of cake” 





The Griswold Tite-Top Dutch 
Oven with the drip-rings that in- 
sure self-basting is the greatest all- 
purpose kitchen utensil on _ the 
market. It’s a remarkable seller! 
Forceful national advertising is 
telling women how these utensils 
cook without attention, make tough 
meats tender, prepare whole din- 
ners over one burner while dinner- 
getters are enjoying afternoons out. 
Women everywhere know about 
them. That is why a special dis- 
play of Griswold Tite-Top Dutch 
Ovens frequently results in the sale 
of 200 or 300 in a single week. 
Dealers often stock for sales, only 
to find they must order more to 
carry them over. 


Displays of these sturdy cast 
iron utensils, the covers off, the 
drip-rings showing, make Gris- 
wold Tite-Top Dutch Ovens self- 
sellers. The Tite-Top Dutch 
Oven Display Stand—free with 


your order—shows the several 
sizes, the inner drip-cover, the 
trivet that keeps foods off the 
bottom. 


The Griswold Cast Iron Skillet 
Cover has this same drip-ring fea- 
ture. These covers will increase 
your sale of cast iron skillets. It 
will pay you to specialize in all 
nationally known Griswold Cook- 
ing Utensils. Send for bulletins 
and prices. Display cards, recipe 
books, folders—free on request. 


ry ‘ \ | .f _ 
THE GRISWOLD MFG. CO. 
Erie, Penna., U. S. A. 
Makers of Extra Finished Cooking Utensils in Cast Iron 
and Aluminum, Waffle Irons, Food Choppers, Reversible 
Stovepipe Dampers, Fruit Presses, Mail Boxes, Bolo and 
other Portable Bake Ovens, Gas Hot Plates and k:lectric 
Waffle Irons. 
THE LINE THAT'S FINE 
AT COOKING TIME 





Trade Mark 
tex. U.S. Pat. Off. 








The Griswold Tite-Top 

Dutch Oven Display 

Stand sent free with 
your order 














GRISWOLD 
ore 
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HAMMERS.—Jobbers are now quoting 
heavy hammers at 50 and 10 per cent 
discount, whereas. heretofore they 
quoted 60 per cent. The advance is in 
keeping with new lists made by manu- 
facturers some weeks ago. Hammer 
prices otherwise are unchanged. Car- 
penters’ hammers are selling well, all 
things considered. 
=> quote from Boston jobbers’ 


stocks: 

Vaughan & Bushnell line.—Nail, 
16-0z., No. 11%, 92c. each net; 12-oz., 
No. 12, 87c. Ripping, 16-0z., No. 
114%R, 9$2c.; 12- a. No. 12R, 87c. 
Pein, 16-0z., No 68c. Garden City 
nail, polished, 16- “0%, No. 111%, 69c., 
black, No. 111%B 2c. 

Maydole ete oll No. 12, 
$11.03 per doz. net; No. 13, $10.50; 
No. 711, — No. 711%, $12.60; 
No. 712, $11.8 

Mechanics’ Hammers.—No. 70, 
$18.75 per doz. net; No. 71, $14.52; 


No. 72, $13.13. 

Riveting Hammers.—No. 40, $12. 
teh doz. net; No. 41, $11.29; No. 2 

Heavy Hammers, etc.—Heavy, un- 
der 5 lb., 50 and 10 per cent dis- 
count; over 5 lb., 60 per cent dis- 
count. Stone hammers, 60 per cent 
discount, wood choppers, mauls, 60 
per cent discount. 


HAMMOCKS.—A slight upward ad- 
justment has been made in local job- 
bing prices on hammock chains, to con- 
form with new manufacturers’ lists. 
Hammocks are selling at prices recent- 
ly published and repeated below. 


We quote from Boston jobbers’ 
stocks: 

Hammocks.—Couch styles, stand- 
ard makes, boxed mattresses, deep 
valance, No. 54, windshield and ad- 
justable head rest, $11 each net; No. 
84, windshield and oe back 
and head rest, $17.5 Canopy, 
green and gray, $6. co. ‘angle iron 
stand, $3.75; ehain, 3-in., $2.50 per 
doz. pair; 6-in., 

Cotton. Standard makes, 
$100 per doz. net. 


PICKS AND MATTOCK S.—Last 
month makers of picks and mattocks 
came out with new price lists, but 
jobbers have just gotten around to 
adjusting their quotations. Every- 
thing in the pick and mattock line now 
jobs at 40 and 10 per cent discount, 
which represents an advance of about 


$35 to 


5 per cent. 
We quote from Boston jobbers’ 
stocks: 
Picks and Mattocks.—Contractors 


railroad picks, 40 and 10 per 
discount. 


picks, 

cent 
ROOFING MATERIAL.—The recent 
warm weather has brought out a much 
bigger demand fer roofing material. 
Winter’s high winds made it necessary 
for many roofs to be replenished with 
covering, and new building is adding 
to roofing material demands. 


We quote from Boston jobbers’ 
stocks: 

Roofing Paper.—Japroid line, slate 
surface, imprinted, $3.60 per roll: 
plain standard, $2.35 and $2.60; Lead- 
er, medium (45 Ib.) $2.35; heavy (55 


Ib.) $2.75; Rockroid light, 
dium, $1. 50: heavy, $1.80. 

Shingles.—Japroid line, lock top, $5 
per square; super giant, 12%-in., $9; 


$1.20; me- 


individual, $6.25: super strip, $6.90; 
strip, 10-in., $5.70. 

Paper.—Bermico sheathing, $85 a 
ton; Japroid sheathing, $63; tarred 


felt, ae r rolls, $65.80 a ton; smaller, 
$65.5 a ton. 

oe Coating. —Stormtight, liquid, 
green and red, 5-gal., $3.40 per gal.; 
1-gal., $3.50; plastic roof cement, 5- 
gal., 32c. list: l-gal., 35c. Discount 
33% per cent. 


Roof Coating.—Liquid, black, in 
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drums or barrels, $1.50 per gal. net; 
in half barrels or drums, $1.60 per 


gal.; in 20-gall lots, $1.80 per gal.; in 
15-gal. lots, $1.80; in 10-gal. lots, 
$1.80; in 5-gal. lots, $1.90; in 1-gal. 
lots, $2. Other colors cost consider- 
ably more. 

Roof Cement.—Plastic, black, in 
50-lb. lots, 19c. per lb.; in 25-Ib. lots, 
20c.; in 10-lb. lots, 21c.; in 5-Ilb. lots, 
2Zlc.; in 1-lb. lots, 25c. Other colors 
cost more. 


Roofing Cement.—In 1-lb. cans, 32 
to the case, 15c. per lb. net; in 3-lb. 
cans, 12 to the case, 13c.; in 5-lb. 
cans, 12 to the case, 12c. 


RUBBISH BURNERS.—Jobbers have 
reduced prices on rubbish burners to 
$24 per dozen or $2 each, contrasted 
with $2.40 heretofore. The new prices 
have stimulated new business. 


We quote from Boston jobbers’ 
stocks: 


Rubbish Burners.—Cyclone, 
$2 each net 


SEEDS.—One of the surest signs of 
returning public interest in merchan- 
dise handled by the retail hardware 
dealer has been the improvement in 
retail sales of seeds. Many garden 
plots have been plowed or will be be- 
tween now and April 1, thereby plac- 
ing the season about two weeks in 
advance, contrasted with two weeks 
behind in 1924. Home gardeners are 
beginning to get an assortment of 
needed seeds. 


SHEET LEAD.—The market for sheet 
lead is 1 cent a pound lower. The de- 
cline is based on a further decline in 
the price of pig lead. 


No. 2, 


We quote from Boston jebbers’ 
stocks: 

Sheet Lead.—Per Ib., l7c., base 
list. 


STAKE IRONS.—Wrought steel stake 
irons now cost 12 cents a pound, accord- 
ing to new lists issued by jobbers. 
Heretofore they cost 10 cents. 


TIRE CHAINS.—In common with the 
advance in most kinds of small chain, 
tire chain has been advanced slightly. 


TOILETS.—With the official opening 
of the spring, summer camps not far 
some of the retail trade is 


away, 
evincing more interest in toilets. | 
We quote from Boston jobbers’ 
stocks: 
Toilets.—Chemical, No. 160, $10 
each net; No. 162, $7.33. Liquid 


chemical, $1.34 a can. 

TRAPS.—Mice are beginning to run in 
the fields and it is time for the retail 
dealer to check up on stocks for the 


early spring home demands. 


We quote from Boston jobbers’ 
stocks: 

Rat and Mouse Traps.— Genuine 
Marty French line, No. 1, 22-in. (24 
to crate), 3 crate lots, $20.22 per 
doz.; one crate lot, $21.78; broken 
crates, $23.34 No. 3, 16-in. (fifty 
traps to crate), 3 erate lots, $12.22 
per doz.: 1 crate lots. $13.14; broken 
erates, $14.19. No. 3%. 15-in. (72 to 
erate), 3 crate lots, $9 per doz.; 1 


crate lot, $9.68: broken crates, $10. 38. 
No. 5, 8-in. (150 traps to crate), crate 


lots $5.60 a doz.; broken crates, $6 
net. Footset rat traps, $2 per doz. 
net; mouse, 80c. per doz. net; Buffalo 
Bill rat trap, 90c. per doz. net; 
mouse, $2.50 per gross. 
Game.—Game, No. 0, single s ——- 
with chain, $1. 70 per doz. net; No. 1, 
$1.95: No. 1%, $38: No. 2, double 


spring, with chain, $4.70; No. 3, 


$6.50; No. 4, $7.80. 


VISES.—Chain pipe vises are now 
quoted in a jobbing way at 50 per cent 
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discount, contrasted with 50 and 10 
per cent heretofore. The advance fol- 
lows a similar marking up in manufac- 
turers’ lists. Prices on other kinds of 
vises are unchanged. The demand is 
lukewarm at best. 


We quote from Boston jobbers’ 
stock s: 


Vises.—Regular standard makes 
list less 25 per cent discount; com- 
bination bench and pipe, 16% per 
cent discount. Chain pipe vises, 50 
per cent discount. 


WALLBOARD.—Jobbers are _ begin- 
ning to secure orders for wallboard. 
Buying is not brisk, but it is a little 
ahead of schedule. 

We quote from Boston jobbers’ 


stocks: 

Wallboard.—Regular, ;;-in. thick, 
$32.25 per 1000 sq. ft.; Super, -in. 
thick, $386 per 1000 sq. ft. net. 


WRENCHES.—Drop forged wrenches 
are now selling at 55 per cent discount, 
whereas the price heretofore was 62% 
per cent. Chain pipe wrenches are 60 
per cent discount, as against 62% per 
cent heretofore. Jobbers are of the 
opinion that a general revision in 
wrench prices will follow those just 
announced. 
We quote from Boston jobbers’ 


stocks 

Knife and Steel Handile.—Coes, 
in., $15 doz.; 8-in., $18; 10-in., $29: 
12-in $28; 15-in., $38; 18-in., $48; 
21-in., $58. 

Key Model.—Coes, 28-in., $18 each; 
36-in., $38; 48-in., $84. Discount of 


40 and 10 per cent off list is allowed 
on the above wrenches. 

Pipe Wrenches.—Stillson, Trimo, 
Walworth and Pexto 65 per cent off 
list. 

Miscellaneous. — Dropforged 
wrenches, 55 per cent discount; 
Westcott, 25 per cent discount; agri- 


cultural wrenches, 60 per cent off 
list. 

We quote f.o.b. factories: 

Snap-on Wrenches.—No. 50, Radio 
and Electrical Set, $4; No. 101, Mas- 
ter Service Set, $15.25; No. 202, 
Heavy Duty Set, $8.80; No. 404, 
flexible Socket Set, $8.75; No. 505B, 
Serew Driver’ Blades, $3.40. All 


Snap-on Wrenches less 40 per cent 
f.o.b. Boston. No. 900 set, square 
socket, $3.70. No. 303, Ford Master 
Service Set, $14.85. 


WIRE.—Copper, brass and annealed 
wire costs about 10 per cent more, 
jobbers having advanced prices follow- 
ing recent notification of a similar 
change in manufacturers’ lists. 


WIRE CLOTH.—The market for wire 
cloth is fairly active. Jobbers have 
already booked a substantial business 
for delivery later in the year, and new 
orders are coming to hand each day. 
Based on business already booked, the 
average holdings of retail dealers are 


- small. 


We quote from Boston jobbers’ 
stocks: 

Wire Cloth.—From Boston stock, 
black, 12 mesh, 24 x 48 in., 92.25 per 
100 sq. ft.; 18 x 22 in., $2.35; 14 mesh, 
24 x 36 in., $2.75. From factory, 12 
mesh, 24 x 48 in., $2 f.o.b. Clinton, 
Mass.; 18 x 22 in.. $2.10; 14 mesh, 
24 x 48 in., $2.50: 18 x 22 in., $2.60. 

Bronze Cloth.—Golden, 14 mesh, 
from Boston stock, $7.25 per 100 
sq. ft.; in 50 ft. rolls, $7.35. Factory 
shipment, 14 mesh, $6.75; 16 mesh, 
$7.50; 18 mesh, $8. On factory ship- 
ments actual freight is allowed not 
to exceed 59c. per 100 Ib. 


Reading matter continued on page 66 
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dollars tn your territory 
waiting tobe swapped for 
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TRADE MARK REG 
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WE STEER THEM * 


INTO YOUR STORE 


with aggressive, convincing advertising that does 
more than arouse their interest! It simplifies your sales 
problem into merely handing out the merchandise they 
call for. And depend upon it—Panco has the merit to 
repeat with every user! 





———————E lll 





TRADE MARK REG. | 


Half Soles—Heels—and Strips 


are steady profit-earners for thousands of progressive hardware 
,, = dealers—everywhere. It outwears best leather 2 to 1—is health- 

| | ful and comfortable. Give Panco a prominent place on shelves 
or counter and cash in on the wide consumer good will it enjoys. 





Your jobber can supply you now. Black or tan—for men women 





and children. Every piece stamped Panco, 


PANCO CO. Chelsea, aw, 
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J. WIsS @ SONS COMPANY 








Wall Display Case No. 200 


HOW YOU 
CAN SUCCESSFULLY 





— JIB B 
SHEARS AND 


Inside Store Displays 


STORES which do the largest business in 
shears and scissors are those which dis- 
play the largest variety. 


An arrangement like Wiss wall case No. 
200 has been found most successful as an 
inside store display. It attracts customers, 
and acts as a silent salesman. 
This glass front case (29x 43x 5 in.) contains 48 
standard patterns—all of which are easily accessible. 
It is compact, and saves floor space—and your whole 
assortment is visible at a glance. It is easy to keep up 
stock, by re-ordering numbers which are running low 
and there is no chance for overstocking or duplicating 
models and sizes. 


Write for price—and details 


i iaeeenenenmenett ae 


J. WISS & Sons Co. 


Established 1848 Newark, N. J. 
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AnchorBrand 


Stainless Steel 


Kitchen Set 
Delights Every Woman 


Few good housewives can 
resist this good looking 
Anchor Brand Kitchen Set. 
All three pieces have ebon- 
wood handles. Set consists 
of cook’s fork, slicer and 


kitchen knife; blades of 
Stainless Steel. 


There are so many lines 
of Anchor Brand Cutlery 
which can be _ profitably 
handled by every good 
hardware merchant that 
it will pay you to write for 
full particulars and prices 
at once. 


Sold by most good Jobbers 


LAMSON & GOODNOW MFG. CO. 


Shelburne Falls, Mass., U. S. A. 
New York Office—36 Warren St. 














OAFETY 
Push Button Knife 


° Gy No Breakingo 
em 


CHRADE 


Safety 
Lock 


Sure to sell on sight. 
Absolutely safe in pocket snd in use 
For convenience you can’t beat it 
Easily operated with one hand. 

he safety slide locks the button. 

ou can't afford .o be without it. 


reace FVERLASTINGLY SHARP manic 
Schrade Cutlery Co. 


Manufacturers of Superior Pocket Knives 
Factories: Walden, N. ¥.. Middletown, N. Y. 
Main Office: Walden, N. Y. 

ORDER THROUGH YOUR JOBBER OR DIRECT 
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Creations of a Culley Jiletmin 


The Manufacture of Pocket Knives—Continued 


By JOHN CASSIN—A Man Who Knows 














OR a complete understanding of this article, the reader is referred to the issue of 
Feb. 19, in which the various processes of pocket knife manufacture are illustrated 
by charts graphically elucidating each step. 














COVERINGS Inspection Inspection is then made, and those 
Pocket knife coverings for handles passed upon as satisfactory are ready 
are usually of natural stag, manufac- for the matching-on operation. 
Varieties tured stag, pearl, celluloid, buffalo ae - 
horn, or varieties of wood such as PEARL SCALES 
ebony, coco-bola, ete. All of these ma- Pearl scales are cut from the shells 
terials are fitted to the handles in Kind of pearl oysters, commonly known as 
much the same general way. A de- and “Mother of Pearl.’”’ When handed to 
scription of the preparation of pearl Quality the cutler they are of a size just a 
scales is given elsewhere in this ar- little larger than the pattern requires. 
Stag ticle, and as manufactured stag scales Practically all of the work upon pearl 
Scales are quite generally used in many pat- scales from this point to the finished 
terns, a description of how this cov- products is performed by cutlers. 
ering is prepared is given below. The scales are carefully inspected 
The material from which manufac- Inspection by him, and any that are found defec- 
tured stag is made is procured from tive or below the required quality are 
Sorting the shin bones of steers. These shin rejected. The perfect scales are then 
bones are first sorted over for size and immersed in clear, cold water for 
Cutting their ends cut to obtain the required about thirty-six hours. This immer- 
length. These selected shin bones are sion softens them sufficiently to with- 
Boiling then boiled for about eight hours to stand drilling, etc., and to further re- 
soften them somewhat. Slabs are next duce to a minimum any possibility of 
Slabbing cut from these bones (usually not chipping. 
more than four slabs can be obtained The scales are first brought to the 
Edging from each bone) and the edges of proper length to fit perfectly between 
these slabs are cut to bring them to the bolsters or tips previously riveted 
Leveling the required width. Next the flat Preparing to the metal linings. If a shield is re- 
surfaces are sawed to reduce these Scales quired, its position is located upon the 
slabs to the required thickness. In scale and the scale excavated just suf- 
order to afford a perfectly smooth and 7; ™' ficiently to allow the shield to be 
level surface to bear upon the knife seated flush with the surface of the 
lining when matched thereon, one side pearl. Shields are riveted through both 
of the slab is leveled perfectly for this pearl scales and metal linings to hold 
reason. The opposite side is some- them securely in place, and the pearl 
Shaping what rounded. These are next shaped scales themselves are well riveted to 
to pattern and are now ready for stag- the linings. 
ging. This latter operation is accom- One hole is drilled through each of 
plished by workmen known as stag- the bolsters or tips which later serve 
Stagging gers who apply each slab separately as rivet holes when assembling the 


by hand with a quick, intermittent 
pressure against a rapidly revolving 
saw of special manufacture to pro- 
duce the indentations characteristic of 
stag. After stagging, the scales are 
dyed by a special process, then placed 
in dripping racks and allowed to dry. 


knife. At this juncture, however, the 
cutler fastens together one pile side 
scale and one mark side scale, back to 
back, and proceeds to bring down the 
pearl edges to conform to the pattern 
by the use of a revolving manufac- 
tured stone of just the required rough- 
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Sunk 
Patterns 


Notches 
Required 


Hafting 


Lustre 
Brought 
Out 


Assembling 


Adjusting 


Hafting 


ness. The edges are rounded and then 
polished. In the case of “sunk” pat- 
terns (patterns in which the blades 
are nearly or entirely held within the 
knife handle when blades are closed) 
it is necessary that notches be cut in 
the scale edges opposing the blade nail 
marks, so that free access can be had 
to the blades when opening them. 
These are cut by pressure being 
brought to bear at these points upon 
the surface of a revolving stone, the 
grinding surface of which shaped par- 
ticularly for this purpose. After this 
has been done, each pile side scale is 
detached from its corresponding mark 
side scale, and they are now ready for 
assembling into the knife proper. 

After the knife parts have been as- 
sembled, the pearl scales have yet to 
be hafted or surfaces smoothed and 
brought down to conform with the 
contour of the bolsters or tips of the 
particular pattern. To bring out the 
brilliancy and irridescence of the pearl 
they are buffed, first upon a wheel the 
surface of which has been prepared 
with rouge cake, and finally upon a 
similar wheel prepared with rotten 
stone. 


ASSEMBLING OF COMPONENT 
PARTS 


The component parts of the knife 
having previously been prepared as 
described are now assembled. Springs 
and blades are fastened in, and then 
the blades are adjusted. During ad- 
justment the blades are made to fall 
into the handle in their proper posi- 
tion, to open and close (“‘walk and 
talk”) with just the proper degrees 
of spring tension, and to be in exact 
and true position with relation to the 
handle when fully opened. Thus the 
knife is riveted together. 

The cutler next applies the backs of 
the knives to a revolving manufac- 
tured stone to grind down the spring 
backs to conform to the pattern. At 
this point the handles are hafted. The 
surfaces of the scales are smoothed 
and rounded to conform with the 
bolsters or tips and the pattern in 
general. The scale edges are also 
rounded and polished. 

After the cutler has completed his 
portion of the work upon the knives, 
they are passed on to the inspectors, 
where they are closely inspected for 
all work performed upon them to this 
point. 

The knives are now prepared for 
the next operation, namely, finishing 
and polishing of the blades. 


Preliminary 
Preparation 


Whitning 


Smoothing 
Blade 
Surfaces 


Glazing 


Polishing 


Inspection 


Numbering 


Etching 


BLADE FINISHING AND 
POLISHING 


Before being passed on to the blade 
finishers the handles of the knives are 
well wrapped with thick, tough paper 
to protect them from dirt and grease 
and other possible injury during the 
polishing process. 

The finisher first applies each knife 
blade separately to what is known as 
a whitner stone. This stone, the prod- 
uct of a quarry, is of a very hard 
nature and brings the blade up to a 
very keen edge. Next, a leather sur- 
faced wheel is first dressed with a 
mixture of glue and fine flour emery, 
the dressing then waxed with pure 
beeswax. To this prepared wheel sur- 
face, revolving at approximately 1800 
r.p.m. the blades are separately applied 
by hand to make their surfaces 
smooth. Then, each blade is applied to 
a finer surfaced wheel to obtain a fine 
glazed finish. The blades are now 
buffed upon a “bull-neck” leather-faced 
wheel to procure a still finer glazed 
finish. Finally, another wheel faced 
with best quality of leather that is 
absolutely free from defects or dirt, 
grease or other deleterious foreign 
matter is then brought into use. To 
this surface, while revolving at about 
300 r.p.m. powdered crocus is applied 
and the blade held to the wheel sur- 
face in a proper manner by expert 
“Finishers.” The result obtained is a 
very highly polished blade. 

After the blades have been finished 
or polished, they are again inspected, 
and no knives are permitted to pass 
further that are not finished or pol- 
ished to the standard set by the manu- 
facturer. 


OPERATIONS AFTER BLADE 
FINISHING 


After the blades have been finished 
or polished, the temporary protective 
wrappings are removed from _ the 
handles and the blades wiped clean. 
The knives are passed to workmen who 
stamp upon the blade tangs the num- 
ber designating the pattern. 

If the blades are required to be 
etched, they are then passed to the 
etching department for this purpose. 
After the blades have been carefully 
covered with a coating of a specially 
prepared varnish, a rubber stamp, 
bearing the required design that has 
been moistened with a solution of 
caustic potash, is pressed upon the sur- 
face of the varnished blade. The 
varnish is thus removed at the points 








Reading matter continued on page 70 














March 19, 1925 HARDWARE AGE 69 


——— i ~ 
Set ) 


chanical advantages of 
the New Improved Gillette 
make a perfect shave the 
most natural thing in the 
world, and the sum spent 
for this new razor the best 
investment any of your cus- 
tomers can make. 


Selling one of these new ra- 


zors is merely a matter of ex- | 
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plaining the ‘‘Three Rea- 
Sin euetn an 2 sons’’—and these reasons are 
$5.00, andinGold { fully described in our new 
Plate $6.00. An booklet which will help you 
increase your sales. 


The Richmond 


excellent value «e 
for your customer \ TN, , May we send you a copy?! 4 
and a mint of é New Improved GILLETTE SAFETY RAZOR CO. 
profits for you. r 


Boston U.S.A. 











b/ Auto Magnetic 


ih Spring Shears 
ve Will Pick Up Needles 


These shears are magnet- 
ized to pick up needles. They 
are having a large sale. 


The patented steel spring 
shown in cut at left is placed 
between the blades and holds 
them in perfect alignment. 
Result —they cut straight 
clear to the points. 


No adjusting necessary. 
The cutting blades are spe- 
cially hardened and finished 
with a bright silver-nickel 
finish inside and_ outside. 
Made in four popular sizes. 


Dealers are assured a lib- 
eral profit and authorized to 
give each customer’ our 
Written Guarantee with ev- 
ery pair. 


_, No. 7500 | Samples sent for inspection. 
6”, 7”, 8” and 9” | 


i& 
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rao Fa ae O 
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“>Service 
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Cork ‘Pedestal No.35 





















Finest and largest line. Original designs by expert 
hunters and outdoors men. Many exclusive pat- 
terns. Beautiful workmanship. 


ocket ‘Knives 


Two hundred styles. Largest line of genuine 
buckhorn handles. America’s distinctive quality 
line. Many outstanding features. 


AZOFrS The coming razor for the hardware 

trade. Ka-Bar razors (under our 
barber supply brands) are the largest sellers to the barbers 
of this country. Holder of world’s record for number of 
shaves without honing. The final answer for the man who 
is tired of fussing with poor safety razor blades. 


Write for Fold 
Union Cutlery Co., Inc., O Olean, N.Y. | 
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hE EVERSHARP SHEAR COMPANY 


) by 2000 Knowlton St. Ml 
BRIDGEPORT. CONN..U.S.A. © 


SCISSORS AND SHEARS 
FOR ALL PURPOSES We) 
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of contact of the rubber stamp by the 
chemical action of the potash. After 
this, acid is allowed to penetrate into 
the steel the necessary depth, and the 
blades are thoroughly washed and 
dried. Finally, the blades are rubbed 
with powdered crocus to bring up in 
definition the result of the etching 
process. 

Following the etching, the blades 
are set to a very keen edge, and the 
springs and joints cleaned thoroughly. 


Edging 


In this cogdition the knives are 


Buffing passed on to buffers whose duty is to 
polish the backs of handles and blades 
as well as also the shields. After this 
has been done the handles are also 
buffed. 

Cleaning Finally, the knives are wiped, 

Oiling thoroughly cleaned and all the joints 

Wrapping oiled. Final inspection of the com- 

Boxing pleted knives is made, after which they 


are wrapped and boxed, ready for 
shipment. 





Proper Display Increases Cutlery Sales 100 Per Cent 


table cutlery was placed at the front door of 


\ SMALL show case containing carving sets and 
the Jamaica, N. Y., store operated by James 
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AMERICAN HARDWARE MANUFACTURERS June 8, 9, 10, 1925. 


ASSOCIATION CONVENTION, Dallas, Tex., Starkville. 
April 21, 22, 23, 24, 1925. Headquarters, 
Adolphus Hotel. F. D. Mitchell, secretary- 
treasurer, 1819 Broadway, New York City. 

ARKANSAS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Little Rock, May, 1925. 
L. P. Biggs, secretary, 815-816 Southern 
Trust Building, Little Rock. 


HARDWARE ASSOCIATION OF THE CARO- 
LINAS CONVENTION AND EXHIBITION, Spar- 
tanburg, S. C., June 9, 10, 11, 1925. Arthur 
R. Craig, secretary-treasurer, 717-718 Com- 
mercial Bank Building, Charlotte, N. C. 


May 4, 5, 6, 1925. 


urer, Canyon, Tex. 


HARDWARE ASSOCIA- 


TION CONVENTION, Congress Hotel, Phila- ciation, CoMPRISING TENNESSEE, ALABAMA, 
delphia, Pa., June 15, 


Herbert P. Sheets, secretary-treasurer, 130 jsxyrprTI0N, Birmingham, Ala., May 12, 13, 
East Washington Street, Indianapolis, Ind. 44 19295, Walter Harlan, 


NATIONAL RETAIL 


& Hawkins, Inc. In four months this small case in- 
creased sales of the company’s full line of cutlery at 
least 100 per cent. Sales on carvers and table ware 
increased from three to four hundred per cent—all 
this from the display efforts of one small show case, 
placed on the bias flanking the left hand door. 

During the last Christmas holiday period cutlery 
was the most active line in this store. In previous 
years the holiday cutlery trade was good, but never 
the leader in point of volume. This year it led all 
other lines handled and pushed for gift use. 

Prior to the use of this small case in the doorway, 
one standard type and size show case was used to 
contain the full line of razors, scissors, carvers, mani- 
cure pieces, table ware and razor blades. The other 
show case is still in use directly behind the cash regis- 
ter. You can see it alongside of the salesman stand- 
ing on the sales aisle. 

A limited number of cutlery specialties, such as 
pocket hones, grapefruit knives, various special kit- 
chen knives, and knife sharpeners are quickly sold in 
good quantity when displayed on top of the show case. 

Eddie Denecke, who has charge of advertising dis- 
play and a few other profit-making features of this 
company, was responsible for putting the cutlery case 
up front. It is a good hunch. As Eddie says, “You 
have only to show cutlery to sell it.” 


PECUELELUGEEOTESECORGERRTEROREREOSOSECTORETERESELECT OTIS Cede Reeaoateeiee 


Guy Nason, secretary, Hotel. John Donnan, secretary, Richmond, 


Va. 


SOUTHEASTERN RETAIL HARDWARE ASSO- 
16, 17, 18, 1925. Gporcia AND FLORIDA, CONVENTION AND 


secretary-treas- 


PANHANDLE HARDWARE AND IMPLEMENT Urer, 701 Grand Theater Building, Atlanta, 
ASSOCIATION CONVENTION, Amarillo, Tex., 4: 
Headquarters, Amarillo 
Hotel. Cc. L. Thompson, secretary-treas- 


SOUTHERN CALIFORNIA RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXHIBITION, 
Ambassador Auditorium, Los’ Angeles, 


SOUTHERN HARDWARE JOBBERS’ AssocrtA- March 18, 19, 20, 1925. H. L. Boyd, secre- 


MIssissippr1 RETAIL HARDWARE AND IM- TION CONVENTION, Dallas, Tex., April 21, tary-treasurer, 618 Hellman Bank Building, 


PLEMENT ASSOCIATION CONVENTION, Biloxi, 22, 23, 24, 1925. 


Headquarters, Adolphus 650 South Spring Street, Los Angeles. 
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lt ectricians Knife 
PR AND Mane A popular item that 7 Serow 
can be featured in your Knife 
POCKET KNIVES ff | s3, 0" ate 
departments. Every 
Our best Advertisement is our man and boy knows os 
Product. the value of a knife . 
“Hammer Brand” Pocket Knives that serves as a handy 
are mate of red here. materials > tool kit as well as a de- 
tainable, by skille rtisans work- labl ket knif 
; , " : pendabie pocket knife. 
ing unhurriedly under the old-fash Made of the teat qual- soaaaniel Blade Locks 


ioned plan of Quality first. In 
“Hammer Brand” Knives you get 
the essential that makes good 
knives possible — SKILLED 
WORKMANSHIP. 


Our best method of Advertising is 
assisting our Distributors to ac- 
quaint their customers with the 
worth of “Hammer Brand” Knives 


ity materials by skilled 
workmen. 


Strong knife blades 
with keen lasting edge. 
Enjoy liberal profits by 
meeting the demand 
for a practical knife. 





Cleaner 





Cannot Snap 
3ack 


Non-Rusting 
Nickel Silver 
Bolster 


and how to effectively use the Sales 
. Helps we supply. 


Genuine 
Ebony Handle 


Pressure on this 
blade releases screw 



















driver. — 
NEW YORK Ww 4 f pl Brass Lining 
Vrite for sample 
BNIFE CO. and prices. 
Walden, 
Challenge 
New York, q 
"U.S. A. Cutlery Company Nickel 
Bridgeport, Conn. Shackle 























Every customer for a knife is a cus- 
tomer for the 


ULSTER 
KNIVES 


Made by skilled Cutlers 
with the best qualities 
of Cutlery Steel, Lin- 
ings, and Coverings. ~ 


Display them with 
your cutlery! Each ULSTER KNIFE 
ACE HARDWARE a perfect pocket tool, 
FG. CORP. from the superfine Vest 
Philadelphia Pocket pattern to the 


Chicago San Francisco 


stoutly made knives re- 
quired by Farmers, Me- 








| chanics, Sportsmen and 


others who need Knives 
Speed Up the Wheels for Service. 
of Industry 


‘ULSTER POCKET 

KNIVES” as good as knives 
can be made. 

Write to your jobber today for any 

of the merchandise advertised in 

these pages. Don’t wait for the 

jobber’s salesman. You may forget. 


Made in a specialized Cut- 
lery Factory with every re- 
source and facility for pro- 
ducing pocket knives of the 
highest standard. 


Dwight Divine 
& Sons 
Ellenville New York 
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March 19, 1925 


Consistent Demand for Hardware in Northwest 
—Prices Firm with Upward Tendency 


(Minneapolis office of HARDWARE AGE) 
\ / ITH the nearer approach of the opening of spring 
there is an increase in the amount of business 
being done, on the average, by the retail mer- 
The quiet of the past few weeks is 
giving way to the usual development of trade which 
Outside repair work 
and some construction work are being started, the first of 
a long series of similar work for the year. 
exterior painting work has been noted also. 


chants in all lines. 


comes with the turn of the season. 


AXES.—Call for axes shows some de- 
cline with the approach of warmer 
weather. Stocks are still well filled, 
and prices are higher than last quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit axes, 
base weights, $14.50, and double bit 
axes, base weights, $19.50. 


BATTERIES.—Call is still heavy for 
radio batteries, with stocks in fair con- 
dition. Prices have not changed. 


We quote from jobbers’ stocks, 

f.o.b. Twin Cities: No. 6 ignition 
type dry cells, case lots, 29c. each; 
Radio “B’’ batteries, unit package 
quantities, No. 7 each; No. 
64, $1.14 each; No. 767, $2.44 each; 
No. 772, $2.44 each; No. 770, $3.09 
a “CO batteries, No. 771, 39c. 
each. 


BOLTS.—Stocks are full for the com- 
ing season’s business, and dealers are 
well prepared for the demand which is 
expected. Prices are steady as last 
quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carriage bolts at 
50 per cent, machine bolts at 50-10 
per cent, stove bolts at 75 per cent 
and lag screws at 60 per cent from 
standard lists. 


BRADS.—Demand is showing a slight 
increase. Stocks are well filled,. and 
prices steady. 


We quote from _ jobbers’ stocks, 
f.o.b. Twin Cities: Wire brads in 25- 
Ib. boxes, 70-10 per cent. 


CHURNS.—Retail sales are still light, 
with ample stocks on hand for all needs 
yet. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Barrel type churns 
at 30-10 per cent from list. 


COPPER RIVETS AND BURRS.— 
Sales are increasing in the shops, and 
retail sales are steady though not 
heavy. Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Copper rivets and 
burrs at 40-10-5 per cent from list. 


EAVES TROUGH, CONDUCTOR RIPE 
AND ELBOWS.—tThe spring demand 
has not yet started, and stocks are well 
filled, awaiting the time when repair 
and new work will take large quantities 
of these materials. Prices have not 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Eaves trough, lap 
joint single bead, 5 in., 29 ga., at 
$5.25 per 100 ft.;: 3 in., 28 ga., conduc- 
tor pipe, $5 per 100 ft.; 3 in. con- 
ductor elbows, $1.73 per doz., net. 


FIELD FENCE.—Sales are starting to 
show some indications of the coming 
call for this class of material. Prices 
have not changed. 





The first 


We quote from jobbers’ _ stocks, 
f.o.b. Twin Cities: Grade L 26 in. 
hog fence at $30.38 per 100 rods. 

FILES.—Demand is beginning to in- 
crease and stocks are well filled in ex- 
pectation of a good season. Prices have 
not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grades of 
files at 50 per cent; second grade of 
i 60-10 per cent from standard 
ists. 


FREEZERS.—There is but the usual 
demand for freezers at the present 
time. Stocks are well filled and prices 
steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: White Mountain 
ice cream freezers, 4 qt., $4.13 and 
8 qt., $6.75 each. 


GALVANIZED WARE. — Stimulators 
in trade in this line are being shown 
by some of the dealers, with very good 
results. Stocks are well filled, and 
prices steady. 


We quote from 
f.o.b. Twin Cities: Standard galva- 
nized pails, 10 qt., 55; 12 qt., $2.90; 
14 qt., $3.20; stock pails, 16 qt., $4.50; 

: : ; standard tubs, No. 1, 
$6.85; No. 2, $7.75; No. hs $8.95; 
poary tubs, non 1, $12; No. 2, $13.25; 

No. 3, $14.50 per doz. 


GLASS AND PUTTY.—Call is light at 
present, with stocks well filled. Prices 
are steady as last quoted. 


~We quote from _ jobbers’ ‘stocks, 
f.o.b. Twin Cities: Minnesota prices, 
single strength, 83 per cent, and, 
double strength, 85 per cent. Strict- 
ly pure putty. 50 Ib. steel drums, is 
quoted at $4.85 cwt., and 25 Ib. steel 
drums, $5 cwt., net. 
HAMMERS AND HATCHETS.—Tool 
sales are being staged by some of the 
retail dealers, with the result of stim. 
ulating the users to buy. With the 
nearer approach of the building season 
sales in this line are beginning to in- 
crease. Prices show no changes. 

We. quote from jobbers’ _ stocks, 
f.o.b. Twin Cities: Maydole hammers, 
NO. 11%, $12.60; Plumb, No. HF81, 
$10.50: Riverside, No. 611%, $10. 50: 
Plumb broad 2 eK: No. 2, $12.45; 
shingling, No. 2, $11.20; claw, No. *3' 
$12.50 per soll 

HOSE.—Retail sales have not yet 
started to any extent, and stocks are 
well filled for the coming’ season. 
Prices on some of the numbers show 
changes, which are more in the nature 


of adjustments than anything else. 


jobbers’ stocks, 


We quote from jobbers’ stocks. 
f.o.b. Twin Cities: Competition %- 
in. hose at 8%c.; Good Luck hose, 


56 ~~ 6 ply, 10%c.; Bull Dog, % in., 
7 ply. 13c.; Tiger, % in., 6 ply, 10%4c. 
per foot. 


While the regular spring work will not start to any 
extent for another few weeks (dependent on the weather 
conditions) there are many signs that when it does start 
there will be plenty for everyone in the construction line. 
This condition will be quite general throughout the North- 
west, according to reports which have been made. 

Prices are very steady in the Northwest, those changes 
which have been made being indications of a stronger 
demand. The exception to this is the price of hose, which 
has been decreased. 


LAWN MOWERS. — Dealers’ initial 
stocks have been shipped, and jobbers 
are expecting a good season in this 
line. Prices show no changes. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Philadelphia style 
40-5 per cent; style A and C 


35-5 per cent; style K, 35 per cent 
from lists. 


MILK CANS.—Retail sales are not 
heavy as yet, although there is always 
a steady trade in this line. Prices show 
no changes. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Railroad 5 gal. 
milk cans, $2.60 —. 8 gal., $3.10 
each: 10 gal., $3.20 eac 

NAILS.—Stocks are well filled for the 
coming demand. Prices are steady as 
last quoted. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails at $3.45 per keg, base, and ce- 


ment coated wire nails at $2.85 per 
keg, base. 


OIL HEATERS.—Stocks are well as- 
sorted for the spring demand. Prices 
show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Ciites: No. 12 oil heaters 
at $3.66 each, and No. 016 heaters at 
$5.32 each. 


PAINTS AND WHITE LEAD.—Out- 
side paint is beginning to move in a 
retail way, with the starting of some 
house painting. The real sales have 
not yet begun, and it is expected that 
there will be more than the usual de- 
mand this spring. Prices show no 
changes. 

We quote from ‘jobbers’ stocks. 
f.o.b. Twin Cities: First grade house 
paints at $3.10 per gallon; second 
grade house paints at $2.25 per gal- 


lon and white ae in 100 lb. con- 
tainers at $14.74 cwt. net. 


PAPER.— Building paper is quiet yet, 
awaiting the opening of the building 
season. Stocks are well filled and prices 


stationary. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Red rosin build- 
ing paper in 20, 25 and 30 lb. weights 
at $3.25 cwt 


PLANTERS.—Dealers are stocked up 
on corn and potato planters for the 
opening of spring work. Prices are 
steady as quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Acme potato 
planters at $9.75 and Acme corn 
planters at $9.75 doz. 


POULTRY NETTING.—Stocks are for 


the most- part ready for the season’s 
sales. Prices show no changes. 








(Continued on page 75) 




















At the New York Toy 

Fair we talked with keen 

buyers from all over the 

country. These toy experts 

selected the four best sellers 
shown on the next page. 


They picked these four num- 
bers— two new ones and two 
old favorites—as the cream of 
the Mengel Line. North, South, 
East and West agreed that these 
had everything that makes a 
plaything walk right off the floor. 


You'll want the quick, sure 
profits that these four leaders 
will bring. 











so. rr a a s 








MENGEL SLIDE. Setthisup 
on your floor and the children 
will sell itfor you. A regular 
chute-the-chute. 10 feet long 
and 5 feet high—also larger 
sizes. Made of unsplintering 
hard maple. Finely finished. A 
numberthat brings real profits. 














CIRCUS TOP TABLE. The chil- 
dren’s own table and two chairs to 
match. Made tostand hard knocks. 
Finished in heavy white enamel 
that’s easy to keep clean. For 
nursery, porch or playground this 
number is a winner. 


16 other sure-fire 
in the 


In addition to the four fine summer 
numbers shown above, the Mengel Line 
holds 16 other popular sellers that are 
bringing interesting profits to live dealers 
every where. 

All these Mengel Playthings are tested 
sellers—not freaks or fads. They move 
quickly. There isn’t a shelf warmer in 
the whole line. 


Children love them because they are 
crammed full of fun and frolic—parents 
like to buy them because they are honestly 
made and showtheir dollar-for-dollar value. 



























THE BYE-BYE-BYKE. This 
number needs no introduction. 
It’s splendidly made. Unsplit- 
table Mengel Ply-wood wheels. 
Rubber tires. Equally good in- 
doors or out. As near ““*tumble- 
proof’’ as such a toy can be. 








SEE-SAW SIRCLE. The lure of 
the teeter-totter and the merry- 
go-round combined in one fast- 
selling plaything. Simple—nothing 
to get out of order. Will last for 
years. Adapted for indoor or out- 
door use. 
















numbers 
big Mengel Line 


Anyone can tell by looking at them that 
they'll stand up under any kind of rough 
and tumble treatment. 

Get your copy of the interesting Mengel 
catalog and judge these playthings for 
yourself. You'll find number after number 
that will boost your sales. Write for your 
copy today. The Mengel Company, Inc., 
Louisville, Ky. 

See our exhibit at the Chicago Toy 
Fair in the Hotel Morrison, Room 439, 
beginning April 13th. 


Mengel Playthings 
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Consistent Demand for Hardware in Northwest 


We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Hexagon mesh 
pars netting at 50 per cent from 
ists. 


PYREX OVENWARE.—Demand still 
holds steady on this line of ware, and 
stocks are kept well filled. Prices 
have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 101 casseroles, 
$1.33; No. 197, $1.17; No. 203 pie 
plates, 50c.; No. 210, 67c.; No. 212 
bread pans, 60c.; No. 231 utility pans, 
67c.; No. 12 atea. pots, $1.67; No. 24 
2, and No. , $2.33 each, net. 


REGISTERS Call for registers is 
growing with the beginning of warm 
air heating operations. Prices have 
not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Cast or wrought 
steel registers at 40 per cent from 
standard lists. 


ROPE.—Rope sales are steady, though 
not heavy in a retail way. Prices show 
no further changes than those recently 
quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade Manila 
rope at 28%c. per Ib., base, and 
pout grade sisal rope at 19%c. per 

., base. 


SANDPAPER.—Stocks are well filled 
and prices steady. Call is still light, 
with the prospect of good sales with 
the opening of the building season. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade No. 1, 
sandpaper at $6.65 per ream, second 
grade No at $6 per ream, and 
garnet paper No. 1, $16.50 ream, net. 

SASH CORD AND SASH WEIGHTS. 
—Demand is light as yet, with prices 
unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Silver Lake No. 





(Continued from page 72) 


8 sash cord at 8lc. lb.; braided cot- 

ton sash cord at 49c. Ilb., and cast 

iron sash weights at $2.35 cwt., net. 
SCREEN DOORS AND WINDOWS.— 
Initial stocks are beginning to move 
out to the dealers. Prices are steady 
as last quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Common screen 
doors 2-8. x 6-8, $1.82 each; fancy 
screen doors, 2-8 x 6-8, $2.16 each. 
Sherwood adjustable 24 in. window 
screens, $7.40 doz., and Wabash ex- 
tension 24 in. screens, $6 doz. 


SCREWS.—Call is still light, in com- 
parison to what is expected when the 
building season fairly opens. Stocks 
are being put in shape for the demand. 
Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Flat head bright 
wood screws, 80 per eent; round head 
blued at 75-5 per cent; flat head 
brass at 70-10-5 per cent; and round 
head brass at 70-5 per cent. 

SOLDER.—Sales are only fair as yet, 
with good stocks on hand. Prices are 
steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Warranted half 
and half solder at 37c. per Ilb., and 
strictly half and half solder at 39%éc. 
per lb 


STEEL SHEETS.—Demand for steel 
sheets is nominal, with stocks well 
filled. Prices have not changed . 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Black steel sheets 
at $4.75, base (28-gage), and galva- 
nized steel sheets at $5.85 cwt., base. 


TIN PLATE.—Call is fair, with stocks 
well filled and prices unchanged. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Furnace coke ICL, 
20 x 28 tin at $14.25 box, and IC, 20 





x 28, 8 Ib. coating roofing tin at 
$14.60 box, net. 


WIRE.—Call for fence wire begins to 
show slight increase, and wire for other 
purposes is quiet. Prices have not 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities Painted barbed 
hog wire at $3. 39° per 80 rod spool; 
painted barbed cattle wire at $3.17 
per 80-rod spool; galvanized barbed 
hog wire at $3.60 per 80-rod spool; 
galvanized barbed cattle wire at $3.37 
per 80-rod spool; annealed black 
smooth wire at $3.45 base, and an- 
nealed galvanized smooth wire at 
$3.80 cwt., base. 


WIRE CLOTH.—Stocks for the spring 
call are in place, and dealers are ex- 
pecting a good business in this line. 
Prices show no change. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Black painted 
wire cloth at $2 per 100 sq. ft., and 
galvanized wire cloth at $2. 50 per 
100 sq. ft., base. 


WRENCHES.—Tool sales in this line 
are showing a slight improvement. 
Stocks are well filled and prices un- 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 

Agricultural wrenches, 65 per cent; 
Coes’ wrenches, 40-10 per cent; en- 
gineers’ wrenches, 6214 per cent from 
new lists; knife handled wrenches, 
40-10 per cent; Stillson and Trimo 
wrenches, 60 per cent. Snap-on 
wrenches in sets, Master Service — 
101, $15.25; No. 202, $8.80; No. 404, 
$8. 75: No. 505B, $3. 40 less 40 per oan 
No. 50 Radio and Electrical Set, $4; 
No. 101 Master Service Set, $15. 25; 
No. 202 Heavy Duty Set, $8. 80; No. 
303 Ford Master Service Set, $14. 85; 
No. 404 Flexible Socket Set, $8.75; 
No. 505B Screwdriver Blades, $3.40: 
No. 900 Set, square socket, $3.70 less 
40 per cent. 








E. R. Barbour Dead 


Edward Russell Barbour, who for 
many years conducted a mill and rail- 
road supply business in Portland, Me., 
died in that city Monday, Feb. 16, in 
his eightieth year. Mr. Barbour retired 
from business in 1907, but until his 
last illness retained a keen interest in 
the mill supply industry. He spent 
the last winters of his life in Boston, 
and his summers at Scarboro, Me. 


Holfelner Made General Man- 
ager Ohlen-Bishop Co. 


E. M. Holfelner has been appointed 
general manager of the Ohlen-Bishop 
Co., Columbus, Ohio, saw manufactur- 
ers. He was formerly the general pro- 
duction manager of the Simonds Saw 
and Steel Co. 


L. M. Crosley Promoted 


Announcement has just been made of 
the appointment of Lewis M. Crosley 
to the position of assistant general 
manager of the Crosley Radio Corpo- 





ration, Cincinnati, Ohio, in which ca- 
pacity he has been acting for some 
time. At the next meeting of the 
directors it is planned to make him 
vice-president of the organization, of 
which Powel Crosley, Jr., his brother, 
is president and general manager. 
Lewis Crosley was a first lieutenant 
in the Engineers Corps, and had charge 
ef selling war property in the Verdun 
Sector. Upon his return in July, 1919, 
he became production manager of the 
American Automobile Accessories Co., 
the “daddy” of the present radio cor- 
poration. He is thirty-six years old. 


Fatzinger Forms Own 
Company 


H. L. Fatzinger, secretary J. S. 
Krause Hardware Co., Bethlehem, Pa., 
has severed his connection with that 
company after 20 years’ service, and 
gone into business for himself. Mr. 
I’‘atzinger has purchased the stock and 
fixtures of the H. J. Koehler hardware 
store in Bethlehem, and will handle a 
full line of hardware and paints. The 
business will be operated under the 
corporate title H. Lawrence Fatzinger, 
Ine. The store is located at 616 West 
Broad Street. Its depth will be ex- 
tended to 154 ft. 





T. S. Brown, Jr., Retires 


Thomas S. Brown, Jr., vice-president 
and treasurer of the Eagle-Pilcher Lead 
Co., Cincinnati, has announced his re- 
tirement from the company. Mr. Brown 
and his family will move to California. 
He will be succeeded by Arthur E. Ben- 
delari, in charge of the company’s min- 
ing operations in Missouri and Okla- 
homa for the past ten years. 


More Than 200 Reservations 
for Credit Men’s Dinner 


More than 200 tickets have been sold 
for the annual dinner of the Hardware 
and Housefurnishing Credit Men’s As- 
sociation of New York City, to be held 
at the Hotel Pennsylvania, March 26. 
Llew S. Soule, editor HARDWARE AGE, 
is the principal speaker for the evening. 


Wooster Brush Co. Issues 
Window Display Material 


An attractive new window display, 
consisting of six separate pieces litho- 
graphed in nine colors, is now being 
issued by the Wooster Brush Co., 
Wooster, Ohio. This display comprises 
some unique easel display cards. 
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Growing Demand for Spring Lines in Chicago 
—Prices Firm with Advancing ‘Tendency 


decidediy advancing tendency and several] rises are pre- 
dicted attributed largely to already advanced costs of raw 


(Chicago office of HARDWARE AGE) 
OMPARED with the previous activity, in both prices 
CC and sales, in this market this week appeared to be 
somewhat quiet although considered by itself buying 
has been good. There is a slight tendency on the part of 
the retailers just at present to wait for spring weather 
and its attendant picking up of retail sales. The pros- 
pects are very good for an active spring and the merchan- 
dise shipped out so far, preparatory to the opening of 
the season is much heavier than a year ago. The de- 
mand for summer goods is still somewhat dormant but 
there is an optimistic belief that a few days of warm 
weather will start buying in this direction. 
While there were but very few price changes recorded 
this week, prices in general are remarkably firm with a 


material. 


Building operations continue to show great activity and 
consequently there is a very brisk demand for all kinds 
of builders’ hardware and while the building programs 
so far have been largely confined to the larger cities, re- 
ports show that considerable activity is being developed 
in the smaller centers and rural districts. There is an 
increasing demand on the part of the railroads for steel 
which, coupled with the orders already placed, is keeping 
the mills up to capacity production. 

There seems to be a much larger percentage of cash 
sales in the retail stores than ever before and collections 
by the retailers are reported as very satisfactory. 


AUTOMOBILE ACCESSORIES. $8.50 per 100 lb.; Tenso, Bull Dog 


and Brown coil chains, 50-10 per 


—Sales are expected to pick up with cent discount; No. 00-4% electric 
the advent of spring weather. Prices welded cow ties, $2.75 per doz. 
are unchanged. COPPER RIVETS AND BURRS.—The 
We quote from jobbers’ stocks, demand is good. Prices are very firm. 
f.o.b. Chicago: . tob <? ka 
Spark A gg A ge eee 50c, each; ms in Fa laggy ggg Eager 
regular, 58c. each: Champion X, 45c. burrs, 40 per cent discount. 


each; Champion Blue Box line, 53c. 


each: A. C. Titan, 58c. each; lots of DRAIN PIPE CLEANER.—Both sales 


nn 56c. A. C. Special Ford, 44c. and prices are steady. 

Spot Lights.—Anderson, No. 3280, We quote from jobbers’ stocks, 
$6.50 each. f.o.b. Chicago: 

Horns.—E. A. Electric (Ford), $4 Economy Plumber’ drain pipe 
each. cleaner, in 1 lb. net cans, in lots of 3 

Jacks.—Ajax No. 6, 90c. each; Na- doz., $2.70 per doz.; in lots of 6 doz., 
tional Standard No. 21, $1.20 each. $2.60 per doz.; and in 12 doz. lots, 

Pumps. — Rose, 1%-in. cylinder, 2.50 per doz. 
$1.55 each. Same, in 2 lb. net weight cans, in 

Chains.—Non-skid, dozen pair lots, lots of 2 doz., $4.90 per doz.; in lots 
33% per cent discount; 50 pair lots, of 6 doz., $4.70 per doz.; and in lots 
40 per cent discount. of 12 doz., $4.50 per doz. 

Tires and Tubes.—30 x 3% oversize Hercules tile and porcelain cleaner, 
cord tires, $9.45 each; regular cord, in 1 lb. net weight cans, $2 per doz. 
$7.45 each; gray inner tubes, 30 x in lots of 2 doz. 

34, $1.20 each; red inner tubes, 30 x Hercules boiler liquid, in 1 at. 
314, $1.50 each. can, $3 each; 7 % doz. lots, $2.50 

4 Cc > . bP a.m , . . 
AXES.—Prices firm. Fall orders are} °9ghi.0" 07 .nt'"oane $5 cach: % 


now coming in good volume. doz. lots, $4.75 each; and in gal. 


cans, $9 each. 
We quote from jobbers’ stocks, $ 


f.o.b. Chicago: First quality single EAVES TROUGH AND CONDUCTOR 


bitted unhandled axes, 3 to 4 Ib., $14 


doz. base; double bitted, $19 ‘doz. PIPE.—Sales are very good. Prices 
base; good quality black unhandled , 
axes, same weight, single bitted, $13 ae unchanged. : 

doz. base; single bitted handled axes, We quote from _ jobbers’ stocks, 
$15.50 to $24 per doz., according to f.o.b. Chicago: Single bead lap joint 
quality and grade of handle; special gutter, 5-in., $4.50 per 100 ft.; corru- 
unguaranteed handled axes, $12 per gated conductor pipe, 3-in., $4.75 per 


doz. base. 100 ft.; plain ridge 
per 100 ft.; corrugate 


BOLTS AND NUTS.—tThe demand is bows, 3-in., $1.36 doz. 


roll, 1%-in., $4 
d conductor el- 


good and prices remain unchanged. ELECTRICAL AND RADIO MER- 
We uote from jobbers’ stocks, . . 
f.o.b. P+ nell Bestioae bolts, cut CHANDISE.—Radio sales are holding 
thread, « ~ — Fe — up well, although the demand generally 
carriage bolts, rolle read, - 
per cent discount; machine bolts, cut drops from now on. 
thread, 50-10 per cent discount; We quote from jobbers’ stocks, 
small machine bolts, rolled thread, f.o.b. Chicago: 
90-10-5 per cent discount; all stove Electrical Merchandise.— No. 14 
blots, 75-5 per cent discount; lag rubber-covered wire, $7.90 per 1000 
screws, 60 per cent discount. ft.; in 1000-ft. lots, $7.65; No. 18 
, — ~ lamp cord, $14.50 per 1000 ft.; im 
BUILDERS’ HARDWARE. All manu 1000-ft. lots, $13.75; %-in. brush 
facturers are reported as behind on de- brass key sockets, 19c. each; two- 
; ; way plugs, 60c. each; in lots of 10, 
livery of plated butts. Prices firm. ile.” Gah: ahealane aauaanent 
We quote from jobbers’ stocks, plugs, 13c. each; two-piece attach- 
f.o.b. Chicago: 2% x 3% steel butts, ment plugs, 12c. each; dry cells, 
case lots, old copper and dull brass boxes of 50, 30%4c. each; less than 
finish, $2.67 per doz. pair; 4 x 4 steel case lots, 34c. each. 
butts, old copper and dull brass Radio Supplies. —Radio B batteries, 
finish, $3.63 per doz. pair; heavy steel No. 766, $1.40 each; No. 767, $2. 62 
bevel inside sets, case lots, $6.75 per each. 
doz.; steel bit-keyed front door sets, Battery Chargers. — Apco line, in 
$1.75 per set: wrought brass bit- lots of less than 10, $13.50 each, net. 
keyed front door sets, $3.25 per set; Tubes.—Cunningham and R. C. A., 
cylinder front door sets, $7.50 per $$ list. Discount, 25 per cent. 
set. Loud Speakers. —Western Electric, 
CHAIN.—Sales are good. Prices show| No. O220V, $9.00 list. Discount, 30 
no change. FIELD FENCE.—There has been no 


We quote from jobbers’ stocks, : 
f.o.b. Chicago: %-in. proof coil chain, price change. Sales are good. 








We quote from jobbers’ stocks, 
f.o.b. Chicago: 726-6-12%, $30.38 per 
a rods; 1948-6-14%, $45.92 per 100 
rods. 


FILES.—Sales are good. Prices re- 
main unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: American files, 60-10 
per cent off list; Nicholson files, 50 
per cent off list; Black Diamond files, 
40-10-5 per cent off list. 


FISHING TACKLE.—Sales are ex- 
tremely satisfactory. 


GALVANIZED WARE.—tThere is a 
slight change in the price of galvanized 
baskets this week. Other prices are 


unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Competition galva- 
nized after-made water pails, genu- 
ine riveted ears, 10-qt., $2.30 doz.; 
12-qt., 2.50 doz.: galvanized wash 
tubs, No. 1, $6.25 doz.; No. 2, $7 
doz.; No. 3, $8.25 doz.; No. 8 galva- 
nized wash boiler, wood grip and 
handles, $13.75 doz.; l-gal. tin breast 
galvanized kerosene can, $2.35 doz.; 
1-bu. galvanized baskets, $6. 25 doz.; 
1%-bu. galvanized baskets, $8.75 doz.; 
5-gal. galvanized oil cans, galvanized 
breast, $6.85 doz.; perpendicular . cor- 
rugated light galvanized ash cans, 
with cover, No. 55, $15 per — a 
66, $17.50 doz.; No 77, ‘do 
heavy galvanized after-made “No. 171. 
$28.20 doz.; No. 191, $37.25 doz.; No. 
201, $44.75 doz. 


GARDEN HOSE AND LAWN 
SPRINKLERS.—Sales are only fair as 
yet. Prices are unchanged. 


We quote from jobbers’ stocks, 

f.o.b. Chicago: Garden hose, good 
quality molded hose, %-in., 10%c. 
per ft.; %-in., 13c. per ft.; 3-ply, 
good quality, wrapped, %-in., 10c. 
per ft.; %-in., 12c. per ft.; 4-ply, 
good quality, wrapped, %-in., 12c. 
per ft.; %-in., 14c. per ft.; 5-ply, 
good quality, wrapped, %-in., 9c. per 
t.; %-in., llc. per ft. awn sprin- 
klers, Rain King, $28 doz.; original 
fountain sprinkler, $8 doz.; Rainbow, 
38-in. high, $24 doz. 


GLASS AND PUTTY.—Prices remain 
stationary. The sales volume is re- 
ported as very satisfactory. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A, 25 - 
in. bracket, 87 per cent discount; sin- 
gle strength A, 34 to 40 in. bracket, 
85 per cent discount; single strength 
A, all other brackets, 84 per cent 
discount; double strength A, all sizes, 
: per cent discount; double strength 

B, 86 per cent discount. Putty, pure 
grades, $3.75 per 100 lb.; commer@al 
$3.40 per 100 Ib. 


HATCHETS.—Prices are firm. Sales 
are good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality hatchets, 
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No. 2 shingling, $11.20 doz.; first 
quality hatchets, No. 2 broad, $14.45 
doz. medium quality hatchets, No. 2 
shingling, $7.25 doz.; medium qual- 
ity hatchets, No. 2 broad, $10.50 doz. 


HANDLED HAMMERS.—Sales are in 
good volume, with no price changes 
reported. 


We quote from jobbers’ 
f.o.b. Chicago: First quality, 
nail hammers, $10.50 doz.; first qual- 
ity, 16-o0z. machinist hammers, $7.85 
doz.; medium quality, 16-oz. nail 
hammers, $6 doz. 


HANDLES, AGRICULTURAL.— 
Prices are unchanged. Sales are good. 


stocks, 
16-02. 


We quote from jobbers’ _ stocks, 
f.o.b. Chicago: 
Hay Fork Handles. — Straight, 


chucked and bored, best grade, 4%4- 


ft., $4.50 doz.; 5-ft., $5.50 doz.; XX, 
4%, -ft., $4 doz.; 5-ft., $4.80 doz.; X, 
414-ft., $2.40 doz.; 5-ft., $2.80 doz. 


Hay Fork Handles.—Bent, chucked 


and bored, best. grade with strap, 
ferrule and cap, 4%-ft., $7.50 doz.; 
5-ft., $8.50 doz.; XX, bent, with 
strap, ferrule and cap, 4-ft., $5.50 
doz.; 4%-ft $5.75 doz. ; XX bent, 
4% 'ft., $4.50 doz.; 5-ft., $5.50 doz.; 
xX bent, 41, ft., $3 doz.; 5-ft., $3.40 
doz. 

Manure Fork Handles.—Bent, best 
grade, 4-ft., $4.75 doz.; 4%-ft., $5. 10 
doz.; XX bent, 4-ft., $4.15 doz.; 4% 
ft., $4.40 doz.; X bent 4-ft., $2.60 
doz.; 4%-ft., $2.95 doz. 


Garden Hoe Handles.—XxX, 4'4-ft., 
$3.45 doz.; X, 4%-ft., $2.40 doz 


Garden Rake WHandles.—XxX, 5'%- 
ft., $5.25 doz.; X 5%-ft., $3.25 doz. 

Shovel. Handles.— Regular pattern, 
XX 4%-ft., $5.90 doz.; X, 4%-ft., $3.90 
doz.; D handle, best grade, $7.95 
doz.; X grade, $6 doz. 

Spade WHandles.— D handle, best 
grade, $7.75 doz.; X grade, $6 doz. 


HANDLES, TOOL.—Prices in this mar- 


ket are still unchanged. Sales are 
good. 
We quote from jobbers’ _ stocks, 
f.o.b. Chicago: 


Axe Handles.— No. 1 hickory, $4 
doz.: No. 2, $3 doz.; second growth 
hickory, $5 doz.; finest selected sec- 
ond growth hickory, $6 doz. 

Hatchet and Hammer Handles.— 
No. 1, 90c. doz.; finest second growth 
hickory, $1.50 doz. 


HINGES.—Sales are increasingly good. 
No price change. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: ag 28 strap hinges, 
in bundles, 4-in., $1.03; 5-in. 
6-in., $1.60; 8- in.. $2.70; 10- in., $4 ‘36 
per doz. pair; extra heavy T hinge s, 
in bundles, 4-in. $1.56; 5-in., $1.66; 
6-in., $2.08; 8- in., $3.56; 10- in., $5.10 
per doz. pair. 


ICE CREAM FREEZERS.—Prices are 


firm. Sales are reasonably good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: White Mountain, 1- 
qt., $4.85 list; 2-qt., $5.65 list; 3-qt., 
$6.75 list 4-qt. $8.25 list; 6-qt., 
$10.45 list; 8-qt., $13.50 list; 10-qt., 
$18 list; 12-qt., $21.55 list; 15-qt., 
$25.60 list; 20-qt., $33.20 list: 25-qt., 
$42.60 list; Arctic, 1-qt., $4 list; 2- -qt., 
$4.60 list; 3-qt., $5.55 list; 4-qt., $6.80 
list; 6-qt., $8.60 list; 8-qt., $11.10 list. 
All the above less 50 per cent dis- 
count. 

INCUBATORS.—The demand is very 
satisfactory. 

We quote from jobbers’ _ stocks, 
f.o.b. Chicago: Incubators, 35 per 
cent discount; brooder stoves, 35 per 
cent discount; insulated chicken 


waterers, $3.25 each. 
LAWN MOWERS AND GRASS 
CATCHERS.—It is still a little early 
for a large volume of current business. 


Prices unchanged. 

We quote from jobbers’ 
f.o.b. Chicago: 

Lawn Mowers.—16-in. ball bearing, 
5-knife, 11 in. wheels, $12.35 each; 
16-in., ball bearing, 4-kKnife, 10%-in 
wheels, $10 each; 16-in. plain bear- 
ing, 4-knife, 1014- in. wheels, $8.65 
each; 16-in. ball bearing, 4- knife, 9- 
in. wheels, $7.85 each; 16-in. plain 
bearing, 4-knife, 9-in. wheels, $7.35 


stocks, 
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4-knife, 
16-in. plain 
wheels, $5.85 


each; 16-in., ball bearing, 
8-in. wheels, $8 each; 
bearing, 3-kKnife, §8-in. 
each. 

Grass Catchers. — Galvanized bot- 
tom, for 14 to 16-in. mowers, full 
packages, $8.80 doz.; galvanized bot- 
tom, for 18 to 21l-in. mowers, full 
packages, $9.60 doz.; plain bottom, 
canvas, for 18 to 2l-in. mowers, $7.60 
doz.; plain bottom canvas, for 12 to 
16-in. mowers, $5.90 doz. 


NAILS.—Demand is very good. Prices 


remain unchanged. 


We quote from jobbers’ 
f.o.b. Chicago: Common wire 
$3.25 per keg base; cement 
$2.55 per keg base. The extra for 
galvanized nails is now $2.25 for 1- 
* and longer; $2.50 for shorter than 
-in. 


OIL STOVES.—Sales are seasonably 


fair. No price changes. 


We quote 
f.o.b. Chicago: 


stocks, 
nails, 
coated, 


from jobbers’ stocks, 
Old line New Perfec- 
tion 2-burner stoves, $17 each list: 
3-burner, $22 each list; 4-burner, $28 
each list; new Improved New Perfec- 
tion 2-burner, $22 each list; 3-burner, 
$28.50 each list; 4-burner, $35 each 
list; Superfex 2- burner, $36 each list; 


3- burner, $45 each list: 4-burner., 
$58.50 each list. All subject to 30 
per cent discount. Lots of ten or 


more are subject to 30-5 per cent 
discount. 


PAINTS AND OILS.—AII prices re- 
main stationary this week. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 
Linseed Oil.— Raw, barrel lots, 


$1.33 per gal.; 


5-barrel lots, $1.28 per 
gal. 


Linseed Oil.—Boiled, barrel lots, 
$1.36 per gal.; 5-barrel lots, $1.31 
per gal. 

Turpentine. .—Barrel lots, $1.05 per 
gal. 

Denatured Alcohol.—Barrel lots, 
63c. per gal.; steel drum, extra $6, 
returnable. 

White Lead.—100-lb. kegs, $16.25; 
50-lb. kegs, $8.40; 25-lb. kegs, $4.25; 
121%4-lb. kegs, $2.20. 

Dry Paste.—Barrel lots, 7¥%c. per 


Shellac.—(4-lb. goods), white, $3.50 
per gal.: orange, $3.20 per gal. 

English Venetian Red.—In barrels, 
$3.50 to $6.75 per 100 Ib. 


PYREX WARE.—The 
tinues to be fairly 


demand con- 
good. Prices are 


firm. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Bread Pans.—No. 212, $7.20 doz.; 
No. 214, $12 doz. 

Casseroles.—Round, No. 167, $12 
doz.; No. 168, $14 doz.; No. 182, $12 
doz.; No. 184, $14 doz. 


Casseroles.—Oval, 
No. 197, $14 doz. 
Pie Plates.—No. 202 


No. 193, $12 doz.; 
$6 doz.; No. 


203, $7.20 doz.; No. 209, $7.20 doz. 
Tea Pots.—2-cup, $20 doz.; 4-cup, 
$24 doz.; 6-cup, $28 doz. 
Utility Pans.—No. 231, $8 doz.; No. 
232, $14 doz. 
ROLLER SKATES.—Sales are very 


good. Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Union roller skates 
for boys, $1.40 per pair; for girls, 
$1.50 per pair. Chicago roller skates 
for boys, $1.30 per pair; for girls, 
$1.40 per pair. 


ROOFING AND PAPER.—Sales con- 
tinue active. No price changes re- 
ported this week. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Best ac slate sur- 
faced prepared roofing, $2.10 per 
square; best grade tale surfaced, 
$2.35 per square; medium talc sur- 
faced $1.75 per square; light talc 
surfaced, $1.10 per square; red rosin 
sheathing, $62 per ton. 


ROPE.—Prices remain stationary after 


last week’s advance. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 1 Manila Stand- 
ard brands, 2614c. to 28l4c. per Ib.; 
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No. 2 Manila, 25%c. per lb.; No. 1 
Sisal, 17%c. per lb.; No. 2 Sisal, 


164ec. per Ib. 


SASH CORD.—An advanced price is 
possible, due to higher material costs. 


We quote from jobbers’ _ stocks, 
f.o.b. Chicago: No. 7 standard 
brands, $10.55 per doz. hanks; No. 


8, $12.10 per doz. hanks. 


SASH PULLEYS.—Sales are improv- 
ing. Prices remain firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash _ pul- 
leys, 50c. doz.; barrels, 54¢c. doz.; 
Common Sense, 2-in., 60c. doz.; bar- 
rels, 54c. doz.; No. 105, 52c. doz.; 
barrels, 48c. doz. 


SCREWS.—Sales are satisfactory. No 
change in prices. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head, bright 
screws, 78-10 per cent new list; 
round head blued, 76-10 per cent list; 
flat head brass, 76-5 per cent new 
list; round head brass, 74-5 per cent 
new list; japanned, 72-10 per cent 
new list. 

SCREEN DOORS AND WINDOW 
SCREENS.—Prices are _ unchanged. 
Sales are good. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Screen Doors.—No. 266, 2-8 x 6-8, 
$22.80 doz.; .No. 296, 2-8 x 6-8, $27 
doz.; No. 311, 2-8 x 6-8 $32.10 doz. 

Window Screens.- -No. 1833, $4.94 
doz.; No. 2433, $6 doz. 

SOLDER AND BABBITT METAL.— 


The demand continues good, with prices 


unchanged. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: Warranted, 50-50 


solder, $42 per 100 lb.; medium, 45-55 


solder, $41 per 100 lb.; tinners’, 40-60 
solder, $40 per 100 lb.; high speed 
babbitt metal, $20 per 100 Ilb.; stand- 


ard No. 4 babbitt metal, 


lb. 


STEEL SHEETS.—Sales 
Prices remain unchanged. 
We quote 


$14 per 100 


are good. 


jobbers’ stocks, 
f.o.b. Chicago: 28-gauge galvanized 
sheets, $5.50 per 100 Ib.; 28-gauge 
black sheets, $4.50 per 100 Ib. 

WIRE GOODS.—The demand is steady. 

Prices very firm. 


We 


from 


stocks, 
annealed 
9 galva- 
100 Ib.; 


from jobbers’ 
f.o.b. Chicago: No. 8 black 
wire, $3.15 per 100 Ib. ; No. 
nized plain wire, 3.60 per 
catch weight spool galv: nized cattle 
or hog wire, $3.95 per 100 lb.; 80-rod 
spool galvanized hog wire, $3. 43 per 
spool. Polished fence staples , $3.70 
per 100 lb.; 12-mesh black wire cloth. 
$1.90 per 100 sq. ft.; 12-mesh_ gal- 
vanized wire cloth, $2.20 per 100 sq. 
ft.: 14-mesh bronze wire cloth, $6.25 


quote 


per 100 84. ft.: galvanized poultry 
netting, 55-5 per oon discount; gal- 
vanized after poultry netting, 50-5 


per cent discount. 


WHEELBARROWS.—Sales are good. 
Prices show no change. 

We quote 
f.o.b. Chicago 
rows, $3.50 each; 
barrows, $5.50 each; 
barrows, $6 each. 


WRENCHES.—Another change is re- 


from jobbers’ stocks, 
Common wood bar- 
common steel tray 
steel leg garden 


ported this week on _ engineers’ 
wrenches. Other prices unchanged. 
We quote from jobbers’ stocks, 


f.o.b. Chicago: Agricultural wrenches, 
60 per cent discount; Coes’ wrenches, 
40-10 per cent discount; engineers’ 
wrenches, 50-10 per cent off new list; 
Stillson, 65-10 per cent discount: 
Trimo, 65-5 per cent discount. 
Snap-On Wrenches. -— Radio and 
electrieal set, $4; No. 101 Master Ser- 


vice set, $15.25; No. 202 Heavy set, 
$8.80: No. 303 Ford Master Service 
set, $14.85; No. 404 Universal Socket 


set, $8.75; No. 505B Screw Driver set, 
,: 40: No. 900 Square Socket set, 
$3.70. All Snap-On Wrenches less 


40 per cent. 
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Ww. D. 


ALLEN 


MANUFACTURING COQ. 


Pioneers in the Manufacture of 
Lawn Sprinklers— Founded 1887 
568 W. Lake St. 69 Warren St. 
CHICAGO NEW YORK 
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Allen’s RING Sprinkler is an easy seler and a profit 





maker for the dealer. It is substantially made from heavy 
gauge sheet brass and throws a finely divided misty spray 
over a 35 foot circle at 30 lbs. pressure. 


Nationally distributed through jobbers. Write us for 
the name of one near you. 


Here are three more of our good sellers in stamped brass sprinklers: 














$68 W. Lake St. 





When you open up a box of Allen’s 
spray nozzles you can be certain that 
you have perfect goods—merchandise 
sure tosatisfy your customers. Every 
nozzle we manufacture is tested at our factory by actual 
water pressure, before being packed. 

JUSTRITE 
and PEERLESS, shown 


Ask your jobber for Allen’s Spray Nozzles: 
(illustrated above), 
below. 


MYSTIC 





Peerless 


W. D. ALLEN MFG. CO. 


69 Warren St. 


NEW YORK. 


Mystic 





CHICAGO 








Show Card Writing for the 
Beginner 
(Continued from page wan 





then have an accurate straight edeo to run up 
and down on. 

To do good work it is necessary to have the 
best materials and tools to work with. Show 
cards being so extensively used today, there 
are numerous firms who make a specialty of 
show card writers’ supplies. The better brushes 
are made from red sable hair, costing from 
20 cents to one dollar each. Sizes 5, 8, 10 and 12 
will answer for general show card writing. 
A great deal depends on the brushes. Such an 
outfit is sufficient for any beginner, and he will 
be prepared to do any and all kinds of show 
cards. 

Because it is the free hand quick motion in 
lettering that must be acquired before you can 
become proficient. 

An excellent way to train the hand is to draw 
a series of 2-inch circles with a small compass 





-_ 





~— Special 


Ready Mixed 


Paint 











and proceed to follow the outline with a brush, 
doing it in two strokes. First the left and 
then the right. Then rule a series of perpen- 
dicular and horizontal lines with a rule and 
proceed to trace over these in the same manner. 
Two-inch lines will be all right for these also. 

Very often it becomes necessary to trim the 
edges of a brush because they should have a 
sharp chisel edge in order to do single-stroke 
lettering. When this becomes necessary it 
should be done very carefully in the following 
manner. 

First wet the brush and flatten, and place the 
portion of the brush to be trimmed so that it 
is exposed just over the straight edge of a piece 
of glass, then run a piece of fine sandpaper 
over the few irregular hairs that protrude. 
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Main Street Merchandising 
Methods 


(Continued from page 43) 








tive offering of new or better goods at fair 
prices. 

Success is followed by imitations and 
“Just as good” articles, many of which be- 
come tombstones in the little graveyard 
found in many stores. Even if the gross 
margin per sale is not satisfactory, it 1s 
better to handle main street merchandise at 
“Main Street” prices than to accumulate a 
stock of slow sellers. 

Most of the cut price goods are small and 
package items, easily handled in small space. 
If properly displayed they are easily sold 
or handed out. Little time and expense 
other than for space and display is required; 
so it seems that where there is sufficient de- 
mand that local price conditions on this kind 
of merchandise should always be met—but 
not anticipated. In justice to your trade 
and the opinion they have of your store it 
is not fair to either to allow them to have the 
impression that you are “high priced.’”’ Once 
that impression Is created it is hard to eradi- 
cate—in the meantime the purchasing in- 
clination of the customer is elsewhere. 

It seems to me that the question of NET 
aside from the influence upon other sales is 
not the price at which these goods are sold, 
but is determined by the facility and rapid- 
ity of replacement. I have in mind one line 
of goods, generally sold at cut prices, that 
even a small store can sell $10.00 worth each 
month. ‘These goods are obtainable from 
nearly every jobber, so the stock investment 
can be turned twelve times during the year. 
If the goods are sold at 20c. above cost there 
is a gross of 240% on the investment. 


Sells 9 Out of Every 10 Who 


Enter Western Store 


NSPIRED by a convention statement that 55 per 
| cent of those who enter a retail store do not buy, 
a middle western hardware dealer made a survey 
for two weeks. In that time 8260 people entered the 
store. Careful tabulation by each clerk finds that 7413, 
or 90 per cent of these people, made a purchase; 261, 
or 3 per cent, asked for goods not carried; 209, or 214 
per cent, did not buy because goods asked for were out 
of stock; 83, or 1 per cent, said price was too high, and 
264, or 3 per cent, did not buy for other reasons. 
This dealer has a particularly good average. What 
is your record? It would be interesting and instruc- 
tive to learn just how many people who enter your 
store really buy—and it would be even more helpful 
to know why the remaining group did not buy. 
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...and here itis... 


to retail at 


if’ 


We have worked ten years to produce this— 
a casement window operator of the famous 
Win-Dor type and made of best materials . . . 
yet to sell at a price within the range of the 
most modest builder. And here it is—the 
greatest sales opportunity in a building spe- 
cialty ever offered to the hardware trade. 


$2—think of that—less than it costs build- 
ers to use old-fashioned adjusters and hinge 
the inside screens—and profitable for you— 
just give us a chance to tell you. Use this 
coupon. Get full particulars and ask for our 
Dealer offer. Don’t delay—the season is ac- 
tive—sign and send. 


No need to open the screen to swing the casement. To 
operate the sash simply press downward lightly on the op- 
erator handle inside the screen, releasing automatic lock and 
then swing the casement by 
moving the handle easily and 
quickly to right or left. Advan- 
tages: easier Operation, never 
an opening for flies or insects, 
no tearing or soiling of curtains 
or drapes, no rattling or 
banging of casements, no 
“*acrobatics”’ trying to op- 
erate the window. 


The Casement Hardware (o. 


Casement Hardware Headquarters for Nearly Twenty Y ears 
230 EAST OHIO STREET, CHICAGO 


7 COUPON a 


| The Casement Hardware Co., 
230 East Ohio Street, Chicago 
I want to know all about this new 


Win<Dor 


OPERATOR 


Also about discounts and your Dealer plan. 






7 
ivame 


























| Address 


» a 








a first grade Win-Dor Casement Operator 
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famous Cyclone Line. 


Built in many attractive styles. 
all purposes. 


the complete line. Ask your jobber. 


Factories and Offices: 


Waukegan, Ill. 
Newark, N. J. 


Western Distributors: 


Standard Fence Co., Oakland, Calif. 
Northwest Fence & Wire Works, Portland, 


he Frames 
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> Gee wood posts. 


painted green. 
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Double-Drive Gates 


ft. 


is used as walk gate. 














Line of Gates 


Cyclone Gates—the standard of the world. 
They are backed by all the prestige of the 


Cleveland, O. 
Fort Worth, Tex. 


Ore. 


Ornamental 


Walk Gates 


made of 


Profitable- 





Suitable for 


Sell Cyclone Gates with other Cyclone 
Products—get maximum profits by handling 


CYCLONE FENCE COMPANY 


heavy steel tubing 
\ with scroll top. Fur- 
nished with hinges 
and spring latch for 
Frames 


Built in standard heights for openings. 8 to 18 
Furnished with wood post hinges, also fit- 
tings to hold one-half of gate while other half 
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Make Uncle Sam Your Partner 


(Continued from page 42) 





That is, every price-on the merchandise of- 
fered ended with “16.” One day they had a 
l6c. day. Now we realize that it is not an easy 
matter to get merchandise to sell at this price, 
at the same time it can be done as this client 
proved. But the great trouble with us is that 
we’re too darn lazy—everything is too much 
trouble, so we sign the letter “Dictated, but not 
read” and let it go at that. 


Making It Big 


The anniversary celebration is the biggest 
thing on the store’s calendar of important 
events from point of sales and from point of 
building prestige. So the merchant who is not 
tapping this well of big business chances is do- 
ing himself, his store, and his patrons a great 
injustice and doing his competitor a great 
favor. 

Like everything else, to be a success the an- 
niversary celebration must be planned. First, 
the merchandise, for which go to your jobber 
and manufacturer, tell them what you are go- 
ing to do and ask them for suggestions. You 
will find that they will be only too glad to help. 
Don’t cut the price on your regular merchan- 
dise unless it is advantageous to do so. Now, 
after you’ve got your special merchandise, de- 
cide on a definite plan for the occasion. Decide 
on a color scheme and carry it out, not only in 
the store decorations but in your advertising 
as well. That is, if you decide that the color 
scheme is to be purple, have your advertising 
printed in purple ink; show cards printed in 
purple, with posters and price tickets to match. 
Then, when you have the stage all set, say to 
the patrons that you are going to have a little 
party for them; that they have made it possible 
for you to hold this celebration, and that you 
were going to show your appreciation of their 
patronage by setting aside 10 days during 
which time you were going to divide the profits 
with them. Write your copy to them, not to 
yourself as is usually the case with so many 
merchants who think that the anniversary cele- 
bration is purely for the purpose of patting 
themselves on the back. People are tired of 
this bunk. They are not interested in what you 
think about yourself nearly so much as they 
are of their own interest. 

Think of a cake and you think of a party. 
Think of a party and you think of a cake. So 
whether we like it or not, we cannot get away 
from the cake idea in connection with a cele- 
bration. So why kill the goose that lays the 
golden egg? Use the cake idea in any one of its 
many forms, one of which is probably not so 
old, the penny plan. For instance: Suppose 
you are in business 15 years. Get a penny 
bearing the date of each year in business— 
1910, 1911, 1912, etc. Have these pennies 
baked in a cake and offer a birthday gift to each 
person who gets a piece of cake containing a 
penny. Naturally, the finest gift should go to 
the one holding the penny bearing the date of 
year you started in business. 
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Mostly About John Marshall and 


Herbert Hoover 


(Continued from page 49) 





thought that left-handed barbers’ shears would make 
a good mascot because it was such an unusual item. 
Please apply this story to Hoover’s point 13! 
In writing about his pamphlet, Mr. Hoover unbur- 
dens himself as follows: 
“There is no room for soap box oratory in this 
‘ theme. It is necessary to get down into the dry 
economic fundamentals of our distribution system, 
for remedy lies in more tedious work of investiga- 
tion and negotiation and decision. It is easy to be 
entertaining if we set up straw men and wail at 
their destruction of human liberty, to effect the dis- 
covery of wicked profiteers and leeches who are 
sucking out the blood of the nation, but there is 
little poetry and no recreation in working out these 
problems trade by trade.” 


I wonder this time if my article can be condensed 
into two pages. That is now my one ambition and 
object in life. I have tried it several times and every 
time I have failed. I am either short or I go over my 
limit. 





Store Arrangement Helps Sales 


OME months ago, Charles Leitz and his brother 
S Henry decided to open a new hardware store in 

the downtown district of Minneapolis, and after 
canvassing the situation carefully decided on a loca- 
tion that was in every way desirable, but the building 
itself bore small resemblance to anything suitable to 
house an up-to-date retail establishment. The first 
floor was divided by an inclosed stairway and the 
building was occupied on one side by a little meat 
market while the other side had once housed a motion 
picture theater, long since defunct. 

However, Charlie Leitz knew what he wanted, and 
he prevailed upon the owner of the building to call in 
some expert advice, with the result that the Leitz 
Hardware & Paint Company have one of the finest 
and most modern store fronts in Minneapolis. The 
stairway was moved to one side and plate glass set in 
copper gives an unrestricted view from the street into 
the windows, which are about four feet deep. 

To the Minneapolitans who knew the building as it 
formerly looked, the change is little short of a miracle, 
giving to the hardware store really an auxiliary store 
selling merchandise without salesmen. 





Demonstrating Grass Seed 


F you sell grass seed, here is a simple little stunt 
that will attract attention to your window and 
incidentally boost your sales. Place in the window 

as a center piece in your spring display of garden 
and lawn tools a bowl, preferably a glass one, and in 
the bowl put an ordinary sponge. The sponge should 
be large enough so that at least a third of it rises 
above the edge of the bowl, and for appearance sake 
it is better to select one that is symmetrical in shape. 
Next fill the bowl with water and then spread a gen- 
erous layer of grass seed over the top of the sponge, 
and within a few days you will have the sponge cov- 
ered with a heavy turf which will last for six or eight 
weeks before it begins to wither. Of course, it is 
necessary to replenish the water from time to time. 


HARDWARE AGE 











NIGHT LATCHES 


and PADLOCKS 
For Saleability e 


HE customer who has once used a Fraim 

Night Latch or Padlock will invariably turn 
to Fraim Locks for all his future requirements. 
A fast selling Fraim Combination Lock Set is 
shown below. 


ITTY diit 
i 





No. 110 (shown above in reduced size) 
is a full five pin tumbler Night Latch in 
iron case with black Japanned or 
antique copper finish. 


No. 112 is the same mechanism in 
beautifully finished antique copper; ap- 
plied to door with concealed screws; 
four keys. 





No. 825 (actual size 2 in.) pad- 
lock is of cast phosphor bronze 
with full pin tumbler construc- 
tion locking the shackle firmly 
at both ends. 


Of special interest is the fact 
that No. 825 Padlock can be 
supplied keyed alike with either 
No. 110 or No. 112 Night 
Latch. 





This combination of Fraim Night Latch and 
Padlock taking the same key is extremely at- 
tractive to many customers—especially those 
with their own garage. 

Ask us about our Combination Padlock and 


Night Latch Sets—and be sure you have our 
complete Catalog for ready reference. 


E. T. FRAIM LOCK CO. 


Lancaster, Pa. 
Selling Agents in 
New York Boston Montreal 
Chicago Seattle Vancouver 
Detroit Ogden, Utah Philadelphia 
San Francisco Los Angeles Baltimore 
Winnipeg 
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SPRING HINGES 


DOOR SPRINGS 


THE “RELIANCE” 


TYPE 270 





TYPE 280 
The “RELIANCE” is a 
POWERFUL and EFFI- 
CIENT door spring of 


extra heavy construction. 
The RATCHET TEN- 
SION ADJUSTMENT is 


very simple and efficient. 


The “CHICAGO” door 
spring is of substantial 
construction and SYM- 
METRICAL APPEAR- 
ANCE. All of the 
PARTS ARE FAST- 
ENED TOGETHER so 
they are never lost or mis- 
placed. 


Send for Descriptive Literature 


Chicago Spring Hinge Company. 
NEW YORK 


CHICAGO 


THE “CHICAGO” 

















LA 
STAR 


HACK SAW 


Forty-two years of concentrated 
effort in one direction has pro- 


duced this supreme blade. 


CLEMSON BROS., INC. 


Middletown, N. Y. 


WE HAVE SOMETHING TO TELL YOU 
ABOUT HACK SAWS. WRITE FOR 


BOOKLET. 


7 
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Our Readers Forum 
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apolis, so you can see that these errors run 
into money. This involves cost of freight 
both ways and loss of sales for the dealer. 

(6) There should be a good label on 
small boxes, so that they can be read with 
ease at least three feet away. Poor labels 
slow up business. The picture of contents 
should be on the label on the box, as it helps 
to sell merchandise. If expensive fixtures 
pay, why won't the picture on the label 
pay? A few manufacturers follow this 
plan, but a lot of them do not. A sales 
manager for a jobber told me that a certain 
ammunition firm used to have a certain 
color label for its packages of cartridges, 
and had a big trade in Canada with the 
Indians. They would come in with this 
label and want another box with the same 
kind of a label. When this firm changed its 
label it lost its trade with these Indians. 
A label is an asset to the manufacturer. 
Why not give it more attention? Mr. 
Norvell said that if he was a manufacturer 
he would see that his products were well 
displayed in jobbers’ catalogs. Why not 
start at the neck of the bottle—the label on 
the shelves of the retailer? 

(7) Too much profit, and often a cus- 
tomer, is lost for jobbers and dealers in 
being out of merchandise, when it is called 
for. 

The retailer can also help in cost of dis- 
tribution. Buy what he can take his cash 
discount on, as goods must be paid for. 
Don’t over buy for an extra 10 per cent 
more than you can sell within six months, 
as cost of doing business and interest eats 
up this extra 10 per cent unless market goes 
up and you take the advance. You can 
always buy, but you cannot always sell. 
Keep the goods coming by mail order, and 
get a turnover. Jobbers must get a longer 
profit on slow pay accounts than they do 
from a firm that discounts its bills, as these 
slow ones often spell loss. 

When a dealer buys more than he can 
sell of any seasonable goods he generally 
gets where he needs the money, and starts 
cutting the price to get rid of these goods. 
He may cut below cost, but the public still 
think he made a profit, and wonders how 
much was made in the first place. 

We do not use the word guarantee. 
When we sell a clock or watch, we sell it to 
keep correct time for thirty days, and if 
there is a defect it will show up in that time. 
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On other merchandise, if they show flaws - 

or defects, we replace them, even if we have f] 
to stand the loss. Selling merchandise on 
guarantee basis is a liability. Of course 
you must see that your customer is given a 








square deal. Put yourself in the cus- 1810 1925 
tomer’s place. Cost of distribution is too 
high for the manufacturer, jobber and 
retailer. This cost must be cut down if we 
expect to stay in business and make it pay. 

HarpWARE AGE has often made us ANKS that know the hardware business from a 
money, because of information of advances wet ag Soom DE at View aoe Ses mney te OD | 
of plage which we took advantage of. The Mechanics & Metals National Bank of the City of 

(Signed ) J. W. HeEntTGEs, President, New York is particularly fortunate in that its official 


Choteau Hardware Co., staff numbers those who have had actual experience in 


the hardware business. 
Choteau, Mont. 
This experience is at your service. Write us about 


’ your banking problems; call on us when in New York 
Another Letter on the ‘‘ Uncondi- and permit us to show you what a combination of know- 


tional Guaran tee’’ bow and ample resources can accomplish. 


EK, note with much interest your 
article in the Feb. 19th issue, en-  , THE 
titled “Unconditional Guarantee Must 


Go.” Concerning the unconditional guar- MECHANICS & METALS 
antee, will say that we are strictly opposed 
to a guarantee of this kind, as we have NATIONAL BANK 








found in almost every instance where a OF THE CITY OF NEW YORK 
guarantee of this kind was made, the cus- 
tomer took advantage of the guarantee, Capital, Surplus and Profits, $26,500,000 











resulting in a loss to the factory manufac- 
turing the merchandise. We are firm be- 
lievers in replacing merchandise which 
plainly shows a defect but, where goods 
are unconditionally guaranteed, it does not 
leave any choice for the merchant when a 
damaged article is returned but to replace 
it. Our return of defective and absolutely 
guaranteed merchandise has reached such 
proportions that we have been considering 
having special forms made for taking care 
of returned defective goods. The return of — 
these goods is usually made by P. P. at the 
expense of the merchant, resulting in quite 






















a loss during the year. r 
(Signed) R. F. Mean, President, i 
Mead Hardware Co., BIN. 
Albuquerque, N. M. + 
Hardware Age Makes for Better a ilk A. Wilt 
Retailing ; | Ain A 


NWinwansnese!!5— 


OUR Harpware AGE reaches us and ji ye 
all our boys regularly. It becomes a 3 
pleasure to read through its columns and Union All-Purpose Baskets 
absorb the topics of interest. made in two sizes with either green enamel or 
It is a magazine for the hardware dealer. Pie aeslier an jae seemaaeiadinianes 
It works for him and frankly exposes con- 
ditions that are detrimental to the retailer. pecasianieialietd 
(Signed) V. L. Erickson, Union Steel Products Company 
L, Gould & Co., ALBION, MICHIGAN U.S. A. 








Chicago, III. 
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WE PAY THE FREIGHT 


.W. BABCOCK CQO 
BATH ~= NEW YORK, 





S ~~ The bugs and blight come as regularly 
SS. as the seasons, hence the demand for 
SE — is a yearly one. It is 





.< > . : ‘S oy ty, ee Ay =, ¥ ~ oP. By “ : é - t, oo y Fi y. F 
==] Pas 
ee re Cy) ta ene ee Sees ae Pp SS AYE Sere At Be Ye: 
ea. Bey — to Se 
- Seas + Apis): ISG WS 
by ; SW ho ees Ae BAR cri YS 
“4 Ls >") Ae 3 . is SF . (: ij . . 
eo a a%,.Ou ey. y 
» « F 29, < - 
PY ic . 
we 





Siiiitavs an increasing de- 
~ mand because farmers 
SX ~every year learn the 
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Every paves of thorough 
Practical SPr aying. 
Style we 


of Hand Sprayer, At- 
omizer and Duster is 
found in the ‘‘Acme’’ 
Hes line. You can meetev- 
f ery customer’s needs 
Brushes and Brooms’ § ns Rap tr 
y ment by selling the com- 
All made especially for the Hardware : plete Acme Line, all pur- 
Trade and every one shows a thorough : } chased from one house. 


understanding of requirements. ; - Farmers Know 


¥ ; $9 7 
Whatever your needs in Wire, Bristle ‘‘Acme’’ Quality 
and Fibre Brushes and Brooms we can $ / Every “Acme” tool car- 
promptly supply them. ASA ries the “‘Acme”’ Trade 

ai / Mark—a brand that for 
Send for Catalog and Prices. b - years the farmer has rec- 


ognized as a safe buyer’s guide. 


MILWAUKEE aes RO Sold by Good Jobbers 
Poe, ae. Everywhere 

Brush Mfg. Company Satine tA | | ““Acme”’ Toolsnever have been sold through 
Sis eae PS, : general mail orderhouses. We protect the 

established jobber and dealer. National farm 

paper advertising and effective sales litera- 

ture helps you sell. Write for catalog, 

prices and name of nearest jobber. 
eA ay POTATO IMPLEMENT CO. 


’ a Be SHS Re ae PR si? } 
y - ~=/- Fy » ‘ : SEY Cia m be >“ - ¥ r { ; 
e ae BF SS aR i RES Sar DEPT. 11 TRAVERSE CITY, MICH. 
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TEGCO 


lass Hardware=m, 


This new modern merchandise 
creates new and profitable business 
for you. 


Genuine Hand-Cut Glass Door 








CORBIN 


PRODUCTS o> 





Wood Screws—Machine 
Screws—Cap and Set 
Screws—Saw _ Screws, 
and Special Screws of 
every _ description. 
Stove, Tire, Sink, and 
Agriculture Bolts — 
Nuts—Escutcheon Pins 
—Jack, Safety, Plumb- 
ers, Register, Sash and 
Ladder Chains. 





Cut actual size of 244” 


The knobs are mounted in solid cast 
brass shanks with wrought or cast 
brass roses. 


a SE a i 214” 
ee een 134” 










Cut shows acutal 
























We shall be pleased to 
furnish quotations im- 
mediately upon receipt 
of samples, blueprints, 
or specifications. 


The CORBIN SCREW 
CORPORATION 


The American Hardware Corporation 
Successor 
229 High Street 
New Britain, Conn. 
Branches: 


New York Chicago Philadelphia 
Western Factory: Dayton, Ohio 


No. — \auee 


No. me Opal 
lass 


At a glance you can readily see the advan- 
tages and beauty of these door fasteners. 

The above “NEW’ goods are made in our 
own factory. They are of the highest qual- 
ity glass and the very best of brass trimmings. 


For sale by all leading jobbers in U. S. 
and Canada 


Write us for name of nearest distributor. 


Manufactured exclusively by 





Technical Glass Company, 


Incorporated 
2050 East 48th St., Los Angeles, California 
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Approved! 





by the keenest buying 



















brains in the country 


Through unity of effort, 
large scale production, the 
elimination of waste by the 
use of efficient machines, 
the hearty cooperation of 
satishied employees and 
specialization, the Tubular 
Rivet and Stud Company 
has for 50 years manufac- 
tured rivets that are the 
recognized standard in 


their field. 





THK TTITT 


TUBULAR RIVET & STUD 
COMPANY 


BOSTON 






Coast Representative 
J. L. MeDEVITT 
Postal Telegraph Building 
SAN FRANCISCO, CALIFORNIA 






































0 ££ 
[_ ~~ 
- —* s... 
- N > 
- 














——— 














mn 








| 


Worcester 


UU i 





March 19, 1925 


American Brand 


zincked after 


weaving by our electric 
process. Transparent coat- 


ing of varnish baked on. 
Wire especially drawn and 


Heavily 


tempered. Even mesh and 


selvage. Rigid inspection. 


A red lettered tag on every 


roll for your protection 


against inferior substitutes. 


Galvanoid is the recog- 
nized leader throughout the 


hardware trade. 


We also manufacture Amer- 
ican Painted, Galvanized, Cop- 
per and Bronze, as well as 
special grades. Samples and 
complete information will be 


sent to you upon request. 





W 
American Wire F abrics Corporation 
Subsidiary of 


Wickwire Spencer Steel Corporation 


General Offices: 41 East Forty-second Street, New York 
Western Sales Office: 208 South LaSalle Street, Chicago 
Buffalo Philadelphia Cleveland Detroit 

an Francisco Los Angeles Seattle . 
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WARREN SECTIONAL HARDWARE FIXTURES 
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Is It Still 1900 in Your Hardware Store? 


The live, down-to-the-minute hardware man isn’t trying to attract or hold the better 
class of trade with old fashioned, open shelving or makeshift fixtures. He knows 
the preferred trade patronize the store using modern [Fixtures as illustrated above. 


If you contem plate + a aang 

making changes in . Warren Sectional Hardware Fixtures 

your store, the new are an investment in better merchandising—a permanent, profitable investment, add- 
1925 Warren Fix- ing distinction to any store. 

ture Catalog will They are interchangeable, sectional units, combining beauty with the greatest de- 


velopment in merchandising efficiency. They sell more goods with minimum expense. 


be sent upon re- a ‘ ; 
Investigate Warren Fixtures—plan for a larger volume of business and higher 


quest. net profits through a modernized store. 
J. D. WARREN MFG. COMPANY 
159 N. State Street Chicago, Illinois 


THE SECTIONAL HARDWARE FIXTURES THAT HELP TO BUILD PROFITS 








Modern Homes 
Want 
Modern Door Butts 


Owners of modern residences with hand- 
somely finished doors are usually particular 
about the Hardware. 

They want hinges that will add to appear- 
ances—not detract. These people are quick 
to see and appreciate the superior qualities 





of the 
‘*The Door Butt of America’’ The Griffin is made in its entirety in our 
own mills—each butt wrapped in moisture 

The pleasing design of these hinges and proof paper and packed one pair in a box 

the attractive finish give a touch that adds with screws to match. 

beauty to the home. We want these popular butts which are 
These strong, all-steel hinges also give the finished in the various Griffin hardware fin- 

‘right kind of “‘service’’ every time the doors ishes to reach you and your customers in 

are opened and closed. good condition. 


Let us send Catalog and quote prices 


GRIFFIN MANUFACTURING CO. 


45 Warren St.NewYork ERIE,PENNA. awake $t.Chicago, Itt 
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HoLLow SCREWS 
from the Hands 


of Specialists 


The special problem in Hol- 
low Screws is getting the 
strength that your customers 
need, and expect. 


The only Specialists in Hollow 
Screws have produced for you the 
cold-drawn ALLEN—30%, stronger. 


The specification of special-analysis 
alloy steel; the cold-drawing proc- 
ess; the scientific heat-treating; all 
are the work of hollow screw 
specialists. 

So an order for “‘Allens”’ is a draft 
on the time of these specialists—on 
their skill and experience with every 
problem in the making and using of 
hollow screws. 


We're telling these things to the 
buyers of set screws in their business 
papers, and again in attractive circu- 
lars. The circulars bear our Dealers’ 
imprints; would you like to see the 
latest? 


The Allen Mfg. Co. 


139 Sheldon St., Hartford, Conn. 
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239 W. 39th St. 


For Suggestions 
On How To Sell 


PAINT 


One of America’s great merchants has 
said: “The way to make a business go is to 
go after business.” 


It is always interesting to read how dif- 
ferent hardware dealers go after Paint and 
Varnish business and increase their sales by 
novel window displays, practical paint dem- 
onstrations, timely newspaper advertise 
ments, “follow ups” by personal letters and 
visits by your sales force. If you will 


read the Paint 
issues Of 
Hardware Age 


which appear the fourth issue of each month, 
you will find all these and other methods of 
securing Paint and Varnish business discussed 
in a timely and interesting manner. 


And there’s this much about any paint 
article appearing in Hardware Age—it is 
based on the actual experience of the men 
who sell as well as the men who apply the 


product. 


Hardware dealers read the special Paint 
and Varnish Issues regularly because in 
every issue there are practical ideas which 
have paid others in their locality and will 
pay you in your town. 


Keep posted by reading— 
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New York 
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Sell This 


Handy Camp Axe 


A soilddleieieaeliietinandabaeianiaeniemtaian a 


‘CRECQITE 


ronouriced Cre-Co-ite 


ST EEL TOOLS 
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It’s a Real Winner 
for Tourist Trade! 


Men like this practical axe as well 
as boys. YOU can increase your 
volume and profits with it. Used 
by campers, motorists and house- 
holders as well as 
boys and scouts. A 
strong, handy Axe 
for everyone to have 
around — at a price 
everyone likes. 


No. 112 
Camp Axe 


For Scouts, Campers and 
General Utility 


Made of Crecoite, Steel—that wonderful new tool 
metal, perfected after thirty years of steel making 
experience. Fully guaranteed as to material and 
workmanship. Rubber black rustless finish; polished 
head and edge; Forest Green hickory handle. 


This Camp Axe typifies the whole Crecoite line 
of boys’ and men’s Axes, Hammers and Hatchets. 
YOU can sell all of ’em! Liberal dealer’s discounts. 
If your jobber can’t supply you, write us today for 
samples or complete Catalog H. Now! 


MARION TOOL WORKS, Inc. 


Subsidiary of Chicago Railway Equipment Co. 


Marion, Indiana, U. S. A. 
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‘NONE BETTER 


Socket Wrench Sets 



















No. 5 
A Rugged 
Ready Ratchet! 


Drop forged and accurately 
machined. Small Head. 
Four points of contact and 
reversible adapter which 
fits any NONE BETTER 
socket. Special ball device 
further prevents sockets 
slipping off wrench. Ideal 
in combination with any 


NONE BETTER set. 


No. 3—Six machined and _tem.- 
pered sockets, L type 14” hex 
steel handle, in handy hinged steel 
box. 


No. 30—Combination of No. 3 
set and No. 200-S Speed Brace. 
Individual boxes. 


No. 200-S Speed Brace—De- 
signed primarily for rim wrench, 
but useful for many purposes in 
combination with any NONE BET- 
TER Socket Wrench Set. 





No. 201—Complete and compact. 
Eight machined and _ tempered 
sockets, screw driver socket, L 
type 14” hex handle in handy 
hinged enameled steel box. 


Sold through Jobbers only 
Write for catalog showing the complete 


WM NONE BETTER Line. Prices are such 
as will produce profits. 





The New Britain Machine Company 
4 198 Chestnut Street 


New Britain Connecticut 
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Write today for 


ae The New Catalog and Prices on these and the many other 
articles of Builders Hardware included in 


The SHELBY Line 


MANUFACTURED BY 


The Shelby Spring Hinge Company 
Shelby 
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7" The Big- Selling Line of Ammunition 


With a real *‘High Velocit y”’ 
Shell as a leader! 


Simplify your stock and satisfy your customers, by 
stocking the Peters line of ammunition. Just four 
shot shells, covering the whole shotgun field—led 
by the wonderful “High Velocity” Shell. This 
“High Velocity” Shell is unequalled by any other 
shell now on the market for long range game get- 
ting results. Of course it has “steel-where-steel- 
belongs” and other exclusive Peters features. 

And the other Peters Shells, “Target” also embody- 
ing all Peters features, loaded with either bulk or 
dense powders; “Victor,” a lower priced smokeless 
shell, and the “Referee,” a semi-smokeless powder 
shell at black powder prices, are all leaders in their 
classes. 

In Metallics, Peters furnishes the highest standard 
of Ammunition quality for all rifles, pistols or re- 
volvers. 


The Peters Cartridge Company 
Dept. A-22, Cincinnati, Ohio 


New York San Francisco 


"RS The best ammunition for 
your customers is the best 
ammunition for you fo sell. 

MUNITION Ask your jobber, or write us. 
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ae i 
By LIM Ss to Shippers to Britain | 


: can now obtain from the newly- 
tablished L. M. S. Freight Offi 

your customer S door in pina ites cost of pr oe tha 

storing or distributing their mer- 


in Britain chandise in Great Britain. 


The New York Office will be 














| LONDON, MIDLAND & SCOTTISH RAILWAY OF GREAT BRITAIN | pleased to quote rates from most of 
“THE BEST WAY” the principal British Ports to any 
/ a part in the interior. 
a“ rhs ° 
/ Se) Traffic Managers and Freight For- 
{Ai om , warders are invited to address: 
i | . \ 
oi iL ee h Thomas A. Moffet, Freight Traffic Manager inAmerica 
K fe WW d PN GN Advance arrangements made LONDON, MIDLAND & SCOTTISH RWY. OF G. B. 
f at | an re - for handling and storing any One Broadway New York 
i nf ee) kind of freight either at the S| 
Teeter “Ge 4} ~~ port or in the interior. 








EAT BRITAIN bor 
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Now Made of Brass 


Bathwhite Fixtures are now made of solid brass. awkward solder joints. There is no danger ot 
This means a better fixture—giving your custom- unsightly rust. 

ers greater satisfaction. 

Bathwhite—now nationally advertised—is the right 
line for you to carry. It’s moderately priced and 
gives you a generous profit. 


On the solid brass are three coats of the best, 

most durable white enamel flat whiteand one of 

the finest glossy lacquer that can be applied. The 

finish is smooth and uniform. oP ; 
Write us today for catalog and prices. Also in- 

The enamel will not chip or crack. There are no formation on attractive free display board. 

E. H. TITCHENER & COMPANY, Dept. 4, Binghamton, New York 
New York Office, 74 Murray St. Chicago Office, 34 No. Clinton St. 


BATHWHITE FIXTURES 
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AMEREAN FOLDING RULE DISPLAY CASE. 


A Complete Stock at Your Finger Tips in Full View of Every Customer 


A compact, convenient show case that will speed up your sales and 
save shelf space. A constant reminder that features a moderate 
priced quality product. 

Order a nominal quantity of rules, and the case will be furnished 
gratis. 


A\MERICAN Folding Rules are made of the best. flexible white 
maple and will stand up under the most severe tests. 
Furnished in yellow or white finish in lengths from 2 to 8 feet. 
If your Jobber cannot supply you, write us. 
We Also Manufacture a Full Line of Steel Tapes and Glazier’s Rules 


AMERICAN RULE MANUFACTURING CO. il 
486-496 Johnson Ave., Brooklyn, N. Y. Rear View of Sections 


SWEDISH TOOLS 


Are Noted for Their Durability 


Made from Swedish tool steel—the very best 


M000) sa 
I) 0) 


cCC#CE 

35x) 

SWEDISH PANSAR FILES 
Circular Cut—Flexible-Tanged 
nn ear aa" 











Front Display View 
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ESKILSTUNA CHISELS 


Made in following styles: 











Sete of 8, 11, 17 bite are fur- Butt Beveled Edge Regular Beveled Edge Socket Chisels 
nished in compact cases for Also 
@ convenience of the user. Pliers, all styles Cutlery Razors 
+ ted — “Sandvik” Sa Saws ‘““Baneo”’ Seythes 
Ey needs ntire wom ane irons 
resolves itself to a question of selling oy: ah, . , -h. Shoemaker’s Tools Sievert Blow. Torches Hoes 
eut the value of the case, its use im keeping the bits im order amd mear at Anvils Cabinet Scrapers Barking Spuds 


Order from your jobber to-day, or write. 


ll the time: mo ends; every ay i. Ay. smooth and 
\ (Boaz, bore Their way “through turd, Knotty, eros gralmed wood, WESTERN IMPORTING COMPANY 








send you catalogues, Order through your jobber or direst 116 Broad St., N. Y. 
The Progressive Manufacturing Co. 509 E. Hennepin Ave. Coristine Bldg. 
TORRINGTON, CONN., U. S. A. Minneapolis, Minn. Montreal, Can. 














Il 


Bemis & Call Wrenches offer more than 
immediate sale possibilities. Their excel- 
lent quality and improvements guarantee 
a large and more satisfactory business of 
repeat orders. 

They make good in service and make 
friends with their users. Their “friends” 
are your best assets. 

Handles, Frames and Bolsters are one 
piece, powerfully braced. Screws are made 
of solid high grade steel. Bars forged 
ee open-hearth steel with oval front and 
ack. 


Repeat Order 
QUALITY 





HAT 


i 


| 


I 
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ll 
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We will be glad to send you prices. 


BEMIS & CALL CO. Springfield, Mass., U. S. A. 


HAA 
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Your Catalog Is Ready 


and waiting for your name and address. Send for it today. 
It illustrates and describes the entire “Continental Line.” 
Features our new “Holtite’” package, designed especially for 
the Shelf Hardware Trade. 

Complete tables as to standard dimensions, weights, method 
of packing and labelling. Also special tables of discount multi- 
pliers for your convenience. 

Embodies complete information pertaining to Wood Screws—Machine 
Screws—Drive Screws—Stove Bolts. 


MiG larrnrri= 


(Reg. U. S. Patent Office) 


Continental Wood Screw Co., New Bedford, Mass. 
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HC ARMSTRONG MFG COLBRIOGEPORT. CONN, === 
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Improved Nipple Holder 


— 


No. 20.for No. 2 Stock . : 
. Heavy Rust-Proof Joints | 
Range %—1” Right or Left 
No. 30—for No. 3 Stock Sealy a sp Sane greiate me 
ee when opened full length, with ends 
Range 1—2” Right or Left protected by metal tips, our Folding 
Rules will give satisfactory and con- 
tinuous service. 


G wy , 
~ ee (// i q 


The right nipple is always on the job 
when you carry one of these tools. 


Ask your Hardware Dealer or write for circular 


EUGENE DIETZGEN CO. 


Right goods at right prices 
The Armstrong Mfg. Co. continuously since Year 1885 
Brid Branches: ix 
geport Chicago New York ( (Bd } Philadelphia Washington 
Conn. New Orleans Pittsburgh "im . Factory: 


San Francisco Chicago, Illinois 
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We carry Tacks 






wee Sell Tacks the Right Way 
ere IA xs, According to LENGTH 


a i. Oo Reduce Your Assortment 50% and 
(ee AE Sell Twice as Many Tacks 


These Fancy Display Cartons May Be 
Had at the Price of Plain Boxes 


If your Jobber does not have them—write us 
and mention the name of your Jobber. 


m3 The Holland Mfg.Co. The Shelton Tack Co. 
Baltimore, Md. Shelton, Conn. 
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to 3’-o” width. 





Donley Screen Door Guards Fit Any Door 


DONLEY SCREEN DOOR GUARDS are made in four sizes to fit any door from 2' -6” 
They measure from center to center of the screw holes 26”, 28”, 30” and 


32” and are beautifully finished in black Japan matte. 


DONLEY SCREEN DOOR GUARDS prevent the screen from bulging and tearing and 
protects it from the careless hands and elbows of children and grown-ups. EVERY 


SCREEN DOOR IS A PROSPECT. 


RETAILS AT 75c PER SET 


If your jobber does not stock DONLEY SCREEN DOOR GUARDS, write us direct, 


giving his name and address. 


THE DONLEY MANUFACTURING COMPANY, 10585 Quincy Ave., Cleveland, Ohio 














Ball Bearing Furniture Caster 


This is the widely advertised “Acme” 
Caster, with the famous ball that is 
‘always ready to move in any direction.” 
Carefully constructed, balls and race of 
alloy steel and chrome steel, electro-gal- 
vanized, rust-proof. Brass, nickel or 
galvanized finish. 


‘rom your Jobber: send for .Catalogue 





‘*Roll Along on Acmes’”’ 
THE SCHATZ MFG. CO. 


Poughkeepsie, N. Y. 
AGENTS: 
J. C. McCarty & Co., 29 Murray St., New York City 


C. W. Gause Company, 693 Mission St., San Francisco, Cal. 








WELL DISPLAYED 
IS HALF SOLD 


This is especially true of such a well-known, 
high quality line as 


K&E 
MEASURING TAPES 


The above illustrated, handsome golden oak display 
case will help you to keep your stock of tapes com- 
plete and in good order. 

It will be furnished without charge to any dealer 
ordering the assortment of Tapes it contains. 


SEND for DETAILS 


KEUFFEL & ESSER CO. 


NEW YORK, (27 Fulton St. Gen. Off. and Factories, HOBOKEN, N. J. 


gf ae ST. LOUIS SAN FRANCISCO 
516 Dearborn St 617 Leeust St 30-34 Secend St. 
MONTREAL 5 setre Dame St. W. 


Drawing Materials, Mathematical and Surveying Instruments, Measuring Tapes 


























business. 


line, whatever they may be. 


2411 N. 20th Street 





MILBRADT Roving LADDERS 
BICYCLE Rolling LADDERS 


We are the originators and have manufactured MILBRADT Rolling 
Step Ladders for thirty-five years. 
We have lately purchased the Bicycle Step Ladder Co. of 
Chicago and are now manufacturing BICYCLE Step Ladders as well 
as eighteen different styles of MILBRADT Rolling Step Ladders. All 
goods are made in a first-class manner, guaranteed in every respect 
to give satisfaction, and we can supply nei wants in the rolling ladder 


Write for complete catalog 


Milbradt Manufacturing Co. 


Rolling Ladders is our exclusive 
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TREMONT 


Proved Best by 
Actual Test 


March 19, 1925 











BRAINERD 
CAST BRASS PULLS 


A decidedly popular line embodying the essen- 
tial qualities and completeness of design that cul- 
tivates worth while trade. 





Right now is a good time to 
simplify your door pull stock. 
There will be a constant de- 
mand i practical high grade 
pulls from every builder and 
home owner. 

THE BRAINERD LINE 
means an elimination of slow 
moving styles and sizes. A 
well-balanced stock of ready 
sellers can be selected to meet 
all the requirements of your 
trade with a very small invest- 
ment. 

A few of the items from our 
complete catalog are shown in 


Tremont Hardened Steel Cut Nails 
are cut from high carbon steel that 
by actual laboratory test contains an 
encsesmary small percentage of im- 
purities his metal is rust rene 
to a remarkable degree and will not 
bend, crack or twist while being 
driven. 


Tremont Nails are scientifically = 
signed to shear their way into 
wood in a manner that fR....d - 
strong, permanent grip. They are re- 
markable for their” strength af head, 
an important feature in the con- 
sideration of the quality of cut nails. 

these mechanical  superiorities 
make admirable selling arguments 
and in the actual use of the nails 
themselves assures’ the customer 
satisfaction that is so necessary to 
the welfare of your store. 


Sell the Tremont Brand 











reduced size. Thirty-five dif- 
ferent styles and sizes to select 
from. We will be glad to send 
full details of these profitable 
products. 





Tremont Nail Company 
205 Lincoln St., Boston 





No. 1250 


No. 1212 


Why not secure a copy of our caialog? 


THE BRAINERD MFG. CO. 
EAST ROCHESTER, N. Y. 


[mpregnable/ 


to Jimmy and Saw 


Keil Locks provide extraordinary safety in homes, é 
warehouses and garages. The massive bronze loc king bolts 
with revolving steel inserts, shoot out perpendicularly, 
turn and rest horizontally in locked position, sealing the 
door against jimmy and saw. 

Sell a Keil Lock for every unprotected door, at a 

good margin of profit to yourself, and to the entire 

satisfaction of your customers. 

Write today for particulars and trade prices. 


FRANCIS KEIL & SON, Inc. 
Established 1876 
New York, N.Y. 




















Due for a 
Drenching! 


Garden hose will soon be brought 
out of its winter “resting place.” 
Lawn sprinkling time is close at 
hand. Be prepared to take care 
of the demand for better fittings 
—and see to it that Sherman 
Wrought Brass Fittings are put 
on the hose you sell. 












Diamond Nozsle 
Take for instance the new Diamond Nozzle—made 
of heavy wrought brass throughout.- A perfect spray 
and an insurance against wet feet. The user escapes 
the leaking, drizzling nuisance of a faulty nozzle. 
The Diamond is larger and 
throws more water farther. 
Made in 34” size only. 


The Sherman Hose Clamps 
set the pace and need no 
introduction. They are rust- 
proof and can be used over 
and over again without wear. 
Clamps are subject to rough 
treatment and Sherman 
clamps are made to stand 
the wear and tear. Only 
wrought brass is used—and 
no other material. Made in 
every size for any kind of 
hose. (Patented) 


H. B. SHERMAN MFG. CO. 
Battle Creek, Mich. 








401-425 East 163rd St., 





Cylinder Pattern 
Copyright, 1925, by Francis Keil & Son, Inc. 
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Superiorities Galore 





“Arawana” Hammocks 


VEN prosaic hammocks are susceptible 
3 to radical and outstanding improvement 

— if thought is devoted to their design. 
Thought has been applied to “Arawana” 
Hammocks, consequently they are far supe- 
rior to the common run. 


These superiorities make them more easily 
sold and more thoroughly appreciated in 
service. Your Jobber’s salesman will explain 
them when you ask for “Arawana’™ Ham- 
mocks. 


The I. E. Palmer Company 


Middletown, Connecticut 


NEW YORK OFFICE 


334 4th Ave. Corner 25th Street 




















Heavy Pressed Steel 


Garden Trewels 





@ Dandelion Weeder 


Hand Weeder 










Moe’s SAMPSON 
FIRE SHOVEL 


Something out of the ordinary. Real Beauties.— 
One piece heavy pressed steel, finished in baked 
black enamel. Made to last. Write for Catalog and 
attractive prices. 


HOEFT & COMPANY, INC. 
405 N. Ashland Ave. Chicago, Ill. 
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The “Story Of Paint’? Like Paint 
Itself Must Be Properly Spread To | 
Accomplish The Desired Results 


The quickest and best way to spread your Paint Story is 


These inserts appear onceamonth. They are building up 
a distribution for Paint that is sure and lasting. They are 
pointing out real paint facts to the trade. 


The recent investigation of one company showed that 75 
per cent of the buildings in America are badly in need of 


Hardware Age is the “Right Brush” to use to spread your 
Paint Story where it will cover the territory of the greatest 
number of dealers who need your products. 





HARDWARE AGE 
 aeeenememntia 


thru the Paint Inserts in Hardware Age. 
paint. 


239 WEsT 39TH STREET, NEw YorRK 


5 - ——————————eCOoOOoOueeEeee=eeeEeEe—e eee eee eee ee 
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LANDRETH’S |_| | STOP HEED 


Garden and Flower Seeds, 
Mixed Lawn Grass Hard 








Replenish 
Your 
Stock 
with 

BOMMER 


Now is the time te place your Garden, Flower f 
Seed i poy — a — — if = have or 
net done so for this Winter and Spring shipment. 
If you would like our prices, send us a list before Hard-wear 
buying elsewhere and we will quote you on Seeds 
of various kinds in bulk, in lithograph cartons of 
1 b., 43 . and 1% lb. and in Flat Papers. We 

also li 


would ke to quote you on Mixed Lawn Grass. 


Please give us the opportunity. 
1925 CROP 
Before buying fer delivery after 1925 crop, send us a ’ 
list of your wants that we may quote you if our traveler 
does not call upon you at \ 


the proper 
mE SPRING HINGES 


ing our I4Ilst year in the ; 
Seed business. Had we 
not given good seeds, sat- 
iefactory attention to busi- ' 
ness and fair prices, we 
would not have existed se 
. 4 i F “a 


long. 





Business Established 1784 
Your dealer handles them, get 


D. Landreth New Catalog 47, you need it. 


Seed Co. 
Bristol, Pa. BOMMER SPRING HINGE COMPANY 


COLONIAL BOY COPYRIGHTED 
Manufacturers BROOKLYN, N. Y. 
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This Is a Good Post Hole | | A New Power Mower 
Digger Year For the Average Size Lawn 


Here is something entirely new—a small, power driven 


e e mower that can be sold to average homes. There’s a 

To rofit b it stock these IWAN large market waiting for just such a time and labor sav- 
p y s ing beautifier. This mower, built by pioneers in power 
lawn mower construction, is a sturdy, dependable unit, 


yet light in weight and simple—the smallest power 
mower built. 


A Jacobsen 


19-inch Power Lawn Mower 


Meets the demand for a light, sturdy, 
powerful, compact mower at a very reason- 
able price. Specially designed for the 
moderately large lawn, or lawns with 
numerous Obstructions and terraces. Both 
ree] and traction wheels are power 
driven. It steers and handles as easily 
as a hand mower. Cuts two acres 
a day on a gallon of gas. Weight 
150 pounds. 
You should cash in on this new 
type of power mower. Liberal 













IWAN Post Hole and Well Auger, 2 to 16 inch. 
























IWAN Invincible Digger. N sales and advertising helps. 
IWAN Eureka Digger. WY a) aah thee. — 
IWAN Perfection (Atlas) Digger. a b\. w 2 Jacobsen 
IWAN Hercules Digger. neni oa \Y i-— ay Mfg. Co. 
IWANS’ Vaughan Post Hole Auger, 4 to 9 inch, cobsen 4-acre ~ A Sat Dept. DD 
An assortment of all these will give you better sales ting G noes N yee > —. 
volume than only one style, as customers like a Estate Mower. odin 

variety to select from. Order from your jobber by He ~ 

the above names. << 





. % 











% 
— 
~~ 
* 
o 
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Iwan Brothers, South Bend, Ind. 


Mfrs. also of Sickle Edge Hay Knives, Snow or Barn Scrapers. 
Tile Drain Cleaners, Revolving Chimney Tops, Wire Conductor 
Pipe Hangers. 


wh. 
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MAY WE SUGGEST 


THE 
GOODELL 
FAMILY 







Cherry 


Stoners 


A PROFITABLE SPRING ITEM 


all bright tinned. Sanitary, Strong, Simple. 
Stones two cherries at one time. Does not crush 
the fruit. Unlimited field. Packed in 

TWO COLOR EASEL DISPLAY BOX 
WELL SUITED TO WINDOW DRESSING 


Write your jobber or us for details. 
ORDER EARLY 


GOODELL COMPANY _ Antrim, N. H. 
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Drawing | 


Lowest 
Prices 


Histor / 
7) 

ET trade prices of HIGGINS’ Drawing Inks 

are now lower than at any time in the 45 
years during which they have been manufactured. 
List prices, with a single exception, are no higher. 
Trade discounts on writing inks and adhesives 
have been substantially increased thereby greatly 
benefitting the dealer. 
These revisions have been made at the end of 
a period during which, according to the U. S. 
Bureau of Labor Statistics, there has been an 
increase of 52% in wholesale prices over 1913. 
Copies of our new Descriptive Catalog and Trade 


Price List and Discount Card are now available. 
Write us at once for yours. 


CHAS. M. HIGGINS & CO., 
271 Ninth St., Brooklyn, N. Y. 


Chicago London 








“OHIO” 


Shoe Lasts and Stands 





MADE ABSOLUTELY 
OF = GUARANTEED 
SEMI-STEEL AGAIN 
GF" BREAKAGE 





a 








The lasts are lock bearing. One 
last is especially adapted for ladies’ 
pointed-toe shoes. 


Order the “Ohio” and you will have 
the most popular sets on the mar- 
ket. Write for prices. 


The Fate-Root-Heath Co. 
Plymouth, Ohio 
N. Y. Office, 90-92 West Bdw’y—D. N. Winner, Mgr. 























Sales 
Accounts 
Wanted 





Are you desirous of secur- 
ing good Sales Accounts to 
handle ona commission 
basis ? 


If so, look over the ads in 
the ‘‘Classified Opportunities 
Section’’ in this paper. 


It’s the place to find them. 
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Anchor ““ Brand P 
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WW 


Clothes Wringers 
ARE 





The Best 
Wringers 


Made 





Rubber 
Headed Nails 


are used as bumpers on pianos, 
closet seats, and to receive the 
thrusts of drawers, also to prevent 
noise and marring to such as they 
are attached. 

Stem Tips, made in thirteen sizes, 
=. The Best Wringers Made Are especially designed for chair legs 
and prevent the scratching of floors. 
Absolutely noiseless. 


We make a large variety of rub- 
Anchor — Brand ber specialties. Send for catalog 


and prices. 


ELASTIC TIP CO. 


Lovell Manufacturing Co. Erie, Pa. 370 Atlantic Avenue Boston, Mass. 


Largest Manufacturers of Clothes Wringers in the World. 


Sell More WASHINGTON 


Home Furnace 


+ PP Dealers will make big money 
LLbLL De mo selling Washington Home Fur- 
x naces because they are backed 
by our extensive advertising 
and dealer service co-operation. 
We are the only foundry in 
the world that has ever made a 
stove without a name plate or 
advertisement on the outside 
and in a grained mahogany 
finish just like a fine piece of 
furniture. 





























Write today for complete sell- 
ing plan. Made in same plant 
in which we manufacture 100,- 
000 Washington stoves and 
ranges per annum. Can ship 
sample furnace now, as we 
plan to manufacture so fur- 
naces per day. 


SPECIAL FEATURES 


Two years to perfect, new features never before in a 





Heller Shelving in Payne-Cummings Hardware Co., North Adams, Mass, 


No, This Is Not i 
a Victrola 





of the merchandise that is often needed, seldom 
asked for but easily sold when seen on Heller 





Cabinets. 


Let - show _— how to increase your sales furnace, heats entire home with circulating moist heat, 

without increasing your stock. beautiful mahogany enamel finish; equal to finest ma- 
SO ee . ' - y hogany furniture, no name plate on outside, special air 
2 > o I antaeca ~ ) , = ’ ~~ 

Write for Reference Book No. 26-A TODAY. duct, hot blast fire box, correct construction of water 


pan, most beautiful and most expensively constructed 
furnace now on the market. 


W. C. HELLER & CO. 
Main Office and Factory: [Eastern Display Room: Gray & Dudley Co. 


700 Wabash Ave. 20 Vesey St. NASHVILLE, TENN. 


Montpelier, Ohio New York City “We melt more than 100,000 pounds of Southern pig iron per day” 
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If Nature Won’t Make Your Seeds 
UPERIO Grow Natural Guano Will! | 
Give your business a growing chance. Stock and reeommend 


a pure, safe, effective fertilizing agent— 





Stes Natural Guano 
Se 100% Pure Sheep Manure 


Contains all the natural, vital elements of 
a oomplete fertilizing agent, including 
—_— nitrogen, phosphoric acid, potash, and— 
HUMUS! 
Distributed in convenient, attractive pack- 
ages, 5-pound, 10-pound, 25-pound, 50- 
pound, 100-pound. 
Write for prices and free. ~ ‘How 
ful Lawns and Gardens.’’ 





Hex Mesh 
POULTRY NETTING 


ve a) 
* oua "oe 
One we 


G. F. Wright Steel & Wire Co. NATURAL GUANO COMPANY 


WORCESTER, MASS. 814 S. River Street Aurora, Illinois 


A Natural Meal for Anything That Crows in the Cround! 


Y ions 
‘i 


Ask your jobber for 58 YEARS AGO 


Priest’s Clippers were 


CALDWELL SASH BALANCES | | prursrs “cLipPERS 


Thirty-five years of service is assurance need no introduction. 























CUSHION TIRE 
nf [ADDERS 


s10F STORE METHODS 


To provide adequate storage facilities for 
shelf stock—to make it accessible and con 
venient for clerks and stock men to handle with 
absolute safety—to insure quick service for whole- 
sale or retail trade — install one or more 
MYERS NOISELESS CUSHION TIRE STORE LADDERS. 
Deep tread steps, full length hand grips, rubber tires, 















































































Ice Tools and other equipment 
for every ice handling purpose. | 
A large stock always on hand 





to promptly meet your re- § 





overhead track system, firm construction throughout, quirements. | 
eliminate vibration and noise and produce a ladder | tscoun eet api carde | 
of ample strength for safety, convenience and : 
‘efficiency One style only—neat of design— “ “5 
iff attractively finished —any height — 





Hudson 
NewYork, Boston, Chicago, Pittsburgh 


—S 


Lif _ easily installed—meets most 
‘7 vequirements. Circular 
on request. 





GIFFORD-WOOD CO. 
Main Office & ney 5 Hill S8t., 























of quality They sell —— cutting 
CALDWELL MFG. CO. SP ese: 
9 Jones Street Rochester, N. Y. American Shearer Mfg. Company 














Nashua, N. H. 











THE FOWLER & UNION SEYMOUR SMITH PRUNING SHEARS 


HORSE NAIL CO. Line of Pruning “Shears 
HORSE SHOE NAILS 


and Tree Pruners. 
FS rev eee 





"Sean Sag ge on” 





Vineyard Pattern Illustrated Catalogue. 


OF HIGHEST GRADE 
~siied Y SMITH & SON, INC., Oakville, Co 
SEYMOUR H Oakville nn, 
1000 MILITARY RD., BUFFALO, N. Y. Sales Representatives: John H. Graham & Co., 113 Chambers St., New York, 














Meet every ‘‘call’’ 


i A There’s a Mine 


Rome complete line meets them all. 
And meeting the ‘‘call’’ means profit- 


on iia LB of Information 


ROME MFG. CO. Wany « 


Factories and Offices, Rome, N. Y. vitally-important facts, live mer- 


chandising ideas and sales-produc- 








Q. Lindemann & Co. ing methods in HARDWARE AGE 
Manufacturers of each week. Make it a habit to read 
BIRD 7 \ Oe your business paper regularly and 


CAGES scsinenaue thoroughly. 


35-37 Wooster Street New York 
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Brings Boat Owners 


to Your Store 


We guarantee every can of 
Jeffery’s No. 7 Marine Glue to 
stop all kinds of leaks and make 
any boat perfectly watertight 
and leakproof. 


Equally adaptable for wood 
boats or steel—from a canoe to 


_ JEFFERY’S 
Waterproof Marine Glue 


is a big seller wherever boats are used—lakes or sea- 

shore. 

It is Nationally advertised and our famous — 
“Does your boat leak?” has brought responses fr 

parts of the world. 

We furnish dealers and marine supply stores with 

Booklets bearing their name and. address that tell all 

about this glue and bring boat owners to your store. We 

— all mquiries to the nearest dealer. Write for 
scounts. 


L. W. FERDINAND & CO. 
150 Kneeland St. Boston, Mass. 
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SACO ese ttic HORSESHOES _ 














Every tourist should carry a pitching horse- 
shoe outfit. A necessity to limber up after the 
day’s drive. Convenient to carry in small space. 
Suggest it to them. 


Horseshoe Pitching, for health and recreation, 
is rapidly growing in favor for every member of 
the family. 

Diamond Pitching Horseshoes are drop forged 
steel scientifically heat treated. They are sold 
in sets complete with stakes, or with leather 
carrying cases holding two pairs; also by the 
pair. 

Diamond Official Horseshoes conform exactly 
to the regulations of the National Horseshoe 
Pitchers’ Association. Diamond Junior Horse- 
shoes for women and children are the same shape 
but lighter and smaller. Diamond quality is 
beyond question. 


Ask for copies of the folder, “How to Play 
Horseshoe,” to display on your counter. Address 


Diamond Calk Horseshoe Co. 
4622 Grand Avenue 
Duluth, Minn., U. S. A. 











Ensign Bickford is the ORIGINAL 
S EI : safety fuse—tested and tried by 
time and experience. 
We manufacture various 
brands of fuse, among 
which you should find 
one adaptable for your 
work. 


FUSE 





The Ensign-Bickford Co., Simsbury, Conn., U. S. A. 
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WRELI ABLE PLASTER © 
PARIS 





im tis. ET WHER PACKED 








) RELIAGLE PASTE CO. 
CHICAGO 


| RELIABLE PASTE CE. : 


cnicaco 

















Pere eri rr ree itr e te i - 


A new » eneveniant way to handle Peaster 
Paris Packed in three sizes: 
, two pound and five pound packages in an assorted 





One 

oe 360 wy as follows: 40 1-pound packages; 60 2- 

pound packages 5-pound packages; and costs no more to 
a. - rey balk Plaster Paris. Write for prices today. 


RELIABLE PASTE CO. 
3223-25 Cottage Grove Avenue - Chicago, Illinois 
Dry Paste—Paint and Varnish Remover—Calcimine 














UNIVERSAL 


BOX STRAPPING 


CARY MANUFACTURING CO. 
Manhattan Bridge Plaza, Brooklyn, N. Y. 











UNIVERSAL cramp 


, no Two sizes wil] clamp any hose of any 
diameter. Made from cold rolled steel out of wire. 
No rough edges to cut Put on in less than s 
minute. Everlastingly leak-proof. 
—_ Clamps. Trademark on every clamp send ear- 
Get them from your jobber—or write as 


‘oumeneinen INDUSTRIAL CORP. 
Hackensack, N. J. 











Sell them in pairs 


The Green Enamel Reel for 
laundry, cellar, attic and 
porch. 

The White Enamel Reel 
for bathroom and kitchen. 
Repeat orders from merchants every- 


where testify to the growing popular- 
ity and big profits on the 


Lowell Clothes Line Reel 


Thirty-six feet of heavy braided cord. Out of the way when not 
in use. Made in two styles to fit every need. 







Write today for prices. 


THE HOGE MFG. CO., Inc. 
215 Fulton St. New York, N. Y. 





























Iron Fence, Gates 
Lawn Vases 
Settees 
General Iron 
and Wire Work 
CHAIN-LINK 
WIRE FENCE 


| i 
ji 
. 1 Le | 
| Ask for Catalog 


THE STEWART IRON WORKS CO., Inc., 225 Stewart Block, Cincinnati, O. 






































MASBACK PRICE SERVICE 


Keeps vou informed at all times 

of the Net Cost on approximately 

30,000 items of Hardware 
\ 

New York 


tad, Hardware Co. Inc.. SO Warren St., 








Welding Compound is best by every 
test. Makes welding of any steel as 
easy as Iron. Stock it and increase 
your sales. 


Made only by 


AntTI-Borax Compounp Co. 
Fort Wayne, Ind. 








HARDWARE AGE 


March 19, 1925 





Did you see 
pages 1] and 12? 














Robertson “Horse Shoe Magnet” Hammers 


Permanent magnet which holds 
the tack in position for driv- 
ing. Awarded the Silver Medal 
(the highest offered) at the Panama-Pacific Exposition. 
Good profit. Write for price list. 

Name and design trade marks registered U. 8S. Pat. Off. 


ARTHUR R. ROBERTSON 94 Portland St., Boston, Mass. 











¢ . 
a 
The Sandpaper That Satisfies 
4 big little trade winner for 


man. See large 
tesue. 


WAUSAU ABRASIVES CO. 
1017 Harrison Boul. 
Wausau, Wis., U. S. A 












@at. MAY 27,1908 
Plain or rena, in 


STRATTO r— 
HANDLES 


For Small Tools, Utensils, Electrical Goods, Ete. 
Enameling, both baked and air dried. 


STRATTON MFG. CO. Stratton, Maine 





Superior Quality, Rigid, 
Sturdy, Dependable. 
Literature? 


KNIFE HANDLED "WRENCH 
hte & CO. 


J. H. 
New York BU Chicago 




















BOLT 
“VICTOR” clipper 


Send for Catalog 
ROBERTS MFG. CO., Somerville Station, BOSTON, MASS. 


























Fly Sereen Cloth 

Quality created the de- 
c 4 mand—the same quality 

keeps up the demand. 


Bronze Write for Prices 


and Copper Spargo Wire Co., Rome, N. Y. 


















FIELD SASH PULLEYS 
Made of Pressed Steel 


Maximum Strength—Minimum Weight 
No sandy cast surfaces to chafe and wear sash 
cord. Write for Catalog and Prices. 


FIELD HARDWARE MFG. CO. 


111 E. 3ist St., Kansas City, Mo. 














wack "J. E NOX” saws 


SERVICE 


QUALITY 
DISTINCTION 


“The Toots in Lhe Paid Bor” 
AMERICAN SAW & MFG. CO. SPRINGFIELD, MASS. 


HACK SAWS - BAND SAWS — SCREW ORIVERS - GLASS CUTTERS 


UNIFORMITY 





~ REQUIRES 


SAMPLE 


8) 8 & 4 
FREE 


HEAT” 





SOO THEE TE eee SUL A 


PADLOCKS 


FOR EVERY CONCEIVABLE PURPOSE 


he ——._= 


TOON 





Lancaster 


iret f- Se it 


RR 
PTT TARTU RAL ee RL 


= Ni 


BROWN & SHARPE TOOLS 


For Nearly 100 Years [There Has Been No 


Substitute for Brown & Sharpe Quality 
° 
Send for Small Tool Catalog No. 29 


BROWN & SHARPE MEG. C 


PROVIDENCE, R. I i) See 











Says this advertiser,— 


It pays to use the Classified Opportunities See- 
den of Weanween & AGE. 
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HARDWARE JOBBERS’ 
CATALOGUES 


J. H. YEWDALE & SONS CO. 
MILWAUKEE 


1865 —— 1925 








American Steel & Wire 


Chicago, New York, Bostos 
Denver, Birmingham, Dallas 
U. 8. Steel Products Co. 
San Francisco, Los Angeles, 
Portland, Seattle 


BARBED: ood Glidden, Am. Glidden, Am. Speen, 
Waukegan, Baker Perfect, Ellwood Junior, Lym 
a SPIKES, ST APLES TACKS, Hot Galv’d Nails 
INSULATED FENCES: American, Royal, Anthony, 
ae erly Arrew) STEEL POSTS 
ormer rrow 
CONCRE OR row) $M 
BALE THES: = eee brands 
TELEPHON 
for tay A 
Quick Delivery. Write us for selling plans. 
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Specify—Ajax—for Values 
ST. LOUIS 
AJAX—Plural Socket Plugs 


AJAX— aa Heater Plugs 
AJAX—Heater Cord Sets 


Aiem~Radio Parts and Accessories 


Greatest values offered on 
Multi Plugs and Connectors 
Rheostats—Binding Posts 
Radiolite Panels and Dials 
AJAX—PORCELAIN INSULATORS 
Nationally Advertised 
Guaranteed and Approved Merchandise 
Priced Right and Protection to Distributors 
SAMPLES AND COMPLETE PRICE SHEETS 


on request. 


AJAX—Electric Specialty Co. 


1926 Chestnut St., St. Louis 














TRADE-MARK 


SAMSON CORDAGE WORKS 
BOSTON, MASS. 


SYN) 5 OE OO) 280, 


SAMSON SPOT, PHOENIX, and SACHEM BRANDS 
Clothes Lines, Masons’ Lines, Shade Cord 
Awning Line, Dumb Waiter Rope, etc. 


Send for catalog and samples 


BRAIDED CORDS +» COTTON TWINES 








Belt Punches 
Spring Punches 


Arch Punches 
Revolving Punches 


A varied and attractive line for the Hardware Trade. Also: Leather 
a Trimmers’ and Upholsterers’ and Plumbers’ Tools of superior 
quality. 

The above tools will please your customers as well as our famous Round 
and Oval Punches. 

Remember we have had 99 years of successful manufacturing experience, 
employ only skilled workmen and use the finest quality of materials in 
making our products. 

We stand back of every tool we make. Try us. Write for Catalog 
and Prices. 


C. S. OSBORNE & CO., NEWARK, N. J. 
IST ABLISHED 1826 














Russell Jennings! 
4 Auger Bits 


, Bs 
oe = be ees "Patented by 
a MER ie aicning 
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Two styles 
of shanks,— * 
thrée threads for « 
boy all woods 


SS eet een ae “ 
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_ Chester, Conn. 


Bowen ame renner 


Russel Jennings Mfg. Co. 








Sells Well for Many Uses 


Radio builders say this is the handiest vise made 
for radio work. 


It is also very popular for use 


in the garage, workshop and 
home. 
Made with a swivel base and 


3'%4-inch jaws which open to 4 
inches. Weight 19 pounds. 
Attractive bright Red finish. 


adi Vi Very rugged. Sells readily at 
10V1iSCe a liberal profit. 


Write us for details and prices. 
ROCK ISLAND MFG. CO., ROCK ISLAND, ILLINOIS 




















BURNLEY 


The Soldering 
Paste that has 
satisfied cus- 
tomers for over 
23 years. 








Sample free 


BURNLEY BATTERY & MFG. CO. 
NORTH EAST, PENN. 
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HARDWARE AGE 





An Effective Low Cost Contact 





with Hardware Man- 
afacturers, Manufacturers’ Agents, Jobbers, Jobbers’ 
Ralesmen, Retailers and Retail Salesmen. \ 
Ne illustrations accepted for these pages. 
4Allew seven words for Keyed Boz Number Address. 






Capitals, 


inch ‘‘Box’’ 





50% 





Solid, Minimum 50 words 
Each additional word 
Minimum 50 words 
Bach additional word 


4 insertions, 10% 


March 19, 1925 





Pwee ere eee ee eo oavdieeosneoreace Ce gue owes e® 


seweeeveeeeeeeeeeeeeeeeeeeseeeveees ee @ 


off; 8 insertions 15% off 


Remittance Must Accompany Order 


off the above rates for Positions Wanted Advertisements 





Business Opportunities 


Business Opportunities 








To Eastern Manufacturers and)}) 
Others Interested in Warehouse 
Space on the West Coast. 
SPECIAL NOTICE 
Warehouse Space in Terminal Sales Building, Seventh! 


St., near Alameda, Los Angeles, Calif. 
Approximately 15.000 square feet on the sixth 
floor especially adapted for warehousing. Will 
divide to suit tenants. The Terminal Sales Build- 
ing as a warehouse is a strictly class A building 
with all modern facilities. For quick disposal wil. 
make the price on our unexpired lease especialls 
atiractive Satisfactory arrangements can be mad 

{((for the extension of our lease to tenant acceptable 
{(< to the Terminal Sales Building. 


| WINCHESTER-SIMMONS CO. OF THE PACIFIC 


) 148 Townsend St. San Francisco, Calif. 














FOR SALE: A very healthy going hardware 
store, Centrally located in a real little city ot 
8.000 in the best irrigated section of the West. 
Growing and making good money. Family affairs 
demand sale. Take around $20,000. Address 
Box G-519, care of Harpware Ace, New York. 





HARDWARE STORE IN BEST suburban 
town 25 miles from New York. Price $20,000. 
Business increasing rapidly. Burke Stone, Inc., 
41 East 42nd St., New York City. 





A CLEAN UP-TO-DATE hardware and furni- 
ture stock for sale. Tinners’ and plumbers’ tools 
all fixtures and building can be rented at a 
reasonable price, Ill health of partner reason 
for selling. Located in central Minnesota dairy 
district. 
AcE, New York. 





FOR SALE, HARDWARE STOCK and fix- 
tures that will invoice $35,000. Located in a 
city of 8,000 in the state of Ohio. Sales last 


year over $70,000. Store room 32 ft. x 110 ft., 
rents for $150 per month. Price $25,000 cash. 
No trade considered. Address Box G-535, care 
of Harpware Ace, New York. 





FOR SALE — ESTABLISHED RETAIL 
HARDWARE BUSINESS in Flint, Michigan. 
erms if desired. Write L. E. Deeley, 2012 


First National Bank Building, Detroit, Mich. 





FOR SALE—HARDWARE STOCK and fix- 
tures. Doing a semi-wholesale and retail busi- 
ness, In one of the fastest growing industrial 
sections of Seuthern California. Doing a fine 
pusiness. Low rental lease. Will take abom 
$45,000 to handle. No trade, This proposition 
will bear the closest investigation, and is the 
foundation for a large and profitable business. 
Address Box G-541, care of Harpware AGE, 
New York. 




















| CASTINGS 


We make high grade, soft, easily machined 
castings. We also do machining, nickeling, 
japanning and assembling. 

Send samples or prints for quotations, 


LITTLESTOWN HARDWARE & 
FOUNDRY Co., INC, 
Littlestown, Pa. 

















| 


Address Box G-533, care of HARDWARE | 





SCOTT HARDWARE CO., TRENTON, N. J. 
Owing to long illness and age, owner desires to 
retire, Founded in 1872, taken over by present 
ownership in 1893. Occupy four floors and base- 
ment in centre of city of 130,000, live manufac- 
turing centre and_ desirable place of residence 
sixty miles from New York, thirty miles from 
Philadelphia. Our es for ten years have 
averaged 90% cash; stock and fixtures about 
$25,000. Good chance for younger man. This 
is no bankrupt proposition; consult Dun or 
Bradstreet; no agents or triflers, Joseph A. 
Scott, 29 Oak Lane, Trenton, N. J. 


Help Wanted 


WANTED BY REPRESENTATIVE HARD- 
WARE JOBBING HOUSE, buyer for stove and 
house furnishing lines. Unless thoroughly posted 
and experienced, do not apply. Sales and pro- 
motion ability necessary to fill position § satis- 
factorily. In applying for position give full 
account of your past connections, qualifications, 
salary expected and references. Address Box 
G-507, care of Harpware Ace, New York. 











WANTED—A RETAIL HARDWARE SALES- 
MAN capable of taking charge of floor with five 
or six salesmen. Must have a good knowledge 


of builders’ hardware, be thoroughly reliable, 
good personality and a hustler. Not over 35 
years of age. Western Canadian city. Address 


Box G-542, care of Harpware Ace, New York. 





Positions Wanted 





Positions Wanted 


WANTED—POSITION AS BUYER or assist- 
ant buyer of hardware in Metropolitan district. 
Eleven years’ experience with large hardware 
firm. Twelve years’ experience with mine, mill 
and railroad supply firm; seven years’ experience 
with latter firm as buyer. Will be at liberty to 
accept position by April Ist. Address Box G-534, 
care of Harpware Ace, New York. 








POSITION WANTED—HARDWARE MAN, 
window trimmer, card writer, also advertising 
man with 22 years’ experience, covering ge 
the entire line. Have the reputation of bein 
hustler, good salesman and business getter. m. 
furnish references as to character and ability. 
Served in capacity of manager in last store 10 
years. American, thirty-nine (39) years old 
paneens Box G-536, care of Harpware Ace, New 
York. 





Sales Accounts Wanted 


MANUFACTURER’S AGENT WHO HAS 
been for ten years calling on the retail hardware 
trade of the Pacific Coast is open for two addi- 
tional lines of merit; prefers builders’ hardware, 
tool or household lines which shipments of 
hundred pounds can be sold. References given. 
Address Box G-503, care of Harpware AGE, 
New York. 








A RESPONSIBLE SALES AGENCY operat- 
ing as manufacturers representatives, covering 
Eastern Pennsylvania, Southern New Jersey, 
Delaware and Maryland with an office and show- 
room located in the heart of the wholesale hard- 
ware district in Philadelphia, desires additional 
lines for both jobbing and dealer trade. Builders’ 
hardware, tools or a specialty. Plenty of space 
for a consigned stock if desired. Address Box 
531, care of HAarpware Ace, New York. 





MANUFACTURERS’ AGENT WITH HEAD- 
QUARTERS in Chicago, calling on hardware 
jobbers and dealers, department stores and fac- 
tories in Illinois and Wisconsin, desires an addi- 
tional line in hardware specialties and_ tools. 
Only reliable lines considered. Address Box 
G-451, care of Harpware Acre, New York. 





EXPERIENCED SALESMAN CALLING on 
wholesale and retail trade in Central West terri- 
tory wants connection with reputable concern on 
salary or salary and commission with expenses. 
Will consider change of territory, accustomed to 
long trips, and six days a week work. Employed 
at present, age twenty-eight, Address Box G-532, 
care of Harpware Ace, New York. 


SALESMAN FOR MANUFACTURER of 
hardware products or mechanical device. Cover- 
ing East Pennsylvania and surrounding territory. 
Experienced in selling, iggy sales campaigns. 
publicity along these lines. Good mechanical 
ability, plugger, good education. Address Box 
G-529, care of Harpware Ace, New York. 








WANT A SPECIALTY TO SELL to hard- 
ware stores and departments. Especially fitted 
to introduce new products. Pennsylvania, South 
New York, New Jersey territory. 15 years sell 
ing, merchandising, advertising. Address Box 
G-528, care of Harpware Ace, New York. 





A RELIABLE SALES AGENCY operating 
as manufacturers district sales managers desires 
one or two reliable accounts for the St. Louis 
territery. Our service is more extensive than the 
ordinary broker or manufacturers agents as we 
do continuous work among the retail trade and 
through co-operation with the jobbers. Address 
Box G-510, care of Harpware Acr, New York. 











SIDE LINES FOR SALESMEN 


Many good salesmen are looking for profitable “Side Lines” 
to handle. 
What have you to offer? 


Give details—insert your ad in the “Classified 
| Opportunities Section” of this paper and you'll be reasonably sure to find a 
. reliable salesman to represent you. 
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Sales Accounts Wanted 


Sales Representatives Wanted 


Sales Representatives Wanted 











THE WRITER HAS PLACE for a high 
class line to be sold to hardware jobbers in 
Missouri, Kansas, Nebraska, Iowa, North and 
South Dakota, Minnesota, Wisconsin, Michigan, 
Illinois, Indiana, Ohio, Pittsburgh, Pa. and 
Louisville, Ky., also upper New York jobbing 
points. Have been in the game twenty years 
and have a high class associate salesman. We 
visit all jobbing points in territory mentioned 
above four times a year, maintain a well organ- 
ized office in charge of exceptional head. Will 
give factories I represent and any jobber in 
territory I cover for reference. Please do not 
answer this unless your line is staple, a repeater 
and runs into money. I have some of the lead- 
ing lines in the United States. If your line 
appeals to us we will spend a week or so with 
you to get every detail and get acquainted with 
the personnel of your institution, Address Box 
G-518, care of Harpware Ace, New York. 





HUSTLING SALESMEN wanted to sell on 
liberal commission basis our popular line of 
labor saving Magic Weeder Hoes to hardware 
trade. REICHARD MFG. CO., Bangor, Penna. 





FACTORY REPRESENTATIVE TO SELL 
line of builders’ hardware in New York State. 
State lines handled and full particulars. Ad- 
se Box G-506, care of Harpware Acs, New 

ork. 





REPRESENTATIVES WANTED—A manu 
facturer of high grade coaster wagons requires 
representation in several states. Exclusive terri- 
tory available to big producers. Salesmen cov- 
ering Spee in a car handling one or two 
other lines for the hardware trade preferred. 
In your first letter give age, experience and 
— Address P. O. Box No. 321, Salem 

io. 





WANTED--AGENTS TO HANDLE as a 
sideline, on a commission basis, a full line of 
hand and pneumatic tools, carvers, punches and 
rock drills. Address Box 530, care of HARDWARE 
Ace, New York. 


SALESMEN CALLING ON HARDWARE 
and house furnishing stores to take on side line 
of stoves, stove-pipe and other sheet metal prod- 
ucts of old established factory. Territories open 
in Missouri, Illinois, Indiana and Minnesota. 
Liberal commission. Address Box G-537, care 
of Harpware Ace, New York. 


WANTED—AGENTS ON COMMISSION— 
exclusive territory. Manufacturers of all kinds 
of cut and wire tacks and nails, staples, double 
pointed tacks, glazier points, special wire nails, 
copper and brass tacks and nails. Address Box 
G-526, care of Harpware Ace, New York. 














ware Age. 





Do YOU Want a Good Position? 


Right now you may be looking for a good position as Manager, Assistant, 
or Salesman with some responsible Hardware company. 


And right now some one may be looking for you. 
The best meeting place is in the Classified Opportunities Section of Hard- 


Fifty words at a cost of a dollar and a half will put you on the right road, 
in the right paper, for the right position, with the right Hardware concern. 


Send your ad to 


Classified Opportunities Dept. 
HARDWARE AGE, 239 W. 39th St., New York 

















“They Have a 
Bull Dog-Grip” 


Manufactured by 
U. S. Clothes Pin Co., Montpelier, Vt. 
Sales Dept. 
1015S Union Bank Bldz., 





Pittsburgh, Pa. 


tal 


SLACK IRON GALVAre 


American Can 






American Can Company 








The “TORREY” 
A Real Man’s Razor 


Send for Catalogue of Full Line 


J. R. TORREY RAZOR CO. 
WORCESTER, MASS. 








Economy 
Hose Attachments 


For connecting hose to smooth 
faucets. Slips on and off easily. 


Economy Mfg. Co. 
5850 Germantown Ave. 
Philadelphia, Pa. 


CRAYONS 


FOR EVERY PURPOSE 


STANDARD °RS27% MiS:s5° 
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Stone Working 
Tools and Supplies 
Trow & Holden Co. 


Barre, Vt. 














Oil, Molasses and 
Dairy Gates 
Perfection Pattern. 
Made in All Styles. 
Syracuse Stamping 





o. 
Syracuse, New York 


SILVER LAKE 


SASH CORD 


NET WEIGHTS FULL LENGTHS 
Sliver Lake Ce., Newtenvilie, Mass. 














J. L. THOMPSON MFG. CO. 
Waltham, Mass. 
Tubular and Bifurcated 


—RIVETS= 





ELEVATORS 
DUMBWAITERS 


Write for our oatalog 
Energy Elevator Co. 
211 New St. Philadelphia 












So-Boss Cow Hobble 
and Tail Holder 


Sold by Jobbers 


Simonsen Iron Werks 
Sioux Rapids lowa 


AXES SCYTHES 


Scythes since 1812, Axes since 1800 


RIXFORD Fc. co. 

























East Highgate, Vt. 








106 


. 
’ 








THE ADVERTISERS’ INDEX is published as a convenience and not as a part of the sdvertising contract. Every care will be taken to index eerrestiy. 
No allowance will be made for errors or failure to insert. 
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START YOUR Snap-on ASSORTMENT 
Add Extra Sockets and Handles As Needed 





fe Se 


Fd 


< nap-On Stock 


Snap-on Snap-on 


Socket Wrenches Socket Wrenches 


This Cabinet display of Snap-Ons—with the sales helps that 
with it—develops socket wrench business from occas 
sales into profitable volume. 

We can furnish proof of what the Snap-On Cabinet h, 

) for other hardware dealers. You can easily prove 

Stet own advantage what it will do for you. 


RESELL 


Jie 31g business is to be had right around your stor 
owners, truck owners, mechanics, farmers a 
machinery—if you are equipped geagmic 
needed tools. 

You can have the choice o&three 
Begin now making money 
biggest season. Write f 


Snap-O 


Manufz 





Motor Tool Specislt 


Exclusive Distrit 


14 E. Jackson Blvd. 


Distributing Branche 
Principal Jobbin 


Look for the n 





j / 
* 


March 19, 19° 45 


OUR opportunity fort pain r an oe 
Y sales is greatly increased. by Wo0s 
wide advertising. ve re suppl 
brush merehants with local ¢ dve 
window. trims, metal shelf st 


folders, cutouts, i ads, 


Tram "he ur window and identify Ur 
the Wooster national advertising. - Let people 


know you sell the kind of brushes they read about. 


Write for folder showing the complete. loc: 1 adver- 
tising Campaign we furnish free to all ourretailers. 


| THE WOOSTER Brus Co. 


\ Since 1851~ One Family 


One Idee-BetterBrushes WOOSTE. 





| Woesrar BRvsmes - Sold Here ‘| 


A metal strip for your 
shelves to remind cus- 
tomers of paint brushes. 





trim in 9 

in. wide. 
Four win2 
di--’ 














